‘tight million mark. 
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Buick Special 4-Door Hardtop— 


DETROIT, 


Buick offers a four-door hardtop in each of its four series for 1956. The Special line is powered by a larger 322-cubic-inch 


engine, same displacement as in the other three series. 


Special horsepower is 220 and other models are rated at 255. Dynaflow 


transmission has been improved by addition of a second stator. (Story and other pictures are on Page 29.) 





By Martin L. Whitmyer 
Staff Writer 


7 the Big Three producing 
at near-record levels, the auto 
industry last week appeared headed 
for the highest fourth-quarter car 
Bilin ca on record and for eight 
ion cars for the calendar year 
1955. 
Last week’s output of an esti- 
“Mated 173,282 cars was the high- 
est weekly outturn of cars since 
“the week ended May 28 and 9.3 
mt more cars than were 
the previous week. Last 
week’s production was 169.8 per- 
cent of Automotive News’ three- 
index, as compared with the 
percent compiled on 158,571 
ears the previous week. 
' Adding October’s output of 517,717 
ars to the 5,996,521 cars built dur- 
the first three quarters of this 
gives the industry a 10-month 
of 6,514,238 completions and 
s the manufacturers less than 
1% million units away from the 


* 


H both GM and Ford continu- 
ing their record-breaking pace 
d Chrysler Corp. working on a 
of 400,000 units for the last 
er, the manufacturers are ex- 
pected to make in the neighborhood 
8 two million cars during the last 
“ree months of this year. 
~ Currently producing at a 28,875- 

-day clip, the industry is 
(pe to assemble approxi- 

ely 1,485,000 cars during the 
two months. Adding this to 
pber’s 517,717 cars, the manu- 


as 


e Congress is contemplating 
protecting truckers against 
proposed leasing restric- 
tions. Page 33. 


Two ’56-model line stories: 
Chevrolet, Pages 22-23; 
Buick, Page 29. 
Plymouth dealer splitup 
starts soon. Page 2. 
New York dealers strike- 
bound. Page 3. 
-car and truck registrations and 
; Rew-car prices, Page 62. Used-car 


auctions and » Pages 6, 56. 
Production by makes, Page 73. 





New Output Hike Points 
To 8-Million-Car Year 


facturers would complete the 
final quarter with 2,003,000 assem- 

blies, highest final-quarter output 
on record. 

Highest close-out quarter to date 
was the 1,666,406 cars built during 
the October-December period of 
1950. The average last-quarter out- 
put over the last nine years was 
1,196,416 cars, or nearly 68 percent 
below this year’s pace. 

* * a 
aaa Big Three projec- 
tions all but assure the indus- 
try of hitting the eight million 
mark, the Little Three may well be 


‘Birthday’ Lops Average 


Used Cars in 


By Robert M. Lienert 
Associate Editor 

7 annual Day of Reckoning is 

at hand along Used-Car Row. 
With the introduction of ’56 models 
completed in most cases, all other 
models have become a year older 
in abrupt fashion. 

The sudden aging generally has 
brought about sharply reduced 
prices and lessened demand. 

Wholesale used-car auctions, al- 
ways the most sensitive barometer 
of the used-car field, show graphi- 
cally what has happened. 

* * * 


Tes overall average price, ac- 
cording to AUTOMOTIVE NEws’ 
index, plummeted $31 last week, the 
biggest loss it had suffered in more 
than a year’s time. 

Not since the week of Oct. 11, 
1954, when the setback in the 
overall average price amounted 
to $34, had the reduction been so 
severe. The biggest weekly de- 
cline in 1955 prior to last week 
came in the week of June 6, 
when the average loss was $20. 
These wholesale price slashes 

have been reflected at the retail 
level—in some cases the retail 
prices have been chopped even 
more deeply. 

Dealers who have been through 
the mill know that prices aren’t 
likely to stage much of a comeback. 
Most, however, are hopeful that the 
lull in buying is only temporary. 

* x x 


note that used-car buyers 


model season. As one explained, the 





the deciding factor in the actual 
achievement of the goal. Both 
American Motors and Studebaker- 
Packard, however, are gradually in- 
creasing schedules to the point 
where the goal is all but achieved. 

Ford division again last week 
was making the most headlines 
as it set six new weekly output 
records and established two new 
monthly marks. 

New records established by the 
division were: 

1. Production of 6,875 cars on 
Nov. 1, breaking the former daily 
high of 6,848 cars on Oct. 26. 

* * oe 
PRODUCTION of 8,360 cars 
© and trucks on Nov. 1, tieing the 
record 8,360 cars and trucks as- 
sembled on Oct. 26. 
3. Production of 40,100 cars dur- 
(Continued on Page 73, Col. 3) 


$31... 


Annual Dive 


potential customers are busy ogling | 


the new beauties in the showroom, 
and it takes a while for them to 
get their feet back on the ground 
and go shopping for used cars to 
fit their budgets. 

One independent dealer, how- 
ever, expressed fear that the slow- 
down in sales currently being 

(Continued on Page 4, Col. 4) 
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3 Makes’ Sales Shares 
Rise in Third Quarter; 
Big Three Top 95 Pet. 


Chevrolet and Ford Lead Gainers Over ’55 First Half, 
But Still Trail 1954 Percentages; 7 Makes 
Surpass Year-Ago Levels 


NLY five car makes, with Chev- 
rolet the pacesetter, managed 
to hang up share-of-sales gains in 
the third quarter this year. 
Compared with their percentages 
of first-half registrations) volume, | 
the following makes were on the | 
upside: Chevrolet, up 2.30 percent- 
age points to 23. 79 percent; Ford, | 
up 0.85 to 21.92; Mercury, up 0.21 to| 
5.28; Oldsmobile, up 0.17 to 8.43, and | 
Nash, up 0.04 to 1.39. 

Though all other makes trailed 
or equalled first-half attainments, 
a total of seven surpassed their 
comparable shares for the initial 


How They Fared 


nine months of 1954. These in- 
cluded Buick, Oldsmobile, Pontiac 
and the four Chrysler Corp. 
makes. 

Automotive News’ compilations of 
market performances are based on 
just-completed R. L. Polk & Co. 
registrations data. The final Sep- 
tember sales total was 654,532 new 
cars, the highest for that month in 
| history. 

x a cd 
“We the big guns, Chevrolet 
and Ford, moved up in the 
| third quarter, a comparison of nine 
(Continued on Page 4, Col. 1) 


New-Car Registrations by Makes 
For Nine Months, '55-'54 


Total 
Regis. 


1st 9 Mos, 


1955 
109,570 
35,243 
Nash 74,327 
CHRYSLER CORP. .............. 948,830 
Chrysler 


Dodge 
Plymouth 
FORD MOTOR CO. .............. 1,474,220 
Ford 
Lincoln 
Mercury . 
GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet . 
Oldsmobile 
Pontiac 
KAISER-WILLYS 
Kaiser 


AMERICAN MOTORS 


y' 

STUDEBAKER-PACKARD 116,770 
Packard : 
Studebaker 

MISCELLANEOUS 


—Automotive New: 


Chevrolet's Two-Ten Four-Door Sedan— 


eer Chevrolet has 19 models in three series for 1956, including two four-door hardtops and two nine-passenger station wagons which 
always thin out during new-| are new to the line. The horsepower is 205. The Two-Ten four-door sedan (above) illustrates the redesigned grille and front end 


and new side-moulding treatment. 


T Percent Pet. Pt. 
Share of Change in 
1954 Share of 
Regis. Market 
222 — 22 
6 — OL 


— 21 


Percent 
Share of 
1955 
Regis. 

2.00 

-64 
1.36 
17.35 
2.26 
1.68 
3.98 
9.43 
26.96 
21.37 
44 
5.15 
50.78 
10.71 
1.98 
22.31 
8.32 
746 


Ist 9 Mos, 
1954 


91,898 
26,945 
64,953 
545,642 
75,419 
57,144 
112,552 
300,527 
1,278,706 
1,033,727 
28,653 
216,326 
2,078,418 
393,846 
82,952 
1,033,825 
307,346 
260,449 
22,517 
7,144 
1,044 
14,329 
102,138 
31,521 
70,617 
19,953 


100.00 3,519,629 100.00 
s compilations from R. L. Polk & Co. data. 


2. 13 
2 
1.40 
-66 


The cars are now on display in dealer showrooms. (Story and other pictures on Pages 22-23.) 
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But Dealers Renew Warning on: ‘Craz 
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U.S. Halts Credit Tightening 


By William Ullman 

Washington Correspondent 
ASHINGTON.--Subtle new de- 
velopments indicate a shifting 
Government attitude toward credit. 

Most important, it now appears 
that the Administration has de- 
cided to abandon its policy of a 
progressive tightening of credit 
restraints. 

Such a policy has been in effect 
for several months. Although the 
effects have not been too noticeable 
on the consumer level, the Govern- 
ment has carefully restricted — 
through the imposition of monetary 
controls—the expansion of credit on 
all fronts. 

* * + 

frog Government is not yet ready 

to rescind these controls, but it 
is determined to maintain a status 
quo. Highly placed officials believe 
that dangers of inflation, which 
seemed so alarming last summer, 
have been laid away to rest for the 
time being. 

For Government men concerned 
with credit, the situation is a 
sort of breather. But leading auto 
dealers see in it no reason for 
relaxing their fight against the 
spread of “crazy credit” offers by 
retailers. 

In fact, trade-association sources 
are using the opportunity to renew 
their warnings that dealers must 
shun unsound credit practices or 
else face the possibility that some 
form of control similar to the old 
Regulation W will be clamped down 
on consumer borrowing. 

* oa +. 

DMINISTRATION officials have 

no desire to stifle the healthy 

growth of the kind of installment 
buying that tends to promote a 
steadily expanding national econ- 
omy and standard of living. 

But the problem is a ticklish 
one. Above all, it is felt, the fires 
of inflation must be stamped out 
—through credit controls or any 
other effective means. 

Some idea of the delicate balance 


Licensing Act 
Holds Up Under 
Ark. Court Test 


LITTLE ROCK, Ark. — The act 
passed this year creating a Motor 
Vehicle Commission to regulate 
franchised new-car dealers in Ar- 
kansas was upheld in an order 
handed down last week in Chan- 
cery Court. 

Validity of the law creating the 
commission had been challenged in 
a suit filed by Rebsamen Motors 
(Ford), Little Rock. Hearings were 
conducted by Former Special Chan- 
cellor Riddick Riffel. 

Rebsamen had contended that 
the law is discriminatory and had 
asked that it be voided. The act 
regulates manufacturer-dealer rela- 
tionships and dealer sales and re- 
quires dealers and salesmen to 
obtain state licenses yearly. It has 
been in effect since July 1. 

R. W. Morris jr., a Rebsamen 
salesman, also was a plaintiff in 
the suit. Fees paid by Rebsamen 
and Morris were impounded by the 
court at their request until outcome 
of the suit. 


Top Cars 


New-car registrations for nine 
months: 
1955 Pos. 

1—1,220,094 

2—1,168,850 

3— 585,650 

4— 515,569 

5— 454,973 

6— 407,957 

I— 281,286 

8— 217,815 

9— 123,313 
10— 108,571 
92,133 
716,685 
74,327 
40,085 
35,243 
24,084 


Make 
Chev. 
Ford 


1954 Pos. 
1,033,825— 1 
1,033,727— 2 


Plym.  300,527— 5 
Olds. 307,346— 4 
Pontiac 260,449— 6 
Mercury 216,326— 7 
Dodge 112,552— 8 
Chrysler 175,419—10 
Cadillac 82,952— 9 
DeSoto 57,144—13 
Stude. 70,617—11 
Nash 64,780—12 
Packard 31,521—14 
Hudson = 26,945—16 
Lincoln 28,653—15 
5,592 Willys  14,329—17 
889 Kaiser 7,144—18 
36,012—Misc. 21,170 
Total All Makes 
5,469,128 4,139,272 
Further details on Page 62. 


122— 
13— 
14 
15— 
16— 


13— 


Buick 393,846— 3 | 


which the Government hopes to 
achieve, without resorting to dras- 
tic curbs, was provided by James 
K. Vardaman jr., member of the 
Federal Reserve Board, in an ad- 
dress before the Georgia Bankers 
Assn. 
+ * * 
ARDAMAN said the Govern- 
ment eventually might be called 


Auto-Credit Gain Slows 


WASHINGTON.—Consumer in- 
stallment debt for autos went up 
$382 million in September — the 
smallest monthly increase since 
February, according to the Fed- 
eral Reserve Board. The increase 
brought total auto paper out- 
standing to $13,929 million, the 
board said. Installment debt of all 
kinds increased $544 million dur- 
ing the month to a total of $34,293 
million. 


upon to. enact consumer-credit leg- 
islation with a threefold objective: 

1. To regulate consumer credit, 
but not to limit the amount, in such 


'Universal Deal 
Is Completed 
By Chrysler 


DETROIT. — Chrysler Corp. last 
week acquired Universal Products 
Co. and its wholly owned subsidi- 
ary, Formetal Co., according to L. 
L. Colbert, president. The purchase 
price is expected to be in excess of 
$3,500,000. 

Universal's 1,000 employes have 
been transferred to the Chrysler 
payroll. Plans call for them to re- 
ceive benefit credit at Chrysler for 
their Universal service. 


The properties have been named | 


the Detroit Universal division of 
Chrysler Corp., and are under 
direction of R. S. Bright, supply 
division general manager. 

Universal Products manufactured 
automotive drive shafts and their 
components, including universal 
joints, in Dearborn and in recent 
years has been supplying approxi- 
mately 85 percent of its output to 
Chrysler. Formetal produced stamp- 
ings and forgings at its Ecorse 
(Mich.) plant. Operation of the 
plants will continue without inter- 
ruption, Colbert said. 





a way as to make its extension and 
expansion more uniform. 

2. To make funds available to 
individual borrowers at less cost 
than now was necessary in many 
instances. 

3. To assure a steadily expanding 
flow of funds from private lenders 
into consumer financing. 

Vardaman said the present im- 
portance of consumer credit “is 
apparent from the fact that about 
65 percent of all automobiles and 
about half of all major appliances 
now are ‘sold on credit. Installment 
credit alone provides about $20 bil- 
lion a year for these purchasers.” 

* ~ * 
E ADDED: “Without consumer 
credit, it now generally is ad- 
mitted that mass production would 
be impossible. Without mass pro- 
duction, mass employment would 
not be possible.” 

Though it may border on re- 
dundancy, that last remark served 
as a comforting reassurance to 
the Georgia bankers that Govern- 
ment people are fully aware of 
the need for a plentiful supply of 
consumer credit. ‘ 

In fact, when circumstances de- 
mand it, the current Administra- 
tion is not afraid to facilitate lend- 
ing as a means of keeping the 
economy pumped up. This sort of 
thing is handled through the Fed- 
eral Reserve Board’s operations on 
the money market. 

* - a 
EN counted as of Aug. 31, out- 
standing installment credit had 
reached a record $26.2 billion, up 
$3.7 .billion since the end of 1954. 
More than 80 percent of the in- 
crease was in automobile loans. 

But—and this is the big but—57 
families out of each 100 had no 
installment debt at all. 


Want a Cut in Taxes? 


Hold That Credit Line! 


WASHINGTON. — Influential 
auto dealers have come up with 
@ new argument against “crazy 
credit”—it helps keep taxes high. 
Here’s their story: 

Some Administration officials 
are hopeful of a tax reduction 
next year. But there won’t be any 
tax cut if inflation threatens to 
break out again. 

And the key to control of infla- 
tion is—sensible credit! 


Plymouth Exclusives Near 


Somerville Says Kansas City Will Get First Ones, 
Stresses Volume Sales as Objective 


By Joseph M. Callahan 
Staff Writer 
TT! first separate Plymouth deal- 
erships will appear in Kansas 
City before Jan. 1, Robert C. Som- 
erville, Chrysler 
Corp. executive 
director of mar- 
kets, said last 
week. 

Somerville, who 
recently was 
placed in charge 

- of developing the 
separate dealer- 
ships, said that 
Portland, Ore., 
would be the sec- 

R. C. Somerville = ond city to have 
exclusive Plymouth franchises, fol- 
lowed by Minneapolis and then 
Denver. 

In selecting the exclusive 
Plymouth dealers, Somerville 
made it clear that the goal is to 
get a volume dealer. 

| “We explain to the dealer,” Som- 

|erville said, “that he may have to 

sell as many cars in a month as 

he is selling presently in a year.” 
* a om 


-FpuRme the past two months, 
Somerville, and four seasoned 


Vance Quits S-P for AEC 


WASHINGTON. — Harold S. 
Vance, former executive committee 
chairman, Studebaker - Packard 
Corp., last week took the oath of 
office as a member of the Atomic 
Energy Commission. Vance had 
been with Studebaker from 1911 to 
1917 and from 1919 to the present. 


Chrysler Corp. sales officials, have 
been working on the program in 
these four “guinea-pig” areas. 
“The dealer reaction to the pro- 
gram has been very favorable,” 
said Somerville. “We’ve run into 
only one dealer who opposed the 
plan in the overall picture.” 


In detailing the program for the | 


separate Plymouth outlets, Somer- 
ville made these- major points: 





| 


Thunderbird 56 Bows— 


A new Continental-type spare wheel, cowl vents, wind wings on the windows and 
bumper exhaust ports identify the Thunderbird 56. Ford's “personal” car retains it; F 
basic design, but offers three engine choices: A 225-horsepower unit with Fordomatic | 
transmission, a 215-h.p. engine with overdrive and a 202-h.p. setup with standard! 
transmission. Ford's standard and optional safety packages are available. (See Story,| 


Page 71.) 


GM Attacks Colo. Law, 
Faces Senate Study 


By Ira R. Alexander 
Staff Correspondent 

ENVER. — General Motors has 

attacked constitutionality of a 
law passed by the Colorado Legis- 
lature last January in a lengthy 
suit filed Oct. 28 in Denver Federal 
Court. 

The complaint asks that Gov. Ed 
Johnson, Attorney-General Duke W. 
Dunbar and Revenue Director Earl 
Blevins be permanently enjoined 
from enforcing 1955 amendments to 
the Colorado Dealers’ License Law 
of 1953. The amendments provide, 
among other things, that manufac- 
turers of automobiles and parts 
must: 

1. Honor contracts with Colorado 
dealers after they expire, unless 
“just provocation” can be proved in 
the courts. 

2. Stop assessing local dealers 
for part of the advertising tab. 

3. Deliver cars advertised for 
“immediate delivery” within 60 
days. 

* * ok 
4. No longer force dealers into 
® buying unordered cars or cars 
containing more accessories than 
those advertised under the list price. 

5. Allow the dealer to decide how 
his orders will be shipped to him. 

6. Pay for and get a manufac- 
turers’ license from the state and 
post a $5,000 bond promising not 
to violate state laws and regula- 
tions. 

7. Return three-fold any damages 
suffered by a dealer in a suit in- 
volving one of the manufacturer’s 
products. 

It is specified by the amendments 
that any violation will be classed as 
a misdemeanor punishable by up to 
six months in jail and a $500 fine. 

The 22-page attack claims the 
amendments are “wholly arbitrary, 
capricious and unreasonable.” It 
declares they violate both the U. S. 
and Colorado constitutions. 


* * ca 
G PREDICTED its sales of 
cars, trucks, buses and 
parts in Colorado would be dras- 


1. The desire of the dealer is| tically diminished unless the court 
paramount. In other words, every! yoids the amendments. 


effort will be made to give each 


Without the right of “liberty to 


dealer the franchise, and in some| contract,” the suit charges, GM 


(Continued on Page 71, Col. 1) 


(Continued on Page 72, Col. 3) 


Business Barometer 


Auto Production — 199,397 cars, 
trucks in week vs. 112,481 year before. 

Business Failures — 230 in week 
vs. 223 year ago. 

Department Store Sales—Up & 
percent in week from year before. 

Freight Loadings — 834,339 cars 
in week, up 88,554 cars from year ago. 

Jobless Claims—179,800 vs. 272,- 
900 year ago. 

New-Car Registrations — 5,352, 
744 in 1955 to date vs. 4,073,924 year 
before. 

New-Truck Registrations—<67?,- 
749 in 1955 to date vs. 610,072 year 
ago. 

Oil Stocks — 257.030,000 barrels, 
an increase of 1,896,000 barrels in 
week. 

Soft Coal Output—9,815,000 tons 


in week vs. 9,760,000 tons week be- 
fore. 

Steel Output — 98.1 percent of 
capacity estimated vs. 100 percent 
week before. 

Used-Car Prices — $694 in No- 
vember to date vs. $725 in October. 

Wholesale Prices—111.1 percent 
of the 1947-49 index vs. 111.2 week 
before. 

e -8-% 


Common Stocks 


Nov. Oct. 
2 26 High Low 


8% 9 13% 8% 
94. 93%. 99% 66, 
133% 133% 145%, 89%, 

3% 3% 5 2% 
10% 10% 15% 9 


50.12 50.10 


1955 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 








ASHINGTON.—The Senate Ju- 

diciary Antitrust and Monopoly 
subcommittee announced last week 
that tomorrow (Nov. 8) it will re- 
open hearings on concentration of 
power in the auto industry with a 
three to four weeks’ “study” of Gen- 
eral Motors. 

Senator Joseph C. O’Mahoney, 
Wyoming Democrat, who will con- 
duct the hearing, stressed that the 
subcommittee is not in search of 
“defendants for prosecution” under 
the antitrust laws. 

It is, he said, seeking facts to 
help Congress pass laws to “sta- 
bilize the relationship” between 
individuals and giant corpora- 
tions. 

Harlow H. Curtice, GM president, 
arriving in New York from a tour 
of his company’s plants in Europe, 
said GM will “gladly cooperate.” In 
a letter dated last May 25 and 
addressed to Senator Harley M. Kil- 


‘gore, West Virginia Democrat and 


subcommittee chairman, Curtice 
declined to appear before the com- 
mittee. 

Ed * = 
ps subcommittee hearings 

last June, the other five U. S. 
auto producers sent representatives 
upon invitation of Senator Kilgore. 4 
At the close of the hearings, Sena- 
tor Kilgore — now in Europe — 
threatened to subpena GM _ wit- 
nesses if necessary. However, 
Curtice’s attitude indicates this will 
not be necessary. 

Curtice shook his head when 
reporters advised him of O’Ma- 
honey’s charge that GM had 
forced unordered cars and parts 
on dealers. 

“General Motors,” said Curtice, 
“is currently in short supply of 
cars and has been all of this year.” 

The GM chief declined further 
(Continued on Page 72, Col. 1) 


Curtice Warned 
By Lawmaker 


In Cancellation 


ASHINGTON. — Cancellation of 
an oldline Buick-Pontiac-GMC 
dealer “indicates an industrial ruth- 
lessness which warrants protective 
legislation,” an angry Missouri con- 


| gressman last week warned Harlow 


H. Curtice, president of General 
Motors. 

The written protest to Curtice 
came from Rep. Clarence Cannon 
and referred to the “arbitrary 
dismissal” of J. Ed Travis, of St. 
Charles, Mo., who had been 4 
Buick dealer for 35 years. Cannon, 
a Democrat, is chairman of the 
powerful House Appropriations 
Committee. 

Cannon’s letter expressed puzzle- 
ment over the fact that, in cancel 
ing the Travis dealership, GM was 
providing no compensation “fort 
tools, specialized equipment and 


| other assets for which there can be 


no market except to an authorized 
dealer in your cars.” 
+ * » 
N ANY other business, Cannot 
declared, Travis would have act 
quired “a substantial equity or an* 
(Continued on Page 72, Col. 5) 
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ECENTLY I have received a 


Dealers tell me 


By John 0. Munn 


| 





. 


his regular trade. But it seems to 


number of newspaper ads in| me that it is a real opportunity to 


which dealers state that they will| make a friend. 


not make good the factory guaran- 
tee on cars of their line purchased 
from unauthorized dealers. 

Many statements are also re- 
ceived from individual dealers who 
have established a policy of not de- 
livering service or showing any in- 
terest in buyers who have purchased 
from that source. 

But is it not a mistake to adopt 
such a policy? Isn’t it a short- 
term decision without thinking to 
the future? Of course, we can 
sympathize with dealers and we 
can’t blame them for their atti- 
tude, but aren’t there more far- 
reaching reasons why we should 
service such cars? 

Remember, it isn’t the car that is 
illegitimate. The car is something 
in which we are very much inter- 
ested. It is reputation. It is satis- 
faction that adds or detracts from 
the line reputation in which we, as 
dealers, are very much concerned. 

Everyone realizes that the vol- 
ume of business this year has 
crowded most service departments 
and the work of conditioning new 
ears and taking care of our own 
owners has cramped many service 
facilities. To tell the truth, there 
isn’t much enthusiasm to expand 
service facilities under the present 
conditions in the trade. 
*~ * * 


Long View Urged 

A DEALER, who takes the long- 
range view, perhaps doesn’t 

need to welcome such buyers with 

open arms. Neither does he need 

to let them interfere with serving 


Boats and Planes 
To Join Autos 
At Portland Show 


PORTLAND, Ore. — The 1956 
Portland Motor Show, which dis- 
plays everything from racing cars 
to airplanes, will be held Nov. 19-27, 
according to Lyman W. Slack, 
president of the sponsoring Auto- 
mobile Dealers Assn. of Portland. 

Sharing the spotlight with the 
1956 passenger cars will be foreign 
models, custom cars, antiques, rac- 
ers, trucks, house trailers, airplanes 
and boats. i 

In addition, the top three cars in 
each of the area’s racing divisions 
for 1955 will be shown. These in- 
clude hardtops, midgets, hot rods, 
stock cars and Indianapolis-type 
big cars. 

Slack said special emphasis will 
be placed on experimental and 
show exhibits from the auto fac- 
tories. General manager of the 
show is Edward Fox jr., manager 
of the dealer association. 
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The owner of such a car soon 
realizes that he has made a mis- 
take. He has doubtless promised 
himself never to let it happen again. 
When he comes to you, isn’t it a 
good time to have a heart-to-heart 
talk with him and to take care of 
him? 

Of course, you can’t give him 
free the make-ready service that 
he has been cheated out of, but 
you can tell him the importance 
of this make-ready and charge 
him regular labor rates for doing 
it. The same applies to work on 
the factory guarantee that other- 
wise he would expect free from 
the place from which he pur- 
chased. 

It seems that we are only defeat- 
ing our own purposes if we refuse 
to serve, or push around, people 
who have bought from unauthor- 
ized competitors. The best way to 
prove that they have made a mis- 
take in their purchase is to take 
care of them. The auto business is 
a repeat business and now, is a 
good time to make friends again of 
customers who have strayed away. 

* * * 


NADA Reports Backed 


HERE is another item of con- 

versation among dealers. It has 
to do with factory executives criti- 
cizing NADA’s quarterly dealer re- 
ports, the last report showing a 
profit of 3.1 percent. 


These factory executives claim 
such reports are misleading and 
they should be reported on the 
basis of return for the invest- 
ment. Dealers’ reports of 3.1 per- 
cent return on sales before taxes 
will probably be reduced to less 
than 1 percent for the total year 
as it was in 1954. The 1956 cars 
are already being offered at a dis- 
count. 


But why suggest that dealers re- 
port their income on the basis of 
capital investment? No manufac- 
turer does. Certainly the auto man- 
ufacturers never have. Dealers don’t 
decry that factories are making a 
profit, which in the case of General 
Motors was 21 percent on sales for 
the first six months, and that the 
annual rate was 76 percent return 
on net worth. The Chrysler Corp.’s 
report was 8.3 percent return on 
sales and 54.9 percent annual re- 
turn on net worth. While no state- 
ments are released by Ford Motor 
Co., it is estimated its profits are 
equal, if not better, than the other 
two makers. 

Dealer operations involve con- 
siderable more risk because fac- 
tories get cash for their cars while 
dealers get notes and used cars. 
Factories have the benefit of a uni- 
lateral contract while dealers suffer 
from it. 

* cg * 


H. P. Race Attacked 


IHERE is one more observation 

I would like to make. Are not 
the factories making a huge mis- 
take with their horsepower race? 
No matter what is said about power 
being a safety factor, that argu- 
ment just doesn’t hold water. Who, 
for instance, is going to pass whom 
when all cars are overpowered? 

Factories can well be criticized 
for advertising their car’s per- 
formance in stock car and road 
races. Ability to win races means 
nothing in terms of auto owner- 
ship satisfaction. It is but a test 
of human endurance. The farther 
the industry gets away from 
racing and horsepower, the better 
it will be. It is a bad influence on 
young people, too. So, if we must 
have racing, the industry should 
ignore it and leave it up to the 
promoters. — 

It is unusual for this column to 
mention negative factors in the 
trade, let alone three of them in 
one column. But I could not refrain 
from getting them out of my sys- 
tem. 





Two Dealers Are Hit 
By $450,000 Fire Loss 

DETROIT.—Fires causing dam- 
age estimated at $450,000 almost 
destroyed two dealerships last 
week, but both dealers refused to 
quit. 

The most serious fire was in 
South Charleston, W. Va., where 
flames gutted the showroom and 
service department of Rhodes- 
Walker Chevrolet. The fire re- 
portedly began in the paint de- 
partment. Damage was estimated 
at $300,000. 

In Burley, Id., a fire caused 
$150,000 damage to Haight Motor 
Sales (Ford), owned by Charles 
C. Haight, an NADA director. He 
is continuing business in the body 
shop. 





UAW Seeks Warranty Relief... 





Largest Dealer Strike 


Hits 200 N. 


By Joseph M. Callahan 
Staff Writer 

oo biggest auto dealership 
strike in history began Wednes- 
day in New York when Local 259 
of the CIO Auto 
Workers pulled its 
members out of 
about 200 dealership 

shops. 
Picketing began 
immediately at virtually all New 
York-area dealerships, including a 





Newly elected officers and directors of 


FADA Lists Officers, Directors— 





the Florida Automobile Dealers Assn. are, 


from left, bottom row: C. G. Ruebel, secretary-treasurer; J. F. Zeder, past president; 
William H. Terry sr., president; A. P. Clark, first vice-president, and Charles B. Tutan, 


NADA director. Second 


row—Paul Cooper, 


director, and district vice-presidents 


M,. N. Kenyon, W. R. Harrell, Dexter McCaskill, R. J. McGahey, W. L. Chance, Joe 


Blank, M. P. Tomlinson and Ralph Powers. 


Third row—Walter C. Mallory, FADA gen- 


eral manager; P. C. Keefer, W. B. Shaw jr., James Hardee, i. L. Sherron, B. L. Holman, 
W. G. Padrick, Adrien A. Rivard, George B Childs, J. H. Whitfield, W. Theodore 
Proctor, John A. Boyle and Clarence E. Holtsinger, directors; Eugene R. Elkes, past 
president; Fred T. Woolverton, director, and W. J. Steed, general counsel. 





Shallock Uses ‘Sergeants’ . . .« 


Team Idea Ups Profits 


MILWAUKEE.—The split of an 
18-man sales force into four teams 
has resulted in a better average 
profit per deal, lower mortality rate 
among salesmen and a better dis- 
tribution of duties, according to 
W. L. Burke, general sales man- 
ager, Al Shallock, Inc. (Ford). 

Burke said his plan came about 
because of his desire to give 
salesmen more help when it was 
needed. He found that Clarence 
Schaut, the used-car manager, or 
himself too often were unavail- 
able when needed. 

This frequently made the differ- 
ence between a good deal and a 
poor deal, or worse, no deal at all, 
he said. 

“Then I noticed that some of our 
experienced salesmen showed an 
outstanding ability and willingness 
to help others,” said Burke. This 
brought back to him his experience 
in World War II when he often had 
seen men in his outfit taking their 
troubles to their sergeants. 

That keyed his idea for the 


45 Dealers Back 
Quad-City Show 


ROCK ISLAND, Ill. — Forty-five 
dealers in western Illinois and east- 
ern Iowa will participate in the 
1956 Quad-City Autorama here 
which opens Jan. 28 and closes 
Feb. 5. 


The show will follow the Chica- 
go’s by one week. William Conwell, 
Rock Island, is general chairman; 
Vernon B. Trevellyan, Davenport, 
Ia., advisory chairman, and G. Le- 
Verne Flambo, Moline, IIll., will be 
director. 


Show committee includes dealers 
William Grampp, Austin Boeker, 
Frank Wilson and Trevellyan, all 
of Davenport; Fred Piel and Con- 
well, Rock Island; Jim Kittler and 
William Blaser, Moline. All U. S. 





I promise in the future to|makes as well as foreign models, 


return to more constructive items. | will be shown. 


teams. Two of the four teams are 
composed of five men and two of 
four. Each is headed by a “team 
captain” who is responsible for 
progress of the team and has the 
authority to approve deals and 
direct daily activities of the sales- 
men. 

As compensation for this added 
responsibility, team captains re- 
ceive a fixed monthly bonus. 
Besides advantages such as bet- 
ter average profit and lower 
mortality among salesmen Burke 
said it provides faster and more 
effective breaking in of new men. 
He said he prefers to hire men 
without auto experience. 

“Meanwhile,” Burke said, “the 
team captains with their increased 
responsibility and authority, are 
gaining valuable experience as well 
as income.” 








Wemhofft 


signed up by Utah association; 
Northern California association. . 





On the House .. . 


“There are powerful influences at work trying to 
make you think your dealer neighbor and competi- 
tor has recently become ... a horned devil,” writes 
Herm Schaeffer, 
association, to his members. 
. .. Its purpose is to divide the dealers. ... They are 
now afield telling the new and old dealers that they 
don’t need their associations. ... They are becoming 
aware that your national, state and local dealer 
associations have become powerful in Washington 
and state capitols and they don’t like it.” Schaeffer, 
who does not identify the “powerful influences,” 
advises his members to phone or have lunch with 
his competitor when he wants to clear the air. 


Philadelphia dealers will hold their 58rd annual meeting Dec. 6. 
. . - Milwaukee has added a new member; six members have been 


Note that couple of makes are now putting their nameplate on side 
of car. With the similarity of styling today, it’s virtually impossible 
to distinguish makes in side view. . 
Monroney questionnaire: “... if things don’t change for the better, I 
will have no choice other than to get out, but then the manufacturer 
can always find another sucker. I just wish I could find him first.” 


Y. Shops 


number of AFL dealerships and 
scores of nonunion dealerships. 

Union leaders are calling the gen- 
eral walkout a “friendly” strike 
because, they say, it is an effort to 
gain relief from the factory for 
dealers on factory warranty work. 

The unionists declare that since 
dealers are unable or unwilling 
to seek higher compensation from 
factories on warranty work, the 
union is taking “the bull by the 
horns” to get relief by tieing up 
New York auto retailing. 

Several groups of New York 
dealers, in negotiations with the 
union during the last four or five 
months, have indicated their in- 
ability to increase the wages of 
their men because of the extremely 
close margins under which they 
must operate. 

* = + 


Union Refuses Offers 


—— dealer groups recently have 
indicated to the union a willing- 
ness to sign contracts giving work- 
ers substantial increases. However, 
the union has turned down the 
offers, expecting that it will obtain 
better benefits with a citywide 
strike. 

Most of the CIO contracts in the 
dealership shops have expired. 
However, the union has set up 
picket lines at dealerships with 
unexpired contracts, also. 

One source reported that lead- 
ers of the strike recently made 
several trips to Detroit in an 
effort to obtain backing from 
Walter Reuther, CIO and AFL. 
president. 

Dealers say that the nonunion 
dealers are being picketed in a 
move to sign up additional dealers, 
which would equalize the expense 
to dealers of the unionization. 

To expedite the organization of 
the nonunion shops, the union re- 
portedly is considering an upward 
adjustment of union demands for 
dealers capitulating after a certain 
date. , 

CIO officials say they are expect- 
ing the cooperation of other unions 
in halting shipments of cars in this 


area. 
* * * 


Cadillac Outlets Struck 
WEEK earlier, 84 New York 
salesmen struck five Cadillac 

factory retail outlets in Brooklyn, 

the Bronx, New Rochelle and two 

Manhattan locations, making some 

of the biggest demands in union 

history. 

Despite reports that some of the 
salesmen, who recently voted to 
join Local 917 of the AFL Team- 
sters, are earning more than $40,000 
a@ year and that the average strik- 
er’s salary is about $12,000, the 
union is asking: 

1. A $250 weekly draw against 
commissions, plus a washout 
after 30 days should a salesman 
fall below this amount in com- 
missions. 

2. A clause that would prohibit 

(Continued on Page 8, Col. 1) 










manager of the Indiana dealer 
“This is an old trick. 














three by Montana; and five by 










. . Quote from dealer replying to 








—Prre Wemuorr, Editor, 
Automotive News 









In Third Quarter eee 
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Used-Car ‘Birthday’ Cuts 


Sales Shares Boosted 
By Only 5 Makes 


(Continued from Page 1) 


months of 1955 against the similar 
period of 1954 shows them to be the 
top two losers in percentage of the 
market. Ford lost 3.60 percent and 
Chevrolet, 2.66 percent. 

The Big Three took 95.09 per- 
cent of the first nine months’ reg- 
istrations, exceeding this rate for 
95.33 percent in the third quarter 
alone. First-half sales allotted 
94.95 percent to the Big Three. 

Third-quarter volume reflected 
intensive cleanup campaigns, as 
well as model changeover shut- 
downs and curtailménts in all com- 
panies except General Motors. 

* * Ed 


4 yw Chevrolet ‘and Oldsmobile 
gains more than offset declines 
for Buick, Cadillac and Pontiac, 
enabling GM to hike its third- 
quarter slice by 1.51 percentage 
points over the first-half total. 

GM, thus, garnered 51.75 per- 
cent of the third-quarter market, 
although Buick trailed off 0.38 
points to 10.46; Cadillac, 0.33 to 
1.77, and Pontiac, 0.25 to 7.30. 

Since Lincoln was the only build- 
er to equal exactly its first-half 
showing (0.44 percent), the Ford 
Motor group suffered no third- 
quarter losses. The company’s share 
as a whole rose 1.06 percentage 
points to 27.64 percent. 

Chrysler Corp.’s share of the mar- 


Ohio Wins Round 
In Fight to Get 
Axle-Mile Tax 


DAYTON, O.—The state of Ohio 
won another round in its fight to 
collect the controversial axle-mile 
tax when an appeals court last 
week upheld Ohio’s right to cancel 
reciprocity agreements with 17 
states. 

Thus, a temporary injunction 
which barred the state from can- 
celling the agreements will die to- 
night (Nov. 7) at midnight. 

The Second District Court of 
Appeals upheld a county court rul- 
ing by Judge Dana Reynolds to the 
effect that the court “had no power 
or authority” to prevent cancella- 
tion of the pacts. 

The reciprocity fight began after 
the Ohio Supreme Court ruled that 
Ohio had no right to collect the 
axle-mile tax— which ranges from 
% cent to two cents a mile on 
trucks of three or more axles for 
use of Ohio highways—from Mich- 
igan truckers and cited the Ohio- 
Michigan reciprocity pact as the 
debarment. 

Then Ohio took action to cancel 
all pacts with states that refused 
to grant Ohio’s right to collect the 
tax. The trucking firms then en- 
tered a legal fight to prevent can- 
cellation. So far, it has been a 





losing one. 





ket descended 2.19 points to 15.94 
percent in the third quarter. All 
Chrysler Corp. makes declined from 
the first half, as follows: Plymouth, 
0.94 percentage points to 8.82 per- 
cent; Dodge, 0.47 to 3.68; DeSoto, 
0.47 to 1.95, and Chrysler-Imperial, 
0.47 to 1.95. 
* SS" = 

pPetaows, however, continued 

to pace gainers over 1954 per- 
formances. The seven risers above 
last year’s three-quarter totals 
made the following increases: 

Plymouth, up 2.17 points to 9.43 
percent; Dodge, up 1.26 to 3.98; 
Buick, up 1.20 to 10.71; Pontiac, up 
1.17 to 7.46; Oldsmobile, up 0.89 to 
8.32; Chrysler, up 0.44 to 2.26, and 
DeSoto, up 0.30 to 1.68. 

On a full three-quarter basis, 
Chrysler Corp. was up 4.17 per- 
centage points to 17.35; GM, up 
0.57 to 50.78, and Ford Motor, 
down 3.93 to 26.96. 

Individual Big Three makes on 
the downside against 1954 totals 
were: Ford, down 3.60 to 21.37; 
Chevrolet, down 2.66 to 22.31; Lin- 
coln, down 0.25 to 0.44; Mercury, 
down 0.08 to 5.15, and Cadillac, 
down 0.62 to 1.98. 


Nash reflected the lone plus sign 
on any comparative basis among 
the smaller builders. The Nash 
share of third-quarter registrations, 
mirroring largely Rambler volume, 
ascended to 1.39 percent. This sur- 
passed the Nash share for the full 
nine months of 1.36 percent, which 
was 0.21 points below the compar- 
able 1954 total. 


Asean Motors’ slice dipped 
to 1.98 percent in the third 
quarter and rounded off at an even 
2 percent for the January-Septem- 
ber period. AMC’s first-half share 
was 2.02 percent and its 1954 three- 
quarter share, 2.22 percent. 
Compared with last year, Hud- 
son held only 0.01 point less of a 
three-quarter market share—0.64 
percent. The Hudson third-quar- 
ter slice was 0.59 percent, against 
0.57 for the first half. 

Studebaker-Packard bagged 1.88 
percent of third-quarter registra- 
tions, compared with 2.28 percent in 
the first half. The S-P share for 
the year to date was 2.13 percent, 
down 0.34 from last year’s 2.47 per- 
cent. 

Studebaker netted 1.20 percent of 
third-quarter sales, 1.40 percent of 
the three-quarter market and 1.52 
precent of the first-half total. Com- 
parable percentages for Packard 
were 0.68, 0.73 and 0.76. 


Matthews Heads Dealers 

PORTLAND, Ore.—Ralph R. Mat- 
thews has been elected 1956 presi- 
dent of the Portland Automotive 
Trades Assn. 





Ford Takes Part in Grand Opening— 


William Clay Ford, Continental general manager, cuts the cord to mark the opening 
of the new, block-square home of O'Connor Lincoln-Mercury Co., Los Angeles. The 
opening was held in conjunction with the preview showing of the Continental Mark Il. 
From left are J. F. O'Connor, J. Basil Burke, Lincoln-Mercury district sales manager; 
Ford; Doug McClure, Continental general sales manager, and Jack O'Connor. 








How They Fared... 
New-Car 


Registrations 
By Makes 


Third Quarter Vs. First Half, 1955 


Pet. Pet. Pet. Pt. 
Share Share Change 

of 3rd of ist in 
Qtr. Halt Share 
Regis. Regis. of Mkt. 
AM. MTRS. ...... 198 2.02 — .04 
Hudson ............ 59 67 — .08 
a 139 1.35 + .04 
CHRYS. CORP. 15.94 18.13 —2.19 
Chrysler .......... 195 242 — 47 
DeSoto ............ 149 180 — 31 
an 3.68 415 — A7 
Plymouth ...... 8.82 9.76 — 94 
FORD MOTOR 27.64 26.58 -+-1.06 
IED evciscltevenrvis 21.92 21.07 + 85 
Lincoln _.......... A4 . ee 
Mercury ........... 5.28 5.07 + 21 
GEN. MOTORS 51.75 50.24 +151 
Buick .~........... 10.46 10.384 — .38 
Cadillac .......... 177 2.10 — .33 
Chevrolet ...... 23.79 21.49 -+-2.30 
Oldsmobile ... 843 8.26 + .17 
Pontiac .......... 1.30 755 — .25 
IE > boatisdiocteassacece 07 14 — 07 
Kaiser ............ 01 02 — Ol 
Willys ............ 06 12 — .06 
BP Teeiicuicbestcicesiess 188 2.28 — 40 
Packard ........ . 68 -176 — .08 
Studebaker 1.20 152 — .32 
ee 74 61 + .13 


Automotive News compilation from 
R. L. Polk & Co. data. 





Price Average by $31 


(Continued from Page 1) 


felt would last longer than usual 
this year because of the timing 
of 56 introductions. 

He explained that by the time 
this effect has worn off, the holiday 
season will be at hand— another 
traditional slow time for used-car 
retailing. 


“In the last couple of years,” he 





Beware of Blanks, 


Auto Buyers Told 


BUFFALO.—“Don’t sign a blank 
contract—it can be loaded!” the 
Better Business Bureau has warned 
auto buyers. 

“Under no circumstances should 
a car purchaser permit himself to 
be talked into signing a blank con- 
tract,” the bureau stated. “Buyers 
often are persuaded to surrender 
|old cars on promise of an inflated 
tradein offer which later is nullified 
| by contract price inflation.” 

The bureau pointed out that no 
one is more concerned about these 
| tactics than the reliable auto dealer 
|—“‘because he recognizes that they 
|are fast causing public distrust of 
all dealers.” 





°55 Profits Top 21 Prewar Years... 


‘No Comparison’ for Ford 


ST. LOUIS. — Ernest R. Breech, 
Ford board chairman, said here 
last week that this year’s estimated 
gross earnings of the firm will be 
greater than the 21-year total from 
1919 to 1939 inclusive. 


Breech said Ford profits for the 
first nine months of 1955, both 


3 Buffalo Dealers 
Chided for ‘Double 
Tradein’ Offer 


BUFFALO. — The Buffalo Bet- 
ter Business Bureau has critized 
three Buffalo auto dealers for using 
the theme in recent advertising, 
“Double What Your Car Is Worth.” 

“The bureau has determined that 
the ads, in all three cases, just are 
not true,” said the bureau in a con- 
sumer bulletin. “In each case, the 
advertiser would not double the 
going. tradein figure of the cars 
offered by bureau representatives.” 

Bartlett Buick, the bureau 
charged, refused to double the 
NADA book figure in three sep- 
arate shoppings. 

The Bartlett ad showed the 
NADA book and stated that this 
recognized authority would be used 
to establish the worth of the traded- 





in car, but in two cases, Bartlett's | 


salesmen used another list of whole- 
sale prices not published by NADA, 
the bureau asserted. 

Neumann Motors and Montana 
Motors each advertised double 
tradeins and each had a different 
way of avoiding living up to the 
normal interpretation of the offer, 
according to the bureau. 

“Montana doubled the book value 
to $970 and then deducted $260 for 
‘necessary repairs to make the 
tradein resaleable.’ Neumann raised 
the price of the car he was selling 
—an amount sufficient to offset the 
double tradein.” 

The bureau said that “pressure 
from manufacturers to get rid of 
high-production of cars just before 
the advent of new models led many 
dealers to adopt methods of which 
they may not approve, but which 
they justify on the basis of expedi- 
ency.” 


Howard Sentenced 


SPRINGFIELD, Ill. — Edward 
Howard, who once operated How- 
ard Motor Sales here, last week 
was sentenced to two concurrent 
terms of one to three years for 
“operating a confidence game.” He 
had pleaded guilty to selling two 
automobiles for $1,980 and keeping 
the money. J. Waldo Ackerman jr., 
assistant state’s attorney, said How- 
ard had told him that he used the 
money to cover bad checks. 


before and after taxes, exceeded 
any total year’s profit in company 
history. 

“Despite all of our plant ex- 
pansion and use of overtime and 
two shifts—and in many cases 
three shifts — we still haven’t 
been able to produce enough cars 
to meet the demand,” he told the 
Century of Commerce in review- 
ing the Ford story since 1946. 

Breech referred to the gas tur- 
bine: “It is likely that within 10 
years you will see gas turbine en- 
gines as standard equipment in 
automobiles.” 

On the question of Ford stock, 
he said: “I’m not here selling stock. 
I’m already afraid that there will 
not be enough to go around.” 

Breech told the 10th annual 
dinner that Ford made a “whop- 
ping bet on the future” because 
it believed that “a great many 
people . .. may have failed to 
gauge accurately the tremendous 
changes that have been taking 
place in our . . . economy.” 

He said that Ford wants to be 
able to meet the demands of a fast- 
growing market and “the so-called 
market of the future, the big boom 
we have all been anticipating for 
the early 1960s is no longer a dis- 
tant dream.” 

Breech said that the years be- 
yond the 1960s should be years of 
unparalleled advancement in our 
material, social and cultural lives. 

“We have no choice but to pre- 
pare for a major breakthrough onto 
a@ new and much higher plateau of 
ae and consumption,” he 
said. 





a 
—_ 


said, “new models have arrived a 
little later and we could sweat out 
Christmas and the introduction sea- 
son at the same time.” 

* ” a 


Ye dealers, on the other 

hand, are happier with earlier 
debut dates. Two years ago, when 
several lines introduced new cars in 
mid-December, many veteran deal- 
ers complained the introduction 
was the worst in their memory, 
They blamed the proximity of the 
holidays. 

As in all cases, there are excep- 
tions to the current trend. Used 
cars are still moving well and at 
good prices in the Southwest, the 
West Coast and the Rocky Moun- 
tain area (high freight localities), 
according to field reports last 
week. 

One volume dealer in the Midwest 
said that his ’56 models were a 
little sluggish, but that he was 
forced to buy used cars to supply 
the demand in that department. 

A few other dealers are quietly 
building up used-car stocks, figur- 
ing that tighter credit terms are 
inevitable, and that this would tend 
to cut back the new-car demand. 

* * bd 


= generally are finding 
money growing scarcer. Some 
have been notified of increases in 
interest rates on floor planning. 

Passing along such increased 
overhead to the customers, some 
feel, will shift “marginal” buyers 
from a new model to a good used 
car. 


The $31 setback in the average 
wholesale used-car price last week 
brought the figure down to $694. 

Leading the retreat were ’55s, 
which were trimmed $107 to $1,917. 
Other losses were: ’52s, down $47 
to $535; ’50s, down $38 to $253; ’51s, 
down $32 to $380; ’49s, down $18 to 
$185; ’53s, down $18 to $844, and 
54s. down $1 to $1,266. 

The price of ’48’s jumped $10 to 
level out at $175. 


Studebaker to Add 
Dealers in L. A., 
13 Other Cities 


SAN FRANCISCO.—Los Angeles 
is one of 14 major cities in which 
Studebaker is planning to add deal- 
ers, it was revealed here at a press 
preview of Studebaker - Packard's 
56 cars and trucks. 


Robert Laughna, general man- 
ager of the Packard-Clipper divi- 
sion, said that advance orders re- 
ceived by the factory, following the 
dealer previews, indicate that 1956 
sales will be double 1955 sales. 


Laughna said that the new cars 
were the result of a $100-million 
product development program be- 
gun immediately after the S-P 
merger last year. 





Chrysler Fetes Mexican Distributors— 
C. B. Thomas, president of Chrysler Export Corp. entertains visiting Dodge, DeSoto 


and Chrysler distributors. 


The group, representing all regions of Mexico, were 


accompanied by H. G. Paasch, president Fabricas Auto-Mex, S. A., assemblers of the 


corporation's vehicles in Mexico. 














A Post Graduate Sales Conference 
to Help You Sell More Cars 


The master autumobile salesman today needs a good deal more 
than the ordinary everyday selling skills. He must know all 
that is required to make buying a car the easiest and most 
pleasant experience in the world. 

That means he must know, for example, the vital details 
which help him to use his finance plan to close the sale, espe- 
cially with the 8 out of 10 people who do not have the cash on 
hand to buy a car. He must be thoroughly familiar with the 
charts, plans, protections and all credit matters so that he can 
ask for the order and complete the sale quickly, efficiently. 

To enable more automobile salesmen to acquire this assur- 


ance in closing, Universal C.1.T. is now sponsoring a nation- 
wide Sales Conference program. Hundreds of salesmen who 
have already attended the Conference find that their work is 
easier, more productive and more rewarding to themselves and 
to their dealerships. 

Ask your Universal C.I.T. District Manager for full details 
on the Sales Conference to be 


held at a central location in your OBSERVE NATIONAL 


SAFE DRIVING DAY 
(DECEMBER 1) 


own area. It’s a short but fruitful 
session. You'll want every one 


of your salesmen to attend. 


Universal C.L'T. Credit Corporation 
One Park Avenue, New York 16, New York 


UNITED STATES AND CANADA* 
*In Canada, Canadian Acceptance Corporation Limited 


OVER 450 OFFICES SERVING 


THE 
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NADA Kit Gives Ideas for Event... . 


How Dealers Can Aid S-D Day 


WASHINGTON.—A kit designed 
to help the nation’s new-car dealers 
mobilize effectively behind 1955’s 
S-D (safe driving) Day has been 
issued by NADA. S-D Day will be 
Dec. 1. 

The kit was the result of a 


planned program for new-car and 
truck dealers worked out by 
NADA and the Inter - Industry 
Highway Safety Committee. 

It contains booklets, spot radio 
and TV announcements, good driver 
agreements and detailed instruc- 
tions on how to help make S-D 
Day a success. 


Also included is a government 
folder giving S-D Day facts. 

There are suggestions for state 
and local associations to use as well 


GM Sales Set 
Alltime Record 
For October 


Retail sales of General Motors 
cars during the second 10 days of 
October set an alltime record for 
that period of October, Harlow H. 
Curtice president, has announced. 

New alltime sales marks also 
were recorded for the first 20 days 
of October and for the year to date 
through Oct. 20, Curtice said. 

Records were set in both new 
and used-car sales by GM dealers. 
GM's sales pace continued at record 
levels despite a temporary lowering 
of production in some divisions 
during model changeovers. New-car 
sales by GM dealers in 1955 are 
over the three-million mark, and 
used-car sales have passed four 
million, Curtice said. 


Sales of GM trucks, new and used, 

during the second 10 days of Octo- 
ber also set all-time marks for that 
period of October. Curtice disclosed 
the following sales figures for pas- 
senger cars. Second 10 days of 
October: New cars, 80,455, or 125.50 
percent of the figure for the corre- 
sponding period of 1954. Used cars, 
139,089, or 135 percent of the cor- 
responding 1954 total. 
. First 20 days of October: New 
cars, 159,700, or 122.60 percent of the 
total for the corresponding period 
last year. Used cars, 256,994, or 
128.60 percent of the corresponding 
1954 figure. 

Year to Oct. 20: New cars, 3,120,- 
148, or 141.40 percent of the total 
for the same period last year. Used 

(Continued on Page 69, Col. 5) 





National Automobile 
Dealers Association 


PALLOW AMPLE CLEARANCE WHEN 
PASSING .... 


and keep your car in safe-driving 
condition at all times! 





Just a Reminder— 


One of the panels furnished by NADA 
in its kit for dealers to use in support of 
S-D (safe driving) Day which this year will 
be Dec. 1. There are five other similar 
illustrations, plus many helps such as tips 
eon publicity as well as materials that can 
be ordered by dealers. 





as a check list aimed at new-car|to rouse interest. (New-car dealers 


dealerships. 

“The S-D Day program,” dealers 
were told by Walter M. Kiplinger, 
NADA promotion director, “repre- 
sents an unusual public relations 
opportunity for new-car dealers, 
for major trade and civic groups 
will join forces to publicize the 
event in all conceivable media.” 


He stressed the fact that pro- 
motion of traffic safety is good 
public relations: “Your business 
depends on driving.” 

Some of the suggestions to deal- 
ers were: 


1. Organize entire staff to pro- 
mote S-D Day. 

2. Tie in efforts with group pro- 
grams of other dealers. 


3. Have salesmen talk it up. 


4. Have service salesmen sell S-D 
Day to every customer. 


5. Include S-D slogan in every ad 
or selling idea. 

6. Encourage employes to set ac- 
cident-free records and to tell 
relatives, friends and neighbors 
about S-D Day. Have staff meeting 





Tire Promotion Tied 
To Safe-Driving Day 

NEW YORK.—‘“Safe Tires for 
Safe Driving” is a phase of the 
accident prevention formula being 
urged by the Rubber Mfgrs. Assn. 
in preparation for national Safe 
Driving Day, Dec. 1. 

The association is calling atten- 
tion to the importance of sound 
casings in the highway safety 
picture. George Flint, chairman 
of the group’s tire division, said 
the industry is heartened from 
the safety standpoint by the 
growing use of the winter mud- 
snow tire. 





DETROIT.—Today’s “Great Amer- 
ican chrome barge,” says a Detroit 
automotive designer, ultimately will 
give way to a two-car family pack- 
age of vehicles engineered for safe- 
ty and function. 

So believes William Flajole, who 
voiced his views at the recent tech- 
nical convention of the American 
Society of Body Engineers. 

Flajole predicted that the two 
cars probably would be sold as a 
package providing for annual re- 
placements and use of loaners 
while one or the other car is being 
repaired. 

The package, according to Fla- 
jole, will consist of a station wagon- 
sedan for the wife and children and 
a commuter two-seater for taking 
Dad to and from work. 

He pictured the family car as fol- 
lows: A four-seater weighing about 
2,500 pounds, 54 inches high, 70 
inches wide, with wheelbase of 100 
inches or less, without heavy 
chrome bumpers and “snorkies.” 
The commuter will be even smaller, 
and both cars will use much less 
gas than is consumed today, in 
Flajole’s view. 

Flajole said the climb in appeal 
of sports cars on the American 
scene is pointing the trend to to- 
morrow’s car designs. 

“Very few of us,” he stated, 
“really like a car that looks like a 
fugitive from an amusement park. 
This may seem to be an erroneous 
statement in the face of the near- 
ly seven million cars sold in 1955, 
but these people have to have 
transportation, so they buy what 
is offered.” 

Flajole criticized the small car 
manufacturers for seeking to copy 
the merchandising approach of the 
Big Three, asserting that their em- 
phasis should center on “the 10 per- 
cent maverick market.” 


Two-Car Package Deals? 


Market Heading in That Direction, Designer Says, 
With Both Units Smaller in Size 


employ about 725,000 people. These 

employes can be the biggest single 

force to make S-D Day successful.) 
7. Use spots on radio or TV. 


8. Urge newspapers, radio and 
TV stations to publicize the day. 

9. If taking part in high school 
driver training education, capitalize 
on that. 

Dealers were urged to remember 
that “no local businessman is as 
deeply involved ... as the new-car 
dealer. For him, S-D Day is a direct 
challenge.” 


Packard-Clipper 
Price Boost Put 
At $63 to $270 


DETROIT.—Packard and Clipper 
prices for 1956 will be pegged at the 
generally higher level prevailing in 
the industry in this new-model sea- 
son. 

The restyled Packards and Clip- 
pers went on display at dealerships 
last weekend. 

Robert P. Laughna, general man- 
ager of Packard-Clipper, said that 
price increases on the Packard line 
would range from $63 to $270, and 
those on the Clipper from $88 to 
$180. 

Packard advertised-delivered 
prices cover a span from $4,160 to 
$5,995, and Clipper prices from 
$2,731 to $3,164. 


$1,000 Gone; Tears Fall 
FAYETTEVILLE, N. C.—A rob- 
bery brought tears to the eyes of 


|}employes of Carr Motor Co., when 


they opened one morning. Robbers 
had set off a tear gas alarm in the 
night but not before they had got 
$1,000 from the safe. 








tendency to copy, to emulate the 
big boys. 

“As a result, these people were, in 
effect, producing new used cars. 
On the other hand, when they did 
try for something different, they 
were afraid to say they were differ- 
ent.” 


Flajole voiced the fear that the 
independents would “miss the boat” 
if they fail to realize that their 
future lies in custom body building. 


He described this as the “Achilles 
heel” of the big producers because 
of what he called the Big Three’s 
inability to diversify operations. 

“And you know,” he said, “there 
are some wonderful merchandis- 
ing brains in the Big Three. 
Please notice the little special 
jobs they are showing, and the 
way they skillfully lead the buy- 
ers’ interest, through dream cars, 
in the direction they want them 
to go.” 

The body engineers heard Olin 
Mathieson’s R. Carter Dye forecast 
that use of aluminum for car 
applique would increase. 





“There must have been good big 30 Years % Adveneed— 


reasons,” he explained, “why these 


Dick Lewis, Dick Lewis Pontiac-Cadillac, Olympia, Wash., 








Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Nov. 2 


(Raining all day. Sold over 76 per- 
cent of 174 cars entered.) 

BUICK —’'55 Super Riviera, $2,415* 
(ps), $2,255* (ps). '54 Super Riviera, 
$1,700*; 2-dr., $1,625*; Special 4-dr., 
$1,385. °53 Super Riviera, $1,200*; 
4-dr., $1,030*; Special 2-dr., $975*, 
$960*; -4-dr., $875, $870. ‘52 Super 
conv., $805*; Special 2-dr., $580*. 
"51 Special 2-dr., $485. 

CADILLAC — '55 (62) coupe, $3,665* 
(ps). '53 (62) coupe, $2,100*; conv., 
$1,975*. 

CHEVROLET—'55 Bel Air (8) conv., 
$1,675. ‘54 One-fifty station wagon, 
$1,170; Bel Air coupe, $1,125; 2-dr., 
$1,050*; 4-dr., $870*. ‘53 Bel Air 
4-dr., $880; 2-dr., $835, 2 at $800, 
$765; Two-ten station wagon, $950; 
2-dr., $650; 4-dr., $615. ’°52 SL De- 
luxe Bel Air, $660*; %-ton pickup, 
$460. '50 SL Deluxe 2-dr., $200. °48 
carryall, $105. 

CHRYSLER—’54 Windsor club coupe, 
$1,175*. °53 Imperial 4-dr., $990* 
(ps). 

DeSOTO — '53 Fire Dome 4-dr., 
$825*, $815*, $805* (ps); Power- 
master 4-dr., $665*. '52 Fire Dome 
(8) 4-dr., $525*; club coupe, $430. 
"50 club coupe, $255. 

DODGE—’55 Coronet (8) 4-dr., $1,760*. 
’53 Coronet (8) 4-dr. $700*, $655, 
$585*; 2-dr., $620*, $580; club coupe, 
$595; Coronet (6) 4-dr., $460. 

FORD—’'55 Fairlane (8) Victoria, $1,- 
715*; 4-dr., $1,590. °54 Crest (6) 
Victoria, $1,220*; Custom (8) 2-dr., 
$965. °53 Main (8) Ranch Wagon, 
$1,125*, $950*; 4-dr., $650; 2-dr., 


(8) 





$675; Main (6) Ranch Wagon, $805; 
Custom (8) club coupe, $720; 2-dr., 
$800*; 4-dr., $925*. "52 Custom (8) 
club coupe, $550*. °51 Custom (8) 
club coupe, $370; conv., $330; 2-dr. 
$270; Deluxe (6) 2-dr., $340; 4-dr., 
$305. '50 Deluxe (6) 2-dr., $235. 
HUDSON — '53 Jet 4-dr., $530*. 
4-dr., $250. 
LINCOLN — 
$865* 


"51 
’52 Cosmopolitan 4-dr., 


MERCURY—’55 Montclair conv., §$2,- 
090* (ps); Custom 2-dr., $1,675*. °54 
Custom 2-dr., $1,040*. '53 Monterey 
Sport coupe, $1,150*, $1,100, $1,090; 
4-dr., $955*; 2-dr., $850, $810. ° 
Sport coupe, $735. °51 club coupe, 

400. 


OLDSMOBILE—’55 (98) Holiday, $2,- 
730*. '53 (98) Holiday, $1,340*; 4-dr., 
$1,200*. °51 (98) 4-dr., $535°*. 

PACKARD—’53 club. coupe, $795*. ’52 
club coupe, $465*. 

PLYMOUTH—'55 Plaza 4-dr., $1,375. 
’54 Savoy station wagon, $990; 4-dr., 
$750; Belvedere coupe, $990*; conv., 
$915*. '53 Cranbrook Belvedere, $795; 
station wagon, $785; club coupe, 
$600*; 2-dr., $590; taxi, $185. °52 
Cambridge station wagon, $660; 4-dr., 
$315; taxi, $120. '51 Cranbrook 4-dr., 
$230. 


PONTIAC—'55 Chieftain (8) Catalina, 
$2,225*; 2-dr.. $1,755*. ’54 Chieftain 
(8) 4-dr., 2 at $1,160*. '53 Chieftain 
(8S) 4-dr., $880* (ps); 2-dr., $880*, 
$855*, 2 at $850*. ’52 Chieftain (8) 
station wagon, $750; Catalina, $730*. 
’51 Silver Streak (8) Catalina, $585*; 
station wagon, $580*; 2-dr., $410. ’50 
Silver Streak (8) Catalina, $370. 

STUDEBAKER—’53 Commander 4-dr., 
$595". 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 56, 57, 60, 61, 63 


Factories Get 





Ultimatum 


From Conn. Dealers 


By Charles Morse 
Staff Correspondent 


ARTFORD, Conn. — New-car 

dealers attending the 34th an- 
nual meeting of the Connecticut 
Automotive Trades Assn. last week 
unanimously resolved to take ac- 
tion, if necessary, to put an end to 
“a series of abusive and coercive 
practices by their factories.” 

The state’s new-car dealers 
were backed soldily by used-car 
dealers and allied tradesmen in 
their efforts to alleviate alleged 
factory pressure. 

Specifically, factories were 
charged with packing sales terri- 
tories with “stimulator” dealers 
whose inadequate services were 
described as a menace to public 
safety; forcing dealers to sell at a 
loss by threatening to refuse to 
renew dealer contracts; failure to 
control bootlegging; coercing deal- 
ers to use unethical advertising 
gimmicks, and coercing dealers to 
purchase poorly conceived advertis- 
ing materials and useless equip- 
ment. 

a” * * 

oStae complaints included 

the badgering of dealers for 
daily sales reports; refusal to 
fill dealers’ orders for cars already 
sold until unsold cars in the dealer’s 
inventory are sold, regardless of 
price; poor car distribution, and 
unilateral contracts which protect 
only the factory. 

“The Connecticut Automotive 
Trades Assn.,” the resolution 
stated, “firmly takes the stand 
that unless there is immediate 
and satisfactory improvement in 
these inequities, there will be no 


left, and Al Flint, sales 


outfits stayed small while the Big| manager, compare the 1956 Pontiac with its original ancestor, the 1926 Pontiac, ‘Chief 


Three grew larger marketwise. . 
One fundamental reason was their 


has 194 more horsepower. 


-| of the Sixes.” The new model is 10 inches lower, 3 feet longer, 50 m.p.h. faster and 





other course but for the associa- 

ne to press for the passage of 
a strong manufacturers licensing 
law at the next session of the 

Connecticut Legislature.” 

To head the association for the 
coming year, the dealers elected 
Harry H. Brown, of New Haven, 
as president, and Joseph Santin, 
of Mystic, as tat vice-president. 


A®THUR 1 ROY, of Willimantic, 
will serve as second vice-presi- 
dent, new cars; Floyd MaGee, of 
Waterbury, second vice-president, 
used cars; Joseph J. Glyn, of Hart- 
ford, finance representative; Frank 
Hromodka, of New Haven, main- 
tenance _ representative; Frank 
Bradley, New Haven, jobbers repre- 
sentative, and Frank Toce, of Tor- 
rington, trucker representative. 

Other resolutions adopted by 

the association included a request 
to State and congressional repre- 
sentatives to continue to seek 
reapportionment of the Federal 
excise tax to the end that cars 
and trucks be taxed on an equal 
basis with other essential manu- 
factured products, and not taxed 
as a luxury item. 

Earlier in the session, the dealers 
heard Frederick J. Bell, executive 
vice-president of NADA, declare: 
“Without unity we are sunk.” 

” ae ‘ 


“WE DON’T need a union, but 
we do need unity and need it 
desperately,” Bell emphasized. 

He urged the Connecticut deaiers, 
no matter what their personal feel- 
ings were, to abide by the wishes 
of the majority throughout the 
country as the most effective means 
of obtaining results. 

“If we find there is a need for 
legislation to insure new-car 
dealers a profit, then let’s have 
it,” he said in reply to a state- 
ment from the floor that profits 
this year were hard to come by. 

David Reese (Oldsmobile), of 
Drexel Hill, Pa., urged the dealers 
to look at the service department 
as a source of profit. 

He noted that there were 834,000 
registered cars in Connecticut. Fig- 
uring that each car needed 30 hours 
a year of servicing, usually at $4 
an hour, Reese said the income to 
state dealers would be $100 million 
per year. 

. = 2 

E SAID the service business in 

the future should be based on 


new standards because of the higher 


volume per dealership plus the cars 
sold in the area by other dealers. 
“Car owners are like orphans,” 
he said. “They want someone to 
look after them. You’ve got to per- 
(Continued on Page 73, Col. 1) 
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Automotive advertisers know THE INQUIRER means Action. 
Last year their confidence was translated into 1% million lines of 
automotive advertising in THE INQUIRER... with added power 
from INQUIRER extras: the full Colorama section of new models 
... the industry’s traditional INQUIRER TV-Auto Show ... the 
INQUIRER quarterly report, “Automotive Facts.” Editorial and 
merchandising extras make THE INQUIRER FIRST FOR 
ACTION in Delaware Valley, U.S.A. 





Big Industries Expand in 
DELAWARE VALLEY, U.S.A. 


ys $372,000,000 in industrial expansion in 

1954, with even more building planned ° ° ® 

for’55! Means bigger incomes, increased e 1 wirer 
spending in the World’s Greatest Indus- 


trial Area—with annual buying income 
now over $8 billion! 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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UAW Seeks Warranty Relief... 


Largest Dealer Strike 


Hits 200 N. 


Y. Shops 


(Continued from Page 3) 


any salesman from selling more 
than 100 cars a year. 

3. New-car commissions of 5% 
percent on the FOB retail price of 
the car, minus the tradein. 

4. Used-car commissions of 7 per- | 
cent without a tradein reduction. 

5. Paid vacations and holidays. 


6. Pension and welfare plans. 
* * * 


Sales Limits Opposed 
ELIABLE sources report - that 
most of the union’s demands 

could be negotiated but the big 

bone of contention appears to be 
the union’s proposal that salesmen 
be limited to 100 sales a year. Sev- 
eral sale“men who have not signed 
union cards have remained on duty 
in the showrooms. 

Meanwhile, a salesmen’s strike | 





at Chrysler Manhattan, a factory 
retail outlet in New York City, 
ended after three days, with the 
salesmen receiving an increase in 
commissions to 5% percent of the 
retail F.O.B. car price, after de- 
duction of the tradein. Formerly 
the commission was 5 percent. 


The demands of the Chrysler 
salesmen were similar to the Cad- 
illac demands except that the union 
asked for the right to limit the 
number of salesmen and a $75 
weekly salary. The commission in- 
crease was the only concession 
made. 

In another New York develop- 
ment, the service salesmen at the 


| Cadillac retail outlet in Brooklyn 


will soon vote on retention of Local 





Goof-Balls for Truckers 
Bring Writs for 42 

WASHINGTON.—Attorney Gen- 
eral Herbert J. Brownell jr. an- 
nounced that 42 bench warrants 
have been issued for the arrest of 
persons charged with making 
illegal sales of stimulant drugs to 
truck drivers. 

The stimulants involved are 
amphetamines — commonly called 
“goof-balls,” “bennies” or “co- 
pilots.” The warrants were issued 
in 22 actions filed in Virginia, 
North Carolina, South Carolina, 
Georgia, Illinois and Indiana. 

The American Trucking Assns., 
its state affiliates and the AFL 
Teamsters are warning truckers 
of the dangers of stay-awake pills. 





259 of the CIO Auto Workers as 
their bargaining agent. 
* * * 


90 Elections Asked 


N CHICAGO, officials of the In- 
dependent Truck Drivers, Chauf- 
feurs and Helpers Union have peti- 
tioned the National Labor Rela- 
tions Board for elections among the 
salesmen in 90 dealerships. 
Referring to the strike of Cad- 


illac salesmen, Chicago columnist 
Victor Riesel said that this should 
shake the complacency of those 
who feel unions have no attrac- 
tion for well-paid employes. 

In Detroit last week, the Michi- 
gan State Labor Mediation Board 
reported that Local 376 of the AFL 
Teamsters won an election among 
shop personnel at Hi Dawson, Inc. 
(Ford). The vote was 27 to 11. The 
union also petitioned for an elec- 
tion at Dexter Chevrolet. 

Meanwhile, shop employes at Hill 
& Sanders (Ford), Washington, 
D. C., -have rejected union repre- 
sentation by the AFL Machinists 
by a vote of 33 to 1 in an NLRB 


election. 
* cd x 


McKay Deal Renamed 


ROM Salem, Ore., comes a re- 

port that Douglas McKay Chev- 
rolet, one of three Salem dealer- 
ships which have been picketed 
since last summer, has been re- 
named Capitol Chevrolet - Cadillac 
Co. The firm has been sold to Mc- 
Kay’s sons-in-law, Wayne Hadley 
and Lester Green. 

Milo Holt, an AFL Machinists 
official, said, “It has changed its 
name, but we believe it is less 
than a complete change of own- 





NEW FROM ARMSTRONG! 
STRAIGHT-RIB TRUCK TIRE 


with Performance Extras Never Before Available 


Lx? EASY STEERING AND 





i EXTRA SIDE TRACTION assured by 


Contour. 


y Armstrong’s exclusive “Match-the-road” 


Lxt79 MANEUVERABILITY 


delivered by flatter, broader tread. 


LxI7 ROLL-FREE MILEAGE 


due to 15% deeper tread. 





LxXI19 STONE-CUTTING PROTECTION 


provided by Armstrong’s Patented 


i “Stone Ejector Grooves”. 


y LXA7F sanity 


because Armstrong puts more rubber 


on the road. 


JUST THE TIRE FOR EVERY DEALER 


WHO WANTS EXTRA PROFIT OPPORTUNITIES 


ARMSTRONG 


o Lxt7 LOW COST PER MILE 


due to lower original investment and 


lower day-to-day maintenance costs. 


This sensational 
new tire available 
at Armstrong 
Dealers now 
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TRUCK TIRES 


MAKERS OF ARMSTRONG PURE FOAM FOR FURNITURE AND BEDDING, HOME OFFICE WEST HAVEN, CONNECTICUT 








ership. McKay’s statement that 
he has sold out brings a smile to 
our faces. We'll do some check- 
ing.” 

Hadley and Green declared, “We 
have been making arrangements 
for this sale for 2% years, long 
before the labor trouble started, 
Mr. McKay sold it to us because 
he doesn’t believe in absentee own- 


ership.” 
* * . 


Eaton Strike Ends 


N ANOTHER labor front, a 

nine-week strike of 1,700 CIO 
employes at the axle division of B 
Eaton Mfg. Co. was settled last 
week. The contract, which is retro- 
active to last July, provides for an® 
economic package of about 20 cents 
an hour. 


Included in the pact were pro- 
visions for elimination of the old 
piece-work system, the establish- 
ment of a new wage schedule, a 
new grievance procedure and a 
checkoff for union dues. 


Last week John W. Livingston, 
director of the UAW’s General Mo- 
tors department, was given the job 
of directing a nationwide union 
organizing campaign into which 
the AFL and the CIO are pledged 
to pour millions of dollars after 
their merger next month. His title 3 
will be organizational director. 





Obituaries 


Olds’ Straud, Deist Killed 


In Colorado Air Crash ; 

LONGMONT, Colo. — Two Olds- 
mobile executives were among 44 | 
persons killed in a plane crash near | 
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J. E. Straud Cc, 





- Deist 





here Nov. 1. They were James E. 
Straud, 51, division assistant sales 
manager with responsibility for the 
western U. S., and Carl F. Deist, 53, 
Pacific regional manager. 

Mr. Straud, of Okemos, Mich. 
joined Oldsmobile in 1926 and was 
appointed assistant sales manager 
in 1952. Mr. Deist, of San Mateo, 
Calif., joined General Motors in 
1929 and moved to Oldsmobile in 
1933. He was southwest regional 
manager before assuming the Pa- 


cific post in 1954. 
* * a 


Harvey Morton Coale 
CHESTERTOWN, Md. — Harvey Morton 
Coale, 72, retired vice-president of Autocar 
Co., died here Nov. 1 in hospital. He 
retired from business in 1947. 
* * * 


Martin J. Berry 
BALTIMORE.—Martin J. Berry, 65, local 
Lincoln-Mercury dealer, died in Mercy Hos- 
pital Oct. 31. Mr. Berry was chairman of 
the Lincoln-Mercury advertising commission 
for the Washington area. 
* 1 * 


Aaron J. Bertrand 
LAKE CHARLES, La. — Aaron J. Ber- 
trand, 57, sales manager for Ed Taussig, 
Ine. (Ford-Lincoln-Mercury), died in hos- 
pital Oct. 22. 
* * * 


William E. Gammill sr. 
TULLOS, La.—William E. Gammill sr., 
75, local automobile dealer, died Oct. 18 at 
his home. 
* * * 


Ernest Allen 
FORT WORTH.—Ernest Allen, owner of 
Ernest Allen Motor Co, (Chevrolet), <ied 
at home Oct. 21 after a heart attack. 
* * 


A. L. Brooks 
MEADVILLE, Pa.—A. L. Brooks, Mead- 
ville auto dealer, died Oct. 25 after suffer- 
ing a heart attack at his place of business 
on North St. 
ok a * 
William Edward Enyart 
ELKHART, Ind.—William Edward En- 
yart, 54, partner in Enyart-Battjes Chev- 
rolet Co., died Oct. 27 after suffering @ 
heart attack in his automobile at South 
Bend. . 
* * * 
George R. Ericson 
ST. LOUIS.—George R. Ericson, patent 
attorney for Carter Carburetor Corp. ani 4 
member of its board of directors, died !ast 
week in a hospital after an illness of three 
years, 


Seat Belt Firm Starts 


SEATTLE. — Honey Seat Belt 
Corp., an automotive safety belt 
manufacturer, has been incorpo- 
rated by Lloyd and Fay Honey, 
Mercer Island and Robert J. Rey- 
nolds, all of Seattle. 
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.. ,WITH MORE THAN zheje) PRODUCTS 


OF THE HIGHEST QUALITY 


From the early days of the automotive industry, the name Auto-Lite—the best-advertised name 


Auto-Lite has earned a reputation for building in the automotive aftermarket. It is reflected, 


products of the highest quality and dependability 
for cars, trucks, tractors, planes and boats, as 


well as for our government and industry. That 


too, in the established Auto-Lite service facilities 
throughout the world. Today’s buyers know 
“You’re Always Right . . . With Auto-Lite.” 


quality is reflected in the public acceptance of THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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Capsule Comment 


A survey shows 60 percent of new-car buyers in 1956 will 
shop more than one dealership before closing a deal. 


Money does not always talk. More and more shoppers 
are looking for integrity, service, convenience. 


General Motors’ profits in the first nine months reached 
$913 million. 


It isn’t “profitless prosperity,” after all. 


A “hardtop convertible station wagon” has been an- 
nounced for one 1956 line. 


_There may be a market, too, for the “roadster limousine 
pickup.” 
* * * 
One of the nation’s leading new-car salesmen says that 


95 percent of his prospects tell the truth when asked about 
their financial status. 


Used-car appraisers find the percentage drops consider- 
ably when buyers are asked about the quality of their 
tradeins. 


* * * 
Makers of antifreeze expect booming sales of their prod- 
uct because of record new-car sales this year. 


When the first cold snap hits, the dealer will find most 
of the six million new-car owners have picked the same 
moment to try to get into his shop for winterizing. 


* = * 


Dodge has offered to give a new car each year for life 
to four contest winners. 
You don’t have to be over 65 to qualify. 
* * * 
The manufacturing manager of an auto plant says that 


after a model changeover it takes “about 1,000 cars before 
they are coming off the line in good shape.” 


Some dealers claim every shipment they get all year 
long must come from the first few dozen built. 





Coming 
Events 


Dealer Conventions 


Nov. 68—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov. 13-14—20th Annual Convention, Auto- 
mobile Dealers Assn. of Alabama, Tut- 
wiler Hotel, Birmingham, Ala. 

Nov. 13-1 io Automobile Dealers 
ee Plaza Hotel, Cincin- 
nati x 

Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb. 

Dec. &—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah. 

Dec. $-10— Montana Automobile Dealers 

Assn., Northern Hotel, Billings, Mont. 

Jan. 26- Feb. |—39th Annual Nationa 
Automobile Dealers Assn. Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C. 

Feb. 26-27—Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 


May 26-28 — South Carolina Automobile 
Dealers Assa., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

Sept. 17-18, 1956—Minnesota Automobile 
Dealers Assn., St. Paul Hotel, St. Paul, 
Minn, 

a 


Dealer Auto Shows 


Nov. 19-27—Portland Auto Show, Pacific 
International Exposition Bidg., Portland, 


Ore. 

Nov. 26- Dec. 3— Buffalo Auto Show, 
Masten Avenue Armory, Buffalo, N. Y. 
Nov. 30- Dec. 4—Sioux City Auto Show, 
Municipal Auditorium, Sioux City, la. 
Dec. I-l1—Los Angeles Auto Show, Pan- 
Pacific Auditorium, Los Angeles, Calif. 
Jan. 6-14—Minneapolis Auto Show, Min- 
neapolis auditorium, Minneapolis, Minn. 
Jan. 7-15—San Francisco Auto Show, Civic 

Auditorium, San Francisco, Calif. 
Jan. 7-15—Columbus Auto Show, Veterans 
Memorial Bidg., Columbus, O. 
Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15— Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, Ill. 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Tex. 

Jan. 13-22—Seattie Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 

Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 21-28—Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore, Md. 

Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 

Jan. 25-29%—San Diego Auto Show, Elec- 
a Bidg., Balboa Park, San Diego, 

alif. 


Jan. 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Jan. 28- Feb. 5— Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-11—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-1!—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

April — Lewiston Auto Show, 
Armory, Lewiston, Me. 

+ * 


Lewiston 


General 

Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., inc., lith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 

Nov. 9-10—Society of Automotive Engi- 
neers, Fuels and Lubricants Meeting, 
The Bellevue-Stratford, Philadelphia, Pa. 

Nov. 10-11 — Automotive Electric Assn., 
Regional Conference, Hotel Muehlebach, 
Kansas City, Kans. 

Nov. 27-30 — Annual Meeting, American 
Institute of Chemical Engineers, Statler 
Hotel, Detroit, Mich. 

Nov. 28-Dec. I—Air Conditioning & Re- 
(See CALENDAR, Page 68, Col. 3) 


30 Years Ago... 


The Big Stories 


The merger of Vauxhall Motors, Ltd. of England with General 
Motors Corp. and Morgan, Grenfell & Co. was approved by a two- 
thirds vote of Vauxhall shareholders in London. 

Output of automobiles from Detroit factories shows no diminution 
at the close of the 10th month. The same high schedules established 
earlier in the year are still being maintained. 


“We are planning to produce more than 300,000 cars in 1926,” said 
F. J. Haynes, Dodge Brothers, Inc., president. “Our production this 
year should run about 275,000 cars. From now until the end of the 
year we should do about 1,000 cars daily, or 25,000 a month.” 

Ford hung up a new production record by turning out 204,827 vehi- 
cles during October. Another daily record was set with 9,106 vehicles 
coming off the line on the final day of the month. 

The mileage of surfaced roads in the U.S. is nearing the 500,000 
mark, the Bureau of Public Roads of the Department of Agriculture 


announced. 
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Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


"Yes, ma'am, if we have any ‘old-fashioned ‘55s’ 
sitting around getting rusty that we can't 
give away, I'll let you know!" 








Letterbox 


‘Crosley Not Dead... - 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


ley dealers, distributors, owners 
—and even the factory. 

But what has happened since 
that time? Has the public and the 
automobile industry forgotten this 
midget car? 

Inasmuch as we are the sole 
source supplying parts and acces- 
sories for the Crosley, I believe we 
are the foremost authorities to 
answer those questions. Also, I feel 
you and the thousands of readers of 
Automotive News will find the fol- 
lowing data. both interesting and 
informative. 

After seven years and near 70,000 
midget automobiles, production of 
the Crosley was discontinued in 
July, 1952. Since that time, what 
has happened to the hundreds of 
Crosley car dealers and car owners? 

Presently, more than 50,000 

Crosley cars are still operating 
throughout the 48 states and over 
200 former dealers for Crosley 
still are servicing and maintain- 
ing them. Many of these dealers 
handle no other make of car and 
find the volume sufficient to war- 
rant full-time Crosley mechanics 
and service departments. Some 
small auto shops are existing 
solely on the sale of used Crosley 
cars, parts, accessories and repair 
service. 

Surprisingly, there is a constant 
demand for used Crosleys. One 
dealer in Missouri devotes full time 
to acquiring used Crosleys, restor- 
ing them and selling at a margin 
of profit almost equal to large new- 
car dealers. For example, a late- 
model Crosley can be obtained in 
poor condition for about $50-$75. It 

(See LETTERBOX, Page 68, Col. 4) 


Status Report 

Several years ago in these United 
States, there were 800 automobile 
dealers selling the only midget 
automobile manufactured on these 
shores. They sold the 26% horse- 
power, 80-inch Crosley car. 

Here was a piece of transporta- 
tion so economical that an owner 
could commute to-and-from work 
for $1 per week, ride in reasonable 
comfort and luxury with modern 
styling. 

Three years ago, Automotive 
News kept its readers abreast on 
how things were going with Cros- 


—From the files of Automotive News. 
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Volume Boosts Profit, 
New Yorkers Find 


By Ed Brown 
Staff Correspondent 

NEW YORK.—The concept of 
volume as a profit producer con- 
tinues to gain adherents among 
dealers here. 

Some of their closest advisors 
are helping to bring about the 
“change in thinking” they believe 
is necessary to realize the most 
from the volume _ apparently 
available to the man who is will- 
ing to reach for it. 

An article in Automotive News, in 
which a dealer told of his growing 
satisfaction with the hypothesis 
that “profit does follow volume” 
stirred a great deal of interest here 
and elicited opinions from several 
accountants and finance men who 
specialize in automotive accounts. 


These men offered their experi- 
ences because they jibed with the 
findings of the dealer quoted in 
Automotive News. 

One man, whose accounts cover 
the field from independents to the 
Big Three, said: “Without reserva- 
tion, the guy who has sold more 
cars this year than last, has made 
money.” 

He explained that his firm has 


Factory Attitude 
On Lubrication Hit 
As Safety Threat 


CHICAGO. — Auto makers’ atti- 
tudes toward the “inconvenience” 
of periodic lubrication were chal- 
lenged as a threat to safety by H. 
L. Hemmingway, president, Na- 
tional Lubricating Grease Institute. 

“When car makers,” he said, “will 
guarantee that ... nuts and bolts 
will never come loose ... only then 
should they eliminate the ‘incon- 
venience’ of the periodic lubrication 
and inspection that a car gets... 
as part of any good lubrication 
job.” 

Hemmingway suggested that 
members of the institute meet this 
trend by adopting the theme: “Lu- 
bricate for safety—and comfort— 
every 1,000 miles.” 

He also noted that some auto 
manufacturers had expressed dis- 
satisfaction in regard to lubricant 
quality and observed that the usual 
manufacturers’ specifications call 
for “little better than a good quality 
cup grease.” 

“If they (the makers) let their 
judgment be influenced by the qual- 
ity of grease normally purchased 
for original lubrication of new cars, 
then they shouldn’t expect good 
lubrication,” said Hemmingway. 

In regard to the 1956 models, 
Hemmingway predicted that there 
will be fewer lubrication fittings 
“probably much harder to locate” 
= higher brake and hub tempera- 
ures. 


Fore! 
Golf Movement Wipes 
New Windshields 


BUFFALO.—A mechanical action 
Similar to the wrist movement 
which golfer Ben Hogan uses to 
correct a hook has helped Trico 
Products Corp. devise a wiper for 
wraparound windshields. 

The blade action of Trico’s Cam- 
O-Matic wiper is said to be the 
Same as that of a human arm and 
wrist. 

The arm of the wiper is pivoted 
from a shaft that holds the blade 
normal to the windshield while it 
is traveling across the flat, frontal 
Section. Then a cam control takes 
Over and rotates the blade arm so 
that it follows the curvature of the 
windshield. 


Fournier in Vote ‘Upset’ 


PAWTUCKET, R.I.— Ernest P. 
Fournier (Hudson) figured in what 





recently been checking this fac- 
tor in dealer operations. They 
have surveyed some 50 dealer- 
ships. In every instance where 
the dealer has increased his vol- 
ume substantially over the 1954 
figure, he has made money. 

The finance man qualified this in 
part by adding that it was not ne- 
cessarily a large profit, but, in com- 
parison to the industry averages to 
date, it was healthy. 

Dealers continuing at volumes 
equal to previous years, he con- 
tended, were either breaking even 
or losing money. 

In his view, service igs a necessary 
evil: An adjunct of the business 
that cannot be ignored; but:in which 
the average dealer, turning out a 
good volume, cannot hope to make 
money. 

The second accountant to volun- 
teer information also stated that it 





was his experience that the dealer 
operating under the volume con- 
cept is making money today. 

“There is absolutely no com- 
Parison to last year, for the 
dealer who has undertaken a 
volume operation,” he _ said. 
“There is only one element in this 
entire picture which we find dis- 
turbing. All our dealers in the 
city are suffering from high over- 
heads, high business expenditures 
and restrictive taxes. This holds 
their profits to a proportionately 
low position. 

“Yet all of our dealers in the sub- 
urbs are doing a superior job this 
year as compared to last. Almost 
without exception, they are making 
a nice profit. Those doing a volume, 
expanded to meet their apparent 
demand, are in fine shape.” 

Dealers themselves indicate that 
fierce competition within the city 
is the major contributing factor to 
low profit positions. 

In analyzing the present market, 
another accountant said “con- 
trolled” volume is probably the 
wisest choice to make in the pres- 
ent market. 

He admitted that he has had 
to revise much of his own think- 
ing relative to this proposition. 
Habits and methods considered 





sound and practicable two de- 
cades back, have become obsolete 
in his opinion. 

He cautioned against wild selling 
Or distress merchandising of any 
kind, and said he believes that re- 
lying upon such methods quickly 
brings a dealer to the point of di- 
minishing returns. The public is 


quick to react to unsavory mer-|j 


chandising, he said. But aggressive 
selling, 
merchandising techniques of the 
past and updates them, will bring 
about “controlled” volume, he said, 
which he believes is today’s profit 
builder for the forward looking 
dealer. 

“Controlled” volume also per- 
mits the dealer to expand his 
service in a manner which will 
guarantee his future reputation, 
and does not lead to “product 
prostitution.” 

A finance man, keenly aware of 
the volume situation in many of his 
dealerships, recently stated his 
thoughts in this way: “We have a 
small suburban dealer who has al- 
most tripled his market penetration 
in this past year. He has paid him- 
self a good salary, and has piled up 
a net profit that would make some 
of your big city dealers’ eyes bulge. 

“I’m not convinced that volume 
is the answer in every individual 


which borrows the best ‘ 
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New Dodge Cab— 


Dodge is offering as special equipment 
a new type truck cab to accommodate 
square-nose trailers. The cab is indented 
six inches at the center and tapers out to 
the standard 102-inch cab pth at the 
corners. It is designed té maintain the 
legal 45-foot overall length when 35-foot 
square-nose ‘‘pool"’ trailers having a cor- 
ner radius of 10 inches are coupled to 
tractors with this special cab. 


instance, but it certainly has been 
the answer in this case.” 





@ UNITY Sealed Beam SAFETYLIGHT 
The world’s leading Mirror Spotlight! 
Chromium plated . . . rust proof. 


@ UNITY Emergency UNILITES 
Adjustable wire hanger for vertical or 
horizontal use. Thumb switch. A QUALITY 


light. 


® UNITY Sealed Beam FOG and 


DRIVING LIGHTS 


Amber . . . Crystal . . . Red Emergency... 
Blue Fireman's. Millions in use. 


@UNITY BACK-UP LIGHTS 


@ UNITY BODY MOUNT 
REAR VIEW MIRRORS 


Ae he Rte tial d 


n Was called a “political upset” by UNITY a ae ah oF 


i Tunning second in a six-man race WITHOUT > 1 
= for City Council in the second. dis- POIICE: 1ieutTe an atta. DECK- LIGHTS e SEARCH LIGHTS AN EMERGENCY 
trict. He will oppose the top man, Diccratesitt i). 5 Shei teite: sebbre eit nee Ki Pretest a 

rge Langlois, in the Nov. 8 elec- 2909 South Chicago 16, Illinois 
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How to Sell the 4 Buyer-Types 


, 


By Bud Harris 
Staff Correspondent 
ONVERSATIONS with dealers 
and salesmen in many parts of 
the country indicate that four dif- 
ferent approaches and appeals must 
be made to the four principal types 
of automotive vehicle buyers. 

Each buyer, whether he wants 
a new car, used car, light truck 
or heavy truck, has different 
needs which must be satisfied by 
his new vehicle and different 
opinions about his tradein. 

Salesmen say the new-car pros- 
pect must generally be sold on the 
sleekness, beauty, getaway and rid- 
ing quality of the new car. 

The salesman must be careful 
not to insult his prospect by mak- 
ing an excessively low offer for the 
tradein because the prospect usu- 

ally believes he has given the car 
good care and that it is still in 
good shape, even though it may be 
a “bucket of bolts” from one to 10 
years old. 

In selling used cars, salesmen 
know that the prospect is mainly 
interested in transportation, wheth- 
er he be a professional man seek- 
ing a second car, an ordinary work- 
ing man or a schoolboy looking for 
a car in which to chase around. A 
different pitch must be made to 
each type. 

+ * 
a appeal to a professional or 
business man looking for a used 
car must be based on the interior 
and exterior cleanliness and the 
smoothness of the motor, the re- 
tailers say. 

They state that a working man 
is even more interested in a thor- 
oughly clean car so that it can 
be used as a family car as well 
as a car to drive to work. But 
the most appealing feature to the 
worker is a motor that is in good 


Ullrich Would Ban 
Cars with Defaced 
Engine Numbers 


LOUISVILLE. — Lew Ullrich, 
managing director, Kentucky Auto- 
mobile Dealers Assn., has drafted a 
sample city ordinance in his fight 
to outlaw sale, display or owner- 
ship of cars with altered or defaced 
motor or serial numbers. 

In a letter to KADA members, 
Ulirich urged dealers to campaign 
for enactment of such an ordinance 
in their own communities. 

Under Ulirich’s proposal it would 
be a misdemeanor to sell, display 
or own a motor vehicle on which 
the motor and serial numbers had 
been destroyed, removed, covered, 
altered or defaced. 

In his sample ordinance, he sug- 
gested a fine of up to $100, impris- 
onment up to three months, or 
both, upon conviction of such an 
offense. 


SAE Schedules 
Fuels Meeting 


PHILADELPHIA. — The Society 
of Automotive Engineers will dis- 
cuss relative merits of carburetors 
and injection devices at its fuels 
and lubricants meeting here Nov. 
9-10. 

Other subjects to be discussed in- 
clude the probable fuel require- 
ments of the engines of the future, 
possible solutions of present prob- 
lems of engine deposits, and vapor 
lock, gasoline volatility and the 
knocking behavior of fuels and en- 
gines. 

J. G. Moxey jr., Sun Oil Co., will 
be general chairman. Session chair- 
men include F. C. Burk, Atlantic 
Refining Co.; B. B. Bachman, Auto- 
ear division, White Motor Co.; 
R. E. Albright, Socony Mobil Oil 
Co. Inc.; J. J. Mikita, E. I. duPont 
de Nemours & Co. Inc., and George 
Liddell, Sun Oil Co. 
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condition and an ignition system 
that will always start the car. 

Of course the schoolboy is look- 
ing for any kind of a cheap jalopy 
that will run. How the car runs is 
not nearly so important as that it 
does tun consistently. Used-car 
men say looks are of little impor- 
tance to this buyer because he will 
change the appearance many times. 

Ordinarily the used-car prospect 
is not so sensitive about the price 





Sixth Competition Opens 
For Ford Scholarships 


DEARBORN.—The sixth com- 
petition for four-year college 
scholarships among children of 
Ford Motor Co. employes has 
been announced by William C. 
Pine, scholarship director of the 
Ford Fund. 

Approximately 70 scholarships 
are given each year. Some 272 
previous winners now are attend- 
ing 82 colleges and universities, 
Pine said. 





that is offered for his tradein be- 
cause it’s fairly obvious that his 
present car has serious defects or 
he wouldn’t be trading. Most sales- 
men assume the customer is merely 
bluffing if he puts up a big argu- 
ment about what is offered for the 
tradein. 
+ + * 
E salesmen selling commercial 
trucks ranging from the half 
ton through the two-ton models 
must have a variety of appeals. 
With a pickup, the appeal must be 
based on its quick getaway, speed, 
maneuverability, loading space and, 
surprisingly, its beauty. 

The appeal to the prospect inter- 
ested in the farm or heavy truck 
must emphasize the flexibility of 
the various wheelbases, advantages 
of the dual-wheel assembly, spring 
strength, torque buildup and the 
advantages of the various trans- 
missions. 

This salesman must be able to 
visualize the job the truck is ex- 
pected to perform and advise the 
prospect which truck will be 











"56 English-Built Ford Anglia— 


One of 10 English-built 1956 Ford models to be imported for sale in the U. S., 


this Ford Anglia will deliver in New York 


for $1,398. Two new models have been 


added to the 1956 line—the Escort and Squire station wagons, initial shipments of 
which will reach this country in mid-November. 





most suitable for him. 

Dealers say a good heavy - duty 
truck salesman will have technical 
knowledge of every part of the ve- 
hicle he is selling. He should know 
the specifications from A to Z and 
he must be able to explain how 


each part contributes to the oper- 
ation of the vehicle. 

A good heavy truck salesman 
must thoroughly understand the 
workings of the vehicle so he can 
recommend the proper parts to be 
built into the vehicle to be ordered, 
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element in American indus- 
trial life, the hearings to a 
large extent represented a 


battleground between industry and| j 


labor—the former saying automa- 
tion means a better life for every- 
one and the latter warning that it 
may mean unemployment for many. 

There was a notable list of wit- 
nesses — economists, labor leaders 
and industrialists. The automobile 
manufacturers were represented 
only by Ford. Studebaker-Packard 
was to participate, but President 
James Nance, who wanted to ap- 


AUTOMOTIVE WASHINGTON 


Automation Called Way 
To Far Better Life 


By William Ullman 

Washington Correspondent 
Fe” committee hearings conducted on Capitol Hill here 
have attracted wider interest and more press coverage 
than those on “automation” which came to a close last week. 
Devoid of sensationalism, but packed from beginning to 
end with sound testimony on the possible effects of a new 
o—_-—————__- > _ —_ 


pear personally, 
was unable to ap- | 
pear. He prom-| 
ised to file a state- | 
ment later. 

The hearings| 
were held under 
the auspices of 
the House-Senate 
Committee on the 
Economic Report, 
with Rep. Wright | 
Patman, Texas 
Democrat, presiding. 








At the outset, Patman stated 


the subcommittee would be inter- 
ested in such broad economic and 
social implications of automation 
as (1) the extent of possible and 
probable displacement of person- 
nel, (2) the possible shifts and 
distortions which may arise in 
the distribution of mass purchas- 
ing power, (3) the equitable dis- 
tribution of the expected gains 
in productivity, (4) the effect 
upon our business structure and 
(5) the effect upon the volume 
and regularity of private invest- 
ment. 

Using the term “automation” 
broadly to include various new 
automatic and electronic processes, 
together with rapid technological 
advances, the committee sought to 


| develop its information primarily 


through a series of case studies of 
selected industries. 


In each case, persons who had 
experience from the standpoint of 
management and labor in the par- 
ticular industry were asked to pre- 
sent concrete information. 

* * * 


Looking Ahead 


NDUSTRIAL witnesses were 
asked to discuss the cost and 
other considerations which have 
prompted the trend tcward automa- 


SPECIAL DELCO-REMY 


12-VOLT RESISTOR PROTECTS 


tion. They also were asked to dis- 
cuss the extent of labor adjust- 
ments which have occurred as a 
consequence of automation and to 
emphasize what future technology 
may hold in terms of investment 
and employment levels. 


Other questions involved the dis- 
tribution within. the plant of in- 
direct and direct labor; segments 
of industry susceptible to automa- 
tion; how the gains of increased 
productivity should be distributed 
between labor, owners and consum- 
ers; requirements for new worker 
skills; handling of training and 
re-training problems; factors which 
now limit or slow up the installa- 
tion of automatic machinery, and 
the effect of the trend toward auto- 
mation upon the relative position 
of large enterprises and smaller 
local businesses. 


Labor spokesmen were asked 
to comment upon a similar set 
of questions, emphasizing espe- 
cially the impact of the automa- 
tion movement upon labor, indi- 
vidually and collectively. 

Patman said a report would be 
forthcoming in a few weeks, but 
he doubts that it will propose any 
legislation. 

One of the last witnesses—M. A. 
Hollengreen, president of the Na- 


| Makec the Difference 


IGNITION POINTS EVEN IN PROLONGED 


SUB-ZERO WEATHER 


The engineered answer to sub-zero weather starting prob- 
lems resulting from burned distributor contact points in 
Delco-Remy 12-volt passenger car ignition systems is the 
new Delco-Remy No. 1933400 special ignition resistor. 


This special-duty unit solves such problems at the source by 
protecting contact points from the abnormally high primary 
currents which often occur during prolonged, extremely cold 
weather. With a No. 1933400 resistor on the job, contact 
points stay clean and continue to operate at summertime 
efficiency even in sub-zero weather, assuring easier starting, 
better ignition, longer point life. 


Through such developments resulting from constant study 
of service problems, Delco-Remy is always abreast—often 
ahead—of developments in the automotive industry. When- 
ever the need arises for further advances in automotive 
electrical equipment, count on Delco-Remy to be ready. 


DELCO-REMY, 





DIVISION OF GENERAL MOTORS, 


ANDERSON, 


INDIANA 


tional Machine Tool Builders—said 
“the alternative to more automation 
is a decrease in the standard of 
living.” He declared there must be 
a constant increase in output per 
man hour if the standard of living 
is to continue upward. 

* *- + 


$65,000 Auto 
Se raneen said that to 
make a present-day Ford or 
Chevrolet would cost $65,000 using 
the machine tools of 1908. Also, he 
told the committee, “the $2,500 car 
of today will cost at least $10,000 
in 1975 if it has to be manufactured 
with the machines of today.” 


Hollengreen is president of Lan- 
dis Tool Co., Waynesboro, Pa., and 
also president of Gardner Machine 
Co., Beloit, Wis. 


Another closing witness, Dr. 
A. V. Astin, director of the Na- 
tional Bureau of Standards, told 
the committee of an electronic 
computing system developed for 
the Army Quartermaster Corps 
which solved a problem in 40 min- 
utes which it would have taken 
4,000 hours to do “by man.” The 
cost, he said, was $80 compared 
with $2,500. 

Dr. Cledo Brunetti, director of 
engineering-research and develop- 
ment for General Mills, testified 
that automation will bring a de- 
mand for so many more products 
that there probably will be a labor 
shortage in about 10 years. 


That was the preponderance of 
opinion among witnesses—that the 
short term of automation might be 
a bit frightening but that the long 
term would be better for labor in 


every way. 
* * 


U. S. Exports Climb 


.. September U. S. exports 
totaled $1,274 million, approxi- 
mately 4 percent higher than in 
August, when the value of goods 
shipped was $1,227 million, accord- 
ing to statistics provided by the 
Bureau of the Census. 


Total exports in September this 
year also were about 14 percent 
higher than the same month in 
1954, when the value was $1,114 
million. 


Shipments of military items and 
defense-support materials decreased 
from August to September by about 
$25 million, the report said. 

* 


* * 
Debt Grows Deeper 


vo Securities and Exchange 
Commission reported last week 
that estimates of saving during the 
second quarter of 1955 showed that 
individuals added $500 million more 
to their debts than to their finan- 
cial assets. 


While savings continued to ex- 
pand, the SEC said, they were off- 
set by a record quarterly growth 
both in individuals’ mortgage debt 
and consumer indebtedness, reflect- 
ing the high level of consumer 
spending. 


Medical Rates Cut 
On Seat Belt Cars — 


HOWELL, Mich. — Citizens’ Mu- 
tual Automobile Insurance Co. has 
announced a reduction of 20 per- 
cent in medical premiums of auto- 
mobile policies covering cars 
equipped with approved safety 
belts. 

Berthold Woodhams, president, 
said: “We at Citizens’ have been 
concerned over the mounting high- 
way toll. We felt that if we could 
help popularize approved safety 
belts by making their use more at- 
tractive from an insurance stand- 
point, the benefits could snowball 
to proportions still impossible to 
estimate.” 


Weinberg Pleads Guilty 


KANSAS CITY.—Morris Wein- 
berg, a used-car dealer, has pleaded 
guilty to a charge of paying only 
$879 in income tax on his wife’s 
1948 income when $4,068 was due. 
Sentencing was delayed. 
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A new winner for Chevrolet dealers! 


THE °56 CHEVROLET BEL AIR SPORT SEDAN—above 
and on the opposite page—is a beautiful example 
of Chevrolet's bigger, bolder look. Four doors and 


no center pillars to mar visibility in this one! 











The hot one’s even hotter! 


the 56 








Cohevrolet 


New models—all with bold new Motoramic Styling. More models 


—including two new 4-door hardtops and two new 9-passenger 


station wagons. New excitement under the hood—up to 205 horsepower 


and 9.25 to 1 compression ratio. This—remember—is the car that 


broke the Pikes Peak record in a history-making preproduction trial. 


Chevrolet dealers have a brilliant new winner 
on their showroom floors—the 1956 Chevrolet. 


It’s even hotter than last year’s Chevy—the 
car that won new friends as fast as it won stock 
car races from coast to coast. 


It has even more of the dynamite action that’s 
zoomed its way into America’s heart. This is 
the car that smashed the Pikes Peak record in 
a history-making and certified preproduction 
test! That’s proof-in-action of its catapult 
acceleration, nailed-down stability and cat- 
footed cornering ability—qualities that mean 


safer, more pleasant highway driving. 


And this new Chevrolet has bold, new Motor- 
amic styling, as you can see—with a proud new 
grille, longer hood, flaired fender openings and 
other beautiful new fashion features. They 
don’t come any smarter—or go any sweeter! 


These are some of the reasons why the new 
Chevrolet is getting such a warm welcome from 
the crowds that are coming in to see it. Rea- 
sons, too, why Chevrolet dealers are looking 
ahead to an even greater era of leadership. 


The ’56 Chevrolet was born to be a winner! 
. - . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


You'll profit 
most with 


Cheunolat 


America’s Foremost 


Automotive Franchise! 
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Ford Test Site 
Near Pike’s Peak 
To Open in 1956 


DEARBORN. — Ford Motor Co.’s 
engineering staff will open a new 
test base in Colorado near Pike’s 
Peak for high altitude and moun- 
tain .grade operations, Earle S. 
MacPherson, engineering vice-pres- 
ident, has announced. 

Ford engineers will utilize the 
14,000-feet-above-sea-level altitudes 
for specialized studies of carbure- 
tors, brakes, axles and transmis- 
sions as well as for general engine 
performance testing. A garage and 
headquarters building for the new 
base near Colorado Springs will be 
ready next spring. 

The new facility probably will 
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be used by groups from the local 
headquarters of Ford engineering 
| staff. The base will be located at 
2800 W. Cucharras St., 
Springs, one block from U. S. 24. 
Operating procedure will be simi- 
lar to that at Jennerstown, Pa., 
where Ford said it has been con- 
ducting mountain tests for many 
years. However, the new base will 
provide more severe grade condi- 
tions and greater extremes of tem- 
perature and elevation than the 
Jennerstown test station, Ford said. 


Vaughan Buick Expands 

LOS ANGELES.—Vaughan Bu- 
ick Center has acquired two large 
lots adjoining the dealership which 
will give the firm more than 150,000 
square feet of working space, ac- 





cording to George Vaughan, presi- 


have no permanent staff, but will! dent. 


Marvel-Schebler LPG 
vaporizer-regulator for 
trucks, tractors and indus- 
trial engines 


B-W ENGINEERING MAKES IT WORK B-W PRODUCTION MAKES IT AVAILABLE 


Almost every American benefits every day 


[hat ee a 


Ld tesa eile] 


THESE UNITS FORM BORG-WARNER, Executive Offices, 310 S. Michigan Ave., Chicago. 
DIVISIONS: ATKINS SAW « BORG & BECK © CALUMET STEEL © DETROIT GEAR © FRANKLIN STEEL 
HYDRALINE PRODUCTS © INGERSOLL CONDITIONED AIR © INGERSOLL KALAMAZOO ¢ INGERSOLL PRODUCTS 
INGERSOLL STEEL © LONG MANUFACTURING © MARBON CHEMICAL ¢ MARVEL-SCHEBLER PRODUCTS 
MECHANICS UNIVERSAL JOINT © NORGE © PESCO PRODUCTS © ROCKFORD CLUTCH © SPRING DIVISION 
WARNER AUTOMOTIVE PARTS © WARNER GEAR © WOOSTER DIVISION ¢ SUBSIDIARIES: BORG-WARNER 
ACCEPTANCE CORP. © BORG-WARNER INTERNATIONAL © BORG-WARNER, LTD. © BORG-WARNER SERVICE PARTS 
LONG MFG. LTD. © MORSE CHAIN © MORSE CHAIN OF CANADA, LTD. © REFLECTAL CORP. © WARNER GEAR, LTD. 


from the 185 products made by 


BW BorG-WARNER 


WAUSAU MFG. CO. © WESTON HYDRAULICS, LTD. 


Colorado | 


Epitor’s Note: Oneofa 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 
Dear Fellow Worker: 


oo other day when I 
paid a bill for advertis- 
| ing, a thought came to me 





Building Through Human Relations .. . 


which I want to 
pass on to the 
rest of our ofr- 
ganization. 


When we think about it 
a moment we realize that 
each one of us—everybody 
who works here, and every 
person who comes here for 
cars or service — all our 
customers—are advertise- 
ments for this dealership. 


We are good advertise- 


No. 23 
INA 
SERIES 


” . management! 
~ “Bottle” babies? Right! They’re formula-fed on 
“bottled” Liquid Petroleum Gas. . . through pre- 
cision-built Borg-Warner carburetion systems. 

A high-octane, anti-knock fuel that burns with a 
clean, practically odorless exhaust, LPG gives in- 
stant starts—doesn’t dilute oil—leaves almost no 
carbon—deposits no lead salts—and virtually 
eliminates 100% of the sludge and varnish that 


gum up vital engine parts. 


No wonder LPG users report up to 85% reduced 


oil consumption—twice the mileage between major 
overhauls—spark plugs still good after 4 years’ use 


. . . and countless other examples of costs cut to 


the bone. 


Borg-Warner’s Marvel-Schebler Products Divi- 
sion pioneered carburetion right from the start. To- 
day, Marvel-Schebler original equipment and LPG 


conversion kits may be found serving transporta- 


nation. 


finest available. 


tion, industry and agriculture ——- the 


Built to extract the maximum economies inherent 
in LPG fuel, these carburetion systems are the 


Teamwork in the Dealer Shop 


| ments when we are courte- 
| ous, kindly, capable and 
friendly. Our customers 
| are good advertisements 
when they are pleased with 
what we do and tell others 
about it. 

Some of the biggest bus- 
inesses in this country have 
been built up without any ad- 
vertising except a good job 
well done, a good product and 


the good word that a satisfied 
customer has said to a friend. 


Let’s be —and make — 
good advertisements for 
our business. It will assure 
to all of us both present 
and future success and 
security. 


And it doesn’t cost us a 
cent. 





Cordially yours, 
CAR DEALER & 
COMPANY 
Manager 


MIC Sues in Ind. 
'To Permit Dealers 


‘To Sell Insurance 


INDIANAPOLIS. — A complaint 
| asking a temporary injunction 
against the Indiana Department of 
Insurance has been filed in Circuit 
Court on behalf of Motors Insur- 
ance Corp., a GM insurance affili- 
ate. William J. Davey, state in- 
surance commigsioner, is also 
|named as defendant. 


The complaint contends that the 
commissioner has gone beyond sta- 
tutory power by refusing to grant 
|}insurance licenses to auto dealers. 
| The complaint also states any 
|person who has a good business 
| reputation and passes the written 
|}insurance examination should be 
|allowed to sell insurance in con- 
| junction with an auto dealership. 
| Reasons given by the commis- 
sioner for refusing licenses are that 
| dealers cannot devote full time to 
| insurance, that coercion practices 
| would result in car sales and that 
| sales should not be handled by part- 
| time personnel. 

Motors Insurance Corp. is now 
{operating in 43 states, the District 
| of Columbia and Hawaii. 





Leather Standards 
Studied by Group 


PHILADELPHIA. — The Ameri- 
|can Leather Chemists Assn. has 
| joined with the American Society 
|for Testing Materials in establish- 
| ing a committee on leather stand- 
ards. 
| The organizing group, which met 
| here is headed by M. Maeser, United 
Shoe Machinery Corp. Members 
are: Malcom Battles, A. C. Law- 
rence Co.; Alfred M. Compton, E. 
F. Houghton & Co.; Joseph Kanagy, 
National Bureau of Standards; Ar- 
thur M. Kay, Howe’s Leather Co. 
Inc., and R. J. Wirshing, General 
Motors Corp. For the present, it 
was said that efforts will be limited 
to development of physical test 
methods. 


i 
| 
| 
| 


Georgia Club Advises 


Winter Brake Checks 

ATLANTA.—The Georgia Mo- 
tor Club is reminding motorists 
that brakes must be in top work- 
ing order for winter driving and 
is citing a recent survey in which 
it was found that only one of 16 
cars could stop safely. 


The club is publicizing a 15- 
point winter checklist which 
urges drivers also to check lights, 
tires, steering, heater connections, 
mufflers, tail pipes and wind- 
shield wipers. 








re * en, tel Be Re 





te me 7 J tor © BME? Pls i 


~ F 


6 turncosts from the publicans. an 
Korean war. The Communists | peed 


= 





. 
> 
: ; | ener and when, as they expect, 
= returns to the White House | 
ence for today, 
» | importance in national pol 
»j that coincided with the / 
ieee TT 
rc Lae ae 
4 iden ‘ 
TH erican statem » | i 
om \ 1 United States . — 
, 1 o said a Chinesé 3 es fr hi 
Se tema Over 65 Atnericanom st porfll 
ithe later: : f 16 eat yr from the pubticans ai 
ny specula-} Korean war. The Communists | needs sp f the rest of | alae total 
; jes to be sure | t 
- eer fOOKLN q ese include 56 Independ- | 
6948 1 g0 
ST.LOUIS POST-DISPATCH Semcon 
paticy and when. as they eapect, | what 
E> “~ 1 ence tor today, “on a matger a grinning majority of 368 vot lim 
ann to Bun 8} in 
P - +} importance in national polftics? ; aghinst the 203 mustered by the 
. t pratt aed «that coincided with the Ame Sorialists an dCommunists. — sheir recommendations = ” for 
over 66 Americans par 
| 6 turncoats from the | publicans and 
¢ <acoun war. The Communi z lea - 
5 
Eisenhower | # 
| policy and when, as they expect, | ™ 
‘ a ~ | ence for today ; oo inning majority of 368 votes rng i was 
. on: 
1 smeneions cols ional poli the 203 mustered by the pared their recommendations 
- ha i 
of 
it 
r- 
1- 
- 
30 
1€ 
i- 
at 
Ss. 
Ly 
3S 
n 
e 
1- 
3- 


in out of 4. Homes... 


: in the City of St. Louis and 


its many suburban communities, 


the ST. LOUIS POST-DISPATCH 
; is read both daily and Sunday. 
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The Selling Force Behind St. Louis Business 
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Air-Conditioning Unit— 

A compact air-conditioning unit that fits entirely under the hood has been developed 
by Buick for 1956. The unit is hooked up to the heat vents and delivers cool air 
through three ducts in the instrument panel. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 















Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It #% written by a vet- 
eran salesman, Bert Simons, 
who is active in today’s market. 

* * * 

Dear Ed: 
. often salesmen are apt to 

give “Lady Luck” the credit 
or the blame for the successes 
and failures that 
are a part of our 
every day lives. 

Which reminds 
me of an inci- 
dent that hap- 
pened some time 
ago when I was 
selling another 
make for a large 
volume dealer 
on Livernois : 
Ave. in Detroit. F bb» SF 

It just hap- Bert Simons 
pened that at that time I was 
enjoying a “hot streak” and it 


Meeting the Practical Problems .. . 











would seem like I’d wrap up a 
deal with just about everybody 


I’d talk to. After a while the | 


other boys began calling me 
“Lucky” Simons. 


As time went by, I felt more 


| confident and each time I spoke 
| to prospects I let them feel that 


I was sure of myself and needed 
nothing. 
* * * 
CALLED it “staying on top of 
the deal” and it was some- 
thing like a baseball pitcher con- 
trolling every move of his team. 
It was a good feeling, too, be- 
cause too often before this I 
would find myself on the defen- 


| sive. 


At any rate, I was getting more 
than my share of business when, 
one day, some jealousy spilled 
out of the mouth of one of the 
other salesmen, a fellow named 
Bob. 

Just about that time, Mr. T, 

the owner, passed by and found 





DRIVERS 


out of every 


purchasing new cars in 1955 
are pre-sold on AC 


HOT TIP Spark Plugs 


--- because ACs are original 


equipment on their cars! 


The greatest pre-sold spark plug market belongs to dealers 
who handle the AC line, because AC SPARK PLUGS are 
original equipment on more new vehicles than any other make. 
That’s a tremendous sales advantage! 


And... you have an equally important product advantage! 
You can give a// your customers the added benefits of AC 
Spark Plugs with the exclusive HOT TIP which stays clean 
longer, gives quicker starts, increases power! 


AC SPARK PLUG DIVISION @ GENERAL MOTORS CORPORATION © FLINT. MICHIGAN 


STANDARD FACTORY EQUIPMENT ON CADILLAC, BUICK, OLDSMOBILE, PONTIAC, CHEVROLET, GMC 





| himself right in the middle of 
the dissension. All Bob kept 
repeating was how lucky I was. 


“Bob,” said Mr. T, “I must dis- 
agree with you about Bert. Sure, 
there’s a certain percent of luck 
tied up in successful selling, but 
you can be darned sure that the 
greatest portion is skill, ability, 
frame of mind, patience and hard 
work.” 

* * * 

ME. T paused for a moment, 

then drove home his point: 
“Now, look, Bob. If you would 
spend a little more time chasing 
down your leads and make more 
telephone calls and spend a little 
patience with our customers, I 
think you'll find that your luck— 
as you call it—will change.” 


Of course, Bob didn’t want to 
explode in front of the boss so he 
became embarrassed and a little 
ashamed. After a few minutes he 
agreed that if he worked just a 
little harder in his spare time he, 
too, could get real lucky and 
start scoring. 

Well, Ed, you know I didn’t 
want Bob to have any hard feel- 
ings toward me. I invited him 
into my closing office and showed 
him lots of things I had to make 
my job easier. I told him many 
little phrases I used and I ex- 
plained my attitude toward a 
prospective buyer. Altogether, Ed, 
I shot the works at Bob just as 
though he was a customer. 

Finally, when we got through, 
Bob said: “Bert, I see what Mr. 
T means. I think my frame of 
mind is much better now. 
Watch me go on the next guy 
that comes in here. I’m _ not 
counting on Lady Luck any 
longer. I’m going to make my 
own and it’s all going to be 
| good.” 

And that’s the way that Bob 
learned that luck is spelled 
| W-o-r-k. 








Bert SIMoNS. 


Dodge Announces 
° 
‘Promotions at 


Regional Leveis 


DETROIT.—A number of regional 
promotions was announced last 
week by Dodge. They included: 

Cecil B. Smith jr., to assistant 
regional manager for the Los Ang- 
eles area. 

John F. Maunder jr., to dealer 
planning and analysis manager for 
|the Cleveland region. 

Francis E. Webb, to used-car 
sales manager in the Minneapolis 
region. 
| Austin T. Jones, to new-car sales 
and distribution manager for the 
Charlotte region. 

William L. Miller, to regional 
service manager at Charlotte. 

Lionel J. Bedelle, to zone fleet 
manager in the Midwest zone. 

Dodge also announced the ap- 
pointment of Victor C. Nippert as 
service representative in the New 
York region. 


DeSoto Lists 
Wagner at Top 


DETROIT.— Al Wagner Motor 
Sales, Inc., Youngstown, O., has 
been named DeSoto’s top dealer for 
September, according to A. B. Niel- 
sen, DeSoto general sales manager. 

Four Detroiters named _ were: 
Glenn Walker, Inc., fourth; A. D. 
Stuart Sales & Service, Inc., fifth; 
Leo Adler, Inc., sixth; and Tom 
Boyd, Inc., ninth. 

Others in the top ten were: James 
F. Waters, Inc., San Francisco, sec- 
ond; Kirksey Motors, Inc., Birming- 
ham, Ala., third; Art Frost of Glen- 
dale, Glendale, Calif., seventh; Tom 
Dalbey, Inc., Huntington Park, 
Calif., eighth; Berry & Berry, Inc. 
Long Beach, Calif., and Krich Bros. 
Newark, N. J., tied for tenth. 








Jones Opens St. Paul Lot 

ST. PAUL. — Bernie Jones has 
opened the Jones Boy Lot here. He 
formerly was general manager of 
Town and Country Motors (DeSoto- 
Plymouth) of St. Paul. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


BS pre control” was the key ob- 
jective to which a number of 
design features on the Continental 
Mark II are trace- 
able. Emphasis 
on passenger rid- 
ing comfort was 
a recurring theme 
noted during a 
discussion in 
which Chief Prod- 
uct Engineer Har- 
old Johnson was 
explaining the 
Continental engi- 
neering approach. 


W. Johnson 


H. 
pectations of some, the new Con- 
tinental organization was not im- 
bued with the desire to create a car | 
which would earn a reputation for | 
innovation of new mechanical fea- | 
tures. The technical advancements 
in the car were not provided pri- 
marily for the sake of “leading the 
industry” from an engineering 
standpoint. 

Each new idea proposed during 
the planning stage was carefully 
evaluated for what it could con- 
tribute to riding comfort or other | 
prime goals such as roadability, 
handling qualities, performance 
and utmost long-term reliability 
of operation. 
A run-down of several design | 

points readily indicates how each 
may be interpreted in terms of | 
comfort or ride control—and how | 
this fundamental goal influenced | 
actual design of the car. It is ap-| 
parent, that riding comfort, a “solid | 
feel on the road” and roadability | 
are gained by low center of gravity 
and high torsional rigidity provided | 
in the novel “steel cradle” frame 
design, in which the body floor pan | 
drops to a level between frame} 
cross-members. This “step - down” 
configuration, incidentally, appar- | 
ently is slated for more general use 
throughout the industry when 1957 | 
models make their appearance. 
* * * 


Proven Ideas Used | 


IDING comfort again was the 
prime reason for use of two in- | 
dependent methods of damping | 


Oil Industry Offers 
Publicity Kit for | 
Safe-Driving Day 


NEW YORK. — The American 
Petroleum Industries Committee of 
the American Petroleum Institute | 
has released an eight-section pub- 
licity kit for oil industry participa- | 
tion in S-D (safe driving) Day, | 
Dec. 1. 

The kit is keyed to the slogan 
“Safe Drivers Make Safe High- 
ways” and contains a variety of | 
material for use by individual com- | 
panies supporting S-D Day. 

Thirty days of public educational 
activity will precede the day and 
the intensive buildup will begin 
Nov. 21 (S-D minus 10) and will 
nee through Dec. 11 (S-D plus} 
0). 

A supply of S-D material may be 
obtained by writing American Pe- 
troleum Industries Committee, 50 
West 50th St., New York 20, N. Y. 








Grand River Chevrolet 


Stages 56 ‘Festival’ 

DETROIT.—Grand River Chev- 
rolet last week staged a two-day 
announcement “festival” intro- 
ducing the new 1956s with an 
avowed goal of breaking its pre- 
vious opening day record of 405 
Sales, set last year. 

Saul Rose, president, said the 
inducement was “money” plus a 
Special package of free accessory 
Packages. Visitors were able to 
view used-car reconditioning, 
take free driver aptitude tests 
and obtain facts about financing 


and insurance costs. 
© eA 





Contrary to ex-| 






shock absorber rebound oscillations. 
The first is a rebound cutoff feature 
controlled by three small holes in 
the piston rod. This replaces the 
conventional rubber bumper. A fur- 
ther innovation is thermostatic 
control of shock absorber action 
provided by heat-sensitive units in 
| the piston. 

Ride control also is seen as an 
important reason for use of full- 
depth solid foam rubber seat 
cushioning. Superior damping 
qualities were said to be an im- 
portant factor in selection of this 
novel type of seat construction. 


Continental engineers were ex- 








| method 


tremely wary of ideas not already 
proven in production. In creating 
the so-called “engineering package” 
for the car, they wanted to take no 
chances of using buyers as guinea 
pigs in proving-out new features 
(such as fuel injection). 

The whole idea seems to be that 
a sound engineering approach, plus 
extreme emphasis on manufactur- 
ing quality and workmanship 
should combine to create cars as 
nearly trouble-free as possible. 

* * * 


Counterweight, Spring 


Hold Arm on Record 


So keeps the arm from| 
bouncing off the record?” This | 
invariably is the first question) 
asked by those who hear about the | 
high fidelity record player available | 
on Chrysler Corp. cars. | 

The explanation of this accom-| 
plishment lies in the accurate} 
of counterweighting in 
pickup arm design, plus provision 
for light spring-loading to hold the 
arm firmly against the record. The | 
pickup arm, including stylus and 
crystal, is counterweighted to lo- 
cate center-of-mass at the pivot} 
point. A slight spring pressure of 








Bounce-Proof Arm— 


Using a principle new to the phono- 
graph field, Chrysler's hi-fi system has a 
counterweighted pickup arm held in posi- 
tive contact with the record by slight 
spring pressure. 

* * * 
only two grams (less than one-tenth 
ounce) then is sufficient to hold the 
arm in place. 

When told about the spring- 
pressure feature, some _ people 
wonder if this will cause exces- 
sive record wear. Actually, how- 
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ever, the hold-down force is very 
slight—and the sapphire point is 
said to make wear “almost neg- 
ligible.” 

Mounting of the CBS-engineered 
hi-fi system for shock isolation be- 
gins, of course, with the resilient 
three-point suspension used to at- 
tach the record-player case below 
the car instrument panel. The atti- 
tude angle of the car, its speed, 
acceleration or deceleration, or even 
severe cornering are claimed to 
have no effect on stylus position. 

Played through the car radio, the 
automotive record player operates 
at 16%; revolutions per minute. The 
seven-inch records provide more 
than 45 minutes of uninterrupted 
play on each side. 

As is customary with innovations 
in the fast-moving automotive field, 
even a company that “gets the 
jump” on others seldom retains an 
“exclusive” on any feature longer 
than one model year. Thus, while 
keeping tab on buyer reaction to 
Chrysler’s hi-fi system, other manu- 
facturers are experimenting with 
some ideas of their own. 

One of the GM divisions is known 
to be leaning toward use of tape 
instead of records for a system 
which is expected to be ready for 
introduction next year. 





MURDERO 








US 


A fat tire, engine trouble, a dozen and one 
things may force your driver to stop on the side of 

the road. Maybe he’ll have the ‘“‘old buggy” rollin’ in a 
jiffy, but before he does, he must step out of that cab 
and place warning flares first. In the minutes required 
to set flares, your driver is risking his life, your truck, 
cargo, and the lives of unalerted motorists on the road 
. . . all unnecessarily. 


MINUTES 


Signal-Stat Sigflare ends this threat of multiple crash 
collisions when your vehicle becomes disabled. And, its 
protection starts before your driver even opens the cab 
door. A flick of the switch and all 4 signal lamps 
instantly and simultaneously flash an unmistakable 
warning of impending danger. Sigflare, and only Sigflare, 
gives you this added safety feature as part of the 
multi-purpose signal system that out-modes all others. 
In addition, Sigflare provides the famous Signal-Stat 
class A, type 1 directional signals, equally powerful 
Signal-Stat stop lights, plus the best tail lights you can 
possibly have. Sigflare—with positive pilot action— 
economically accomplishes this complete lighting protection 
with but 4 lamps and one switch. For further details, see 
your authorized Signal-Stat distributor or write to: 


tM 


? ) 


Insist on Scgflare for all-around signaling protection 


LAMP 


LENSES 


SHOULD BE 


KEPT 


SWITCHES - 


DIRECTIONAL SIGNALS - 


FLASHERS 


Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, N.Y., U.S.A. 


CLEAN FOR 


GREATER 


SAFETY 


NATURALLY! They're crammed into 


SOFAS-ON-WHEELS! 


Once it was luxury to overstuff automobiles with 
seating inspired by Grandma’s parlor. 


Today, it’s misery for motorists—and lost sales 
for you—because modern body design leaves no 
room for outdated seating AND customers. 


One or the other must go—and AIRFOAM Develop- 
ment Engineers, working with foremost auto- 
mobile makers, have made it possible to keep 
the customers instead of the old-time upholstery! 


Alrfoam~-T. M. The Goodyear Tire & Rubber Company, Akron, Ohic 


How? With complete seat-units of full-depth 
molded AIRFOAM. They dispense with over- 
bulky assemblies and give the space saved to 
driver and passengers. Yes—and add style, 
glamour and luxurious comfort besides! 


If this new AIRFOAM seating isn’t now in your 
line, cheer up, for it may be—soon. 
Goodyear, Automotive Products Dept., 
Akron 16, Ohio 





AIRFOAM makes interiors roomier, 
more luxurious 


THE W/ORLOE FINEST, 





r, | Premolded AIRFOAM replaces expensive AIRFOAM gives custom looks Exciting new seating ideas AIRFOAM can be your greatest 
handwork—looks even richer and custom rides become practical with AIRFOAM sales-aid in years 


MADE We think you'll like “THE GREATEST STORY EVER TOLD” 
NLY every Sunday—ABC Radio Network 
. One THE GOODYEAR TELEVISION PLAYHOUSE 
Y every other Sunday—NBC TV Network 


B 
-| MOST MODERN CUSHIONING 
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H. P. Reaches 205; Four-Door Hardtops Bow . . . 


19 Models in Chevrolet Line 


What's New: 
Four-door hardtops .. . nine- 
passenger station wagons .. . 205 


let’s three series and the Two-Ten 
and Bel Air lines have two-door 
and four-door hardtops. The lowest- 
priced One-Fifty series offers a util- 


each series. The One-Fifty and 
Two-Ten offer a two-door and 
the Two-Ten also has four-door 
six and nine-passenger models. 


horsepower ... chrome moulding it : 
|ity sedan; the Two-Ten, a Delray 
be One-Fifty sertes - - - gas inlet | coupe, and the Bel Air, a converti- 
concealed in tail light... three | ble 
V-8 engines ... redesigned grille, Station wagons are included in 
front end and rear fenders... | 
turn signals standard equipment | 
| 


Rounding out the station wagons 
are the nine-passenger and No- 
mad in the Bel Air series. 

Chevrolet will unveil its 1956 Cor- 
vette at a later date. The plastic- 
bodied sports car was first offered 
in 1954. 


Micro Switch Display 


| Starts Tour of U.S. 
EATURING 19 models, largest! pREEPORT, Ill. — A rolling 
selection in its history, Chevro- | display of the "Intent in precision 

let’s entry in the 1956 sales derby! ,.witehes has left here on a 

now is on display in dealer show- | nationwide tour to show ‘fede 

oa. | trial designers and plant 
Horsepower has been increased | operators how plant equipment 

to 205 on the most powerful of | and machinery can benefit from 

Chevrolet's three V-8 engines, and | use of the switches. 

a pair of four-door hardtops and The display van is staffed by 
nine-passenger station wagons | engineers of Micro Switch, a 

have been added to the line. division of Minneapolis- 
Chevrolet’s production target for; Honeywell Regulator Co., which 

1956 is 2% million cars and trucks,; is sponsoring the tour of the 

according to T. H. Keating, general! firm’s 186 authorized switch dis- 

manager, who has set a goal of| tributors in 172 cities. 

three million “in the foreseeable | 

future.” The 2%-million figure is 10 


percent above 1955 estimates. 
+ w ck 


... Safety features. 
* * * 


* x x 


HE division offered its first V-8 

engine last year and produced 
almost a million such units. For) % fete Galas eee ce 
1956, the buyer can choose from} ) , . a 
three V-8s, headed by the 205-horse- Bright Day—Bright Car— 
| power Super Turbo-Fire model Chevrolet's Bel Air convertible is available in 10 solid and 14 two-tone combinations. 
|which set a Pikes Peak perform-| The hood plane on the 1956 models is flatter and extends four inches farther forward 
ance record in September. before dipping to meet the grille. A six-cylinder engine and three V-8s are offered. 


The Super has a four-barrel car- 
Canada’s Car and Truck Imports Climb 


buretor and a 9.25-to-1 compression 
ratio, highest in Chevrolet history.| OTTAWA. — Imports of cars and| compared with $53,916,000 in the 
It is available with standard, Pow-|trucks into Canada in the first | same period of last year, according 


(Continued on Page 23, Col. 4) |seven months totaled $62,802,000, | to the Canadian Government. 











WO-DOOR and four-door sedans 
are available in each of Chevro- | 


Dramatically 


eminater 


Concealed Gas Filler— 


The gas filler on the 1956 Chevrolet is 
concealed in the left tail lamp. The tail | 
lamp is hinged and swings downward, out 
of the way. | 


Near Deal 


Downpayment Account 


Started in ’38 


AKRON.— In 1938, Frank Lomax, 
a railroad mechanic, went to Harry 
Greenwald, DeSoto-Plymouth deal- 
er, and made a deal to pay a cer- 
tain amount monthly until he had 
enough for a downpayment on a 
new car. 
In the 17 years that have rolled 
by since, family illness and death, 
house repairs and “a million things” 
kept Lomax from accepting de- 
livery. 
Last week Lomax decided he was 
“tired of paying taxi fares and 
walking.” To the $200 he had de- 
posited with Greenwald over the 
years he added $300 and Greenwald | 
allowed him $102 for interest. | 
Lomax drove home in his new a | ale, 953025 
Plymouth. Steet tcaamy 249.301 


the field in... 


AUTO TURNTABLES 
No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes. Piug in 
and run—anywhere. All stee! turntable, 
scientifically balanced to take all cars. 


For indoor or outdoor display. Write for 
free literature. 


| ae CH LE rr 


*All figures are from the June 30,1955 A.B.C. 
Publishers statement. Domestic figures are based on 
February, 1955. All others are 6 months averages. 


able 


Z| BEST BUY e. 


prices. 
é 


AMERICAN STAGE EQUIPMENT 
805 East 134 St.. Bronx 54, N. Y. 








eS 
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DeSoto Expands 
In Kansas City, 
Pittsburgh Regions 


DETROIT.—Increased sales have 
prought about expansion in De- 
Soto’s Pittsburgh and Kansas City 
regions, the company has an- 
nounced. 

In Pittsburgh, regional manager | 4 
Marc E. Carrigan said sales are | 5 Sse 
more than 100 percent ahead of SS eh 
last year’s. He announced that the| 
branch has been moved to the Rem- | 
jngton-Rand Bldg. where it has| 
three times as much space. 

Sales have increased 92.9 percent | 
in the a ae ae ee A six-cylinder engine which de- 
ee aad j |velops 140 horsepower may be 

Bel Air Four-Door Hardtop— |coupled with either Powerglide or 


said that doubled manpower and} 
Chevrolet has added a four-door hardtop to its Two-Ten and Bel Air series for 1956. | manual shift. In 1955, Chevrolet had 


sect IT et merece 


erglide and overdrive transmissions. 
Chevrolet’s top horsepower in | 
1955 was 180 with power-pack. 
A 162-horsepower V-8 is offered | 
on cars with standard transmission | 
and a 170-horsepower unit is de-| 





enlarged quarters helped bring 
about the rise. He announced &| A distinctive feature of all Bel Air models is a restyled spear moulding which runs the |two 6s with top horsepower of 136. 
new district, headquartered in Se- length of the body. Turn signals are standard equipment on all 1956 Chevrolets. | * * * 


dalia, Mo., with Jim Cochran as 
manager. |2 N. Y. Leasing Firms 
Purchased by Hertz 





Corp. and Storch Leasing Corp., | ; 
The Pittsburgh area supervises was $1,375,000, according to Walter| _. 1956 Chevrolet a more massive 
sections of Pennsylvania, Ohio, L. Jacobs, Hertz president. | grille complemented by new sheet 
West Virginia and Maryland. Mak-| CHICAGO.— Completion of pur-| 5, 1), id th s m |metal treatment. The grille is a 
ing up the Kansas City region are| chase of two New York City truck | acobs sald the ere vem | wider lattice-work design and has 
Kansas, Oklahoma, the western|leasing firms has been announced | be merged with Hertz’s metropoli- | @ heavier chromium header bar. 

half of Missouri and parts of Ar-| by Hertz Corp., here. tan division. Both firms are | The hood plane is flatter and ex- 
kansas. | Cost of New York Truck Renting | 20 years old. tends four inches farther forward 






SUBSCRIBER CiRCY 


“1449156 


(55.6% of its total circulation) 
-+.and produced t 
subscriber circulatio 
than that of any ot 


LATION | 









473,857 


tC ham 
Muwsteareg 


he greatest gain in the field in 


n—162,912, 4 gain 58% greater 
her publication in the field. 


89,921 
SCIENCE g 
Minami, 


NEWSSTAND CIRCULATION 


= 602,40! 


(442% of its total circulation) 
ers 95,501 more newsstand circulation 
her publication in the field. 








And deliv 
than any of 


signed for Powerglide. Compression | 
| ratio of both is 8 to 1. | 


IVISION stylists have given the | 
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Four-Door Hardtops Bow .. . 


56 Chevrolet Offers 
19 Models, 205 H.P. 


(Continued from Page 22) 





before dipping to meet the grille. 
Fender lines at front and rear are 
higher and straighter. 

Chromium moulding has been 
redesigned and sweeps the length 
of the body. This moulding has 
been applied to the One-Fifty. for 
the first time. 

Parking lamps are square au.d 
‘are set low over the reshaped 
bumpers. A new feature is the loca- 
jtion of the gasoline filler which is 
concealed by the hinged left tail 
| lamp. 

* * * 

HE new models are available in 

10 solid and 14 two-tone com- 
binations. Each series will have a 
standard interior two-tone trim but 
32 interior combinations are avail- 
abie. 


Turning signals will be standard 
equipment on all models for the 
first time, and all batteries now 
carry a 36-month warranty in- 
stead of 21. 


Among the safety features are 
new precision-aimed headlights 
| which increase visibility along the 
|right side of the road and crash- 
tested door locks which Chevrolet 
introduced on 1955 models last sum- 
jmer. Seat belts and shoulder har- 
nesses are available as optional 
equipment. 

Other options are power brakes, 
steering, seat and windows, under- 
hood air conditioning and tinted 
glass. 








Restyled Front End— 


Grille, bumpers and guards, headlights 
and ornamentation have been redesigned 
on the 1956 Chevrolet. The new sealed- 
beam headlights provide better illumina- 
tion along the right side of the road. 


AAR Advances Dates 
Of Chicago Meetings 


NEW YORK.— Because of the 
| cancellation of the Automotive 
| Service Industries Show, Automo- 
| tive Affiliated Representatives has 
|advanced the dates of its officers 
iand board meetings in Chicago. 

The officers will meet Dec. 1-2 
and the directors Dec. 3 at the 
Sheraton hotel, according to AAR 
Executive Secretary Ed L. Lee. 








SCOTCHLITE REFLECTIVE 


SPECIAL PRICES 
Lots of 100.......... .29 each 
Lots of 200... . .24 each 
tats Ot BOG. os ink wean . .19 each 
Any design up to 12 sq. inches 


Any color on silver 
Send check with order 


eeeeee 


1 WEEK DELIVERY 


Cc. G. MITCHELL, INC. 


89 Main St. Binghamton, N. Y. 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Denver 

Registrations of new cars and 
trucks continue to show increases 
in Denver—cars were up 11 percent 
in September, compared with Au- 
gust, and trucks gained 22 percent. 

September new-car registrations 
totaled 2,635 and truck transactions 
amounted to 373. August figures 
were 2,375 and 306, respectively. 

In the first nine months, 16,939 
new cars and 2,224 new trucks 
were registered. During the same 
period of 1954 registrations to- 
taled 11,753 cars and 1,474 trucks. 

Ford led September new-car reg- 
istrations with 714. Chevrolet was 
second with 640, while Oldsmobile, 
with 235, was third. 

Other registrations were: Buick, 
188; Pontiac, 188; Dodge, 141; Plym- 
outh, 136; Mercury, 114; Cadillac, 
59; Chrysler, 49; Nash, 39; Packard, 
30; Studebaker, 26; Hudson, 21; 


DeSoto, 20; Lincoln, 15; Willys, 7; 





Imperial, 3; Porsche, 3; Volks- 
wagen, 3; Jaguar, 2; Isetta, 2, and 
Triumph, 1. 

Truck registrations were: Chev- 
rolet and Ford, 110 each; GMC, 56; 
International, 36; Dodge, 13; Willys, 
12; Divco, 6; Reo, 2; Kenworth, 1; 
White, 1, and miscellaneous, 26.— 
(Ira R. Alexander. ) 

* a” 


Cleveland 


Despite a slight easing off in 
overall sales, new-car figures for 
the year in Cleveland continue to 
run considerably ahead of the same 
period of 1954. 

For the week ended Oct. 22, 
new-car volume was reported at 
1,213, compared with 1,165 for the 
same week last year. Used-car 
sales were 2,005, compared with 
1,462. 

New models and high promo- 


tional activities are reported re-| 





sponsible for high interest and 
brisk activity—(Sanford Markey.) 


* * * 


Salt Lake City 


New-car registrations in Salt 
Lake County (Salt Lake City) de- 
clined 6 percent during September, 
to total 1,089, compared with 1,155 
in the previous month. 

In the same period, truck regis- 
trations rose 47 percent, from 165 
in August to 243 in September. 


Car registrations by make were: 
Ford, 302; Chevrolet, 209; Buick, 
103; Oldsmobile, 98; Plymouth, 
80; Pontiac, 71; Mercury, 62; 
Dodge, 36; Cadillac, 32; DeSoto, 
24; Chrysler, 18; Volkswagen, 17; 
Studebaker, 8; Packard, 7; Lin- 
coln, 6; Nash, 6; Hudson, 4; Wil- 
lys, 1, and miscellaneous, 5. 

Truck registrations were: Ford, 

83; Chevrolet, 58; GMC, 37; Dodge, 
28; International, 14; Kenworth, 8; 


| Willys, 8; White, 3; Mack, 1, and 
| miscellaneous, 3. 
* * 


Omaha 


Chevrolet led the parade in new- 
| car registrations in Douglas County 
|(Omaha) for September, with 380 
| sales. Ford was runnerup with 303, 
|Buick was in its usual third spot 
|}with 171 and Plymouth was in 
|fourth place with 104. 

Passenger cars sold in September 
| totaled 1,423, against August’s 1,570. 
| In trucks, Ford was again in top 
|spot, showing 50 sales. Chevrolet 
|took second spot with 39 registra- 
|tions, ten ahead of International’s 
|29. September’s total was 141, as 
— to the previous month’s 
169. 


Dealers are using some new (that 
‘is, new to this town) sales gim- 
|micks. One dealer throws in an 
|older car free if you buy a new 
| one. One dealer painted his build- 
jing a bright pink, which proved a 
traffic stopper. 

Displays of 1956 models thus far 
are getting good turnouts, with the 
Continental Mark II getting the 
| biggest play. One dealer says he 
| sold one, the other dealer, two. Most 
patrons’ comments indicate the 








Ay) 


By providing a gear ratio best suited for 


each road and load condition, Eaton 2-Speed 


Axles permit engines to work in their most 


efficient and economical 


speed range, re- 


ducing stress and wear on operating truck 


parts. Truck maintenance is reduced, trucks 


deliver more on-the-job hours. In addition, 


because of Eaton’s exclu 


sive planetary de- 


sign, forced feed lubrication, and extra 


rugged construction, there’s less mainte- 


nance on the axle itself. 


When axle repair 


is required, Eaton’s down-to-earth design 


makes the work quick, easy, and economi- 
cal. Trucks with Eaton 2-Speed Axles last 


longer, earn more at lower cost, are worth 


more on the trade-in. 


AXLE DIVISION 
MANUFACTURING COMPANY 


CLEVELAND, OHIO 


Ga) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites * Spring Washers *Cold Drawn Steel *Stampings Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 








car’s simplicity is what makes it 
stand out.—(Arthur R. Oleson.) 
* +. * 


Charlotte, N. C. 


A total of 1,159 new cars were 
registered in Mecklenburg County 
(Charlotte), N. C., during Septem- 
ber, according to figures compiled 
by the North Carolina Automobile 
Dealers Assn. 

Truck registrations in the same 
month amounted to 164. 

By make, car registrations 
were: Chevrolet, 359; Ford, 270; 
Oldsmobile, 118; Buick, 106; Pon- 
tiac, 92; Plymouth, 58; Chrysler, 
37; Dodge, 28; Cadillac, 26; Mer- 
cury, 25; DeSoto, 16; Nash, 9; 
Lincoln, 5; Studebaker, 4; Hudson, 
3; Packard, 1, and miscellaneous, 
2. 
Truck registrations were: Ford, 
52; Chevrolet, 51; International, 33; 
GMC, 14; Mack, 6; White, 3; Dodge, 
2, and miscellaneous, 3. 

+ + * 


Baltimore 

New-car registrations in Balti- 
more during September totaled 
3,207, while truck transacticns 
amounted to 333. 

By make, car registrations were: 
Chevrolet, 883; Ford, 570; Plymouth, 
379; Oldsmobile, 331; Buick, 266; 
Pontiac, 223; Mercury, 158; Dodge, 
134; Chrysler, 58; Cadillac, 57; Stu- 
debaker, 42; DeSoto, 35; Packard, 
29; Nash, 16; Lincoln, 10; Hudson, 
9, and miscellaneous, 7. 

Truck registrations were: Ford, 
92; Chevrolet, 90; International, 54; 
Dodge, 53; GMC, 22; White, 8; Dia- 
mon T, 3; Brockway, 2; Federal, 2; 
Reo, 2; Willys, 2; Studebaker, 1, 
and miscellaneous, 2.—(Kate Sav- 
age.) 


* * 


* 

Wayne County, Mich. 

The area of Wayne County, Mich., 
which lies outside the city limits of 
Detroit gained 205,333 in population 
from April, 1950, to July 1, 1955, ac- 
cording to estimates. 

Since the rate of population 
growth in the city of Detroit has 
declined over the past five years, 
the rate of increase as well as 
the numerical gains of out-county 
areas have gone up. 

Units of government with the 
“argest population gains from 1950 
to 1955 were: Redford Township, 
164 percent; Allen Park, 146 per- 
cent; Garden City, 145 percent; 
Livonia, 101 percent; Ecorse Town- 
ship, 86 percent; Lincoln Park, 49 
percent; Taylor Township, 48 per- 
cent; Dearborn Township, 46 per- 
cent; Dearborn City, 19 percent, 
and Detroit, 2 percent. 

* = * 

‘ Pittsburgh 

New-car registrations in the 
Pittsburgh area increased “decid- 
edly” in the week ended Oct. 22, 
according to the Bureau of Busi- 
ness Research of the University of 
Pittsburgh. 

The bureau’s seasonally adjusted 
index rose to 200.2 percent of the 
1935-39 average, the highest point 
reached in two months. The steel 
ingot rate moved up to 102.2 per- 
cent of practical capacity, the high- 
est since early 1953. 

September new-car registration 
in Pittsburgh totaled 4,944, a de- 
cline of 19 percent from August, 
when registration amounted to 
6,138. 

September registrations, by make, 
were: Chevrolet, 1,042; Ford, 778; 
Buick, 690; Plymouth, 678; Pontiac, 
446; Oldsmobile, 408; Mercury, 228; 
Dodge, 201; Chrysler, 113; DeSoto, 
76, Cadillac, 71; Nash, 59; Packard, 
54; Studebaker, 51; Lincoln, 16; 
Hudson, 8; Willys, 5, and miscel- 
laneous, 20.—(Leon M. Leffingwell.) 


* * * 


Canada 


Dealers across Canada increased 
the dollar volume of their business 
by 13 percent in the first eight 
months of 1955, compared with the 
same period of 1954. 

Sales of motor vehicles showed 
gains in all provinces except Sas- 
katchewan, a predominantly farm- 
ing area which has suffered from 
cash shortages this year. 

During the eight-month period, 
Canadians spent more for motor 

vehicles than they did in any 
other retail classification. 
Canadian exports of cars, mean- 
while, rose to $7,111,000 in the first 
eight months, compared with $6,- 
604,000 a year earlier. 

Dealer sales of parts and equip- 
ment at the wholesale level were 
up 11.6 percent in dollar volume in 
August compared with the same 
month of 1954.—(M. L. Schwartz.) 
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sometimes I get 
the feeling they’re running the 


A KNOW ... 
same film over again ... That this 
was where I came in. 


Stuff like this, I mean: “Every- 
thing was blurred and indistinct,” 
H. L. Bowden said. “The wind made 
such a roar I couldn’t hear the en- 
gine. The speed was terrific. The 
crowds were a black streak.” 


Bowden hadn’t broken’ the 
sound barrier. The year was 1905 
and he had just driven an auto- 
mobile a mile in 34.2 seconds. 


NEWS—1905: “In a few years 
automobiles will be commonplace 
... glance back at the meteoric rise 
of the bicycle”. ... A chauffeur— 
the glamor boys of that era—won 
the 1,000-mile nonstop race and 
married “the girl” in the tonneau 
of the winning car at the automo- 
bile show... 

A southern senator, against Gov- 
ernment aid for good roads, said 
we should “pay-as-we-go”. . . The 
special financial commissioner of 
the Imperial Japanese Government, 
in the U. S. to ask for a loan, drove 
up the Hudson with President 
Roosevelt (T. R.) ... A minister’s 
congregation accused him of ne- 
glecting his duties to ride around 
in his automobile . . . Speed traps 
are deplored. 


* * * 
a Couple wed on TV 
show after winning quiz... Re- 


cently completed Ohio Turnpike, 
proposed in 1947, was held up two 
years by state senators .. . Bridge- 
water State Teacher’s College rules 
that students must turn in car keys 
on Mondays to be returned to them 
after their last Friday class... 


“People will soon be able to fly 
anywhere, day or night, faster 
and cheaper than ever before .. . 
airlines will push out railroads, 
the No. one public means of mass 
travel .. . “The airplane is fast 
becoming as familiar as the fam- 
ily car”... .“Speed traps deplored.” 

Human nature doesn’t seem to 
have changed much in half a cen- 
tury. Neither has the fact that you 
can’t have free enterprise without 
competition. And the automotive 
industry is about to bump up 
against its first real competition— 
the airlines. 

* * x 


Ares it’s a healthy thing for 
the industry. How much has 
the automobile really changed—im- 
proved—in the last three decades? 
For instance, we’re all excited to- 
day about torsion-bar suspension. 
Old hat! Been around for years! 
We might do well to mull over a 
bit, too, the sudden influx of small 
economical foregin cars. 








In fairness to the automotive 
industry, it should be pointed out 
that the big airlines were pushed 


Brotherhood 
Borkin Heads Fund Drive 


To Fight Bigotry 


NEW YORK.— Edward Borkin, 
Edwards Motors, Inc. (Lincoln- 
Mercury), has been named chair- 
man of the automotive division of 
the Joint Defense Appeal, a drive 
aimed at combatting bigotry and 
discrimination in the United States. 

The Joint Defense Appeal, sole 
fund-raising arm of the American 
Jewish Committee and the Anti- 
Defamation League of B’nai B'rith, 
is seeking to raise $3 million in the 
New York area. 

Other auto division committee- 
men are Samuel C. Dretzin, Surrey 
Motors; Murray Kaufman, Kauf- 
man Auto Supply Co.; John F. 
Connors, Ford division New York 
district sales manager; Charles 
Kreisler, Charles Kreisler, Inc. 
(Oldsmobile); Joseph Farlowe, Au- 
tomobile Merchants Assn., and 
Irving Rogers, Rogers Pontiac. 








into growth by competition from 
the low-rate, nonscheduled lines 
which forced them to run trans- 
continental coach flights. 


American, United and TWA trans-|- - 


continental coach flights now com- 
pete with those of the cheapest 
nonskeds. And how they all kicked 
when the Civil Aeronautics Board 
set up new routes that would give 
them competition. But the CAB, 
like Mother, knew best. And look 
how well it turned out. 


* * * 


P S.: Looks as though the good 
* old alchemy of competition is 
already working on the automotive 
industry ... the big increase in 
construction of turnpikes .. . the 
safety features in the new cars... 
and GM’s experimental Sunmobile. 

Just a stunt? What about Bell 

Telephone’s recent experiments 
with solar energy in Americus, 

Ga. ... and the scientists who 
are saying that solar energy will 

bypass atomic energy for com- 

mercial use? 

In Israel they recently produced 
the first solar steam without the 
aid of mirrors or lenses. 

P. P. S. This is where I came in, 
again... in 1905: “Realizing the 
unsatisfactory nature of gasoline” 





and because of its high price, mo- 
torists were urged to write their 
congressmen to repeal the tax on 
alcohol . . . 70,000 cars in the U. S. 
. gasoline supply petering out 
.. . California and Texas oils prac- 
tically barren of gasoline distil- 


lates” — The situation was getting 
desperate. 
* * * 
LCOHOL was ‘‘better and 


cheaper.” Farmers got ready 
to make a killing raising potatoes 
for alcohol . . . 255 gallons per acre. 
Manufacturers and engineers start- 
ed to experiment. Motors “needed 
no change,” except carburetors 
would need a little preliminary 
“warming up.” 

One tried an auxiliary electric 
motor to do the job. Another de- 
signed a jacket to hold the heat 
in after starting on gasoline and 
switching to alcohol. 

In 1906 the congressmen saw the 
light and took the tax off alcohol— 
except for beverages. Everyone was 


|relieved. Now when all the trees 


had been cut down and the coal 
mines exhausts the country would 
have something to power work en- 
gines, light sitting rooms and kitch- 
ens and even run automobiles if 
they had a mind to. Boy! Was that 
a close shave! 





Selling New Cars? 






Where Are You Placing Your 


Advertising in Chicago? 





Here’s the score on new car advertising 


~— 


for the first nine months of 1955: 


DAILY NEWS. ..... 
Daily Tribune. ... . 
Daily American... . 


Daily Sun-Times. .. . 


CHICAGO 


New York 


Detroit 


Chicago’s 


At Buick's West Coast Preview— 


A futuristic theme, keynoted by a Broadway stage production, “Spacerama,’ 


oF , 





was 


featured at the dealer preview in Los Angeles for the 1956 Buick models. Motifs for 


“Spacerama" and dealers representing all Pacific states, as well as Arizona and 


parts of Colorado, are pictured at the Shrine Auditorium. 








The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








Chicago Daily News 





where advertising gets 


maximum home coverage... . 


reaches the people 


Atlanta 


In Chicago and suburbs, 

the Chicago Daily News reaches 
the most able-to-buy households 
at the least cost of 

any Chicago daily newspaper. 


See your Daily News representative for all 
the facts on the home coverage study, pre- 
pared by J. R. Brady & Associates. 


Chicago daily newspapers 


. - 864,305 limes 
777.336* lines 


; - 616,515 lines 
. - 458,781 lines 


*Zone Linage Included 
Source: Media Records, Inc. 


DAILY NEWS 


HOME Newspaper 


Los Angeles San Francisco 








T COMES upon the heels of the most successful Buick in history 
—and beats it on every score. 


In shimmering steel and solid sinew, it’s Buick for 1956 — and 
there’s never been anything like it for pure automobile. 


You get a good hint of what we mean when you take in the sweep- 
ahead styling of it—from the air-splitting prow of its V-front grille 
to the robust rake of its canted rear profile. ~ 


You get an even better hint when you open the doors and see the 
dazzle there—in the decorator fabrics and décors—in the jewel-like 
finish of the fittings—in the precisely shaped steering wheel and 
controls—in the rich new instrument panel with soft-padded top 
and glowing dials that detail your progress in changing colors. 


SEE JACKIE GLEASON 


But it’s when you put this beauty to the city streets and the open 
highways that you learn the best of it. 


Performance Without Parallel 


A new advance in Variable Pitch Dynaflow* goes airplanes one 
better—steps up your getaway in normal driving without flooring 
the pedal to switch the pitch. But when you need that extra surge, 
it’s there, instantly — and in extra abundance. 


The mightiest V8 engines in Buick annals bring 255 hp to the | 
ROADMASTER, SUPER and Century — 220 hp to the bedrock- 
priced SPECIAL. Yet this is such high-compression power; such 
dynamic driving power, such completely usable power at the rear 
wheels—the whole rear end has been endowed with extra brawn 
and heft and solidity to handle it. 


*New Advanced Variable Pitch Dynaflow is the only Dyne 


ats NOW ON DISPLAY - 


Every Saturday Evening 





Sutch. yet 


We could spread before you an acre of blueprints on the engi- 
neering gems that spark the spectacular performance and ride and 
handling and roadability of these great Buicks for 1956. 


We could tell you about a new double-Y manifolding of the engine 
for more usable power. And about a brilliant new front-end geom- 
etry that adds a whole new “‘sense of direction” to the car’s travel. 
And about massive new direct-action shock absorbers that move 
three times more oil to cushion your all-coil-spring ride that much 
more buoyantly. 


But you can get the full and magnificent story right now, at our 
showroom, in a face-to-face meeting with the best Buicks yet — 
now on display, and setting a dazzling new pattern for 1956. 


cay Dynaflow Buick builds today. It is standard on Roadmaster, Super and Century—optional at modest extra cost on the Special. 


SEE YOUR BUICK DEALER 
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Auto Personnel 


William R. Patterson, formerly 
sales representative of the Pitts- 
burgh branch of White Motor Co., 

has been named 
assistant to P. E. 
Tobin, general 
sales manager, 
and transferred to 
the Cleveland of- 
fice to handle 
product and poli- 
cy matters in the 
general sales de- 
partment. 

f ; He succeeds J. 

Jee D. Courtright, 

W. R. Patterson who has taken 
over the White and Autocar dis- 
tributorship in Providence. 

* * * 


Cadillac Promotes 3 


At Detroit Branch 


Cadillac has promoted three 
members of the sales staff of its 
Detroit branch. 

Harper Clifford has been named 
used-car manager and William 
Handloser becomes assistant sales 


manager. James Heathy has been 
named manager of the Jefferson 
Ave. sub-branch. Handloser and 
Heathy joined Cadillac in 1950; Clif- 
ford in 1954. 

* * + 


Messenger Joins Borden 


Appointment of David L. Mes- 
senger to represent the durite de- 


partment of Borden Co.’s chemical! 


division in upper New York State 
and western Pennsylvania has been 
announced. Messenger will serve in 
sales and technical capacities in 
marketing Durite’s line of phenolic 
resin products, which include mold- 
ing compounds, resins for abrasive 
and friction bonding, and lamp bas- 
ing cements. 
od * + 


International Appoints 


6 Sales Representatives 


Six regional representatives have 
been named to specialize in sales 
activity on the new International 
Harvester 300 Utility tractor. 


The six men, who will work under 


the supervision of IH’s six general 
sales regional managers, are How- 
ard A. Field, Peoria, Ill., central 
region; William L. Ferrell, Syra- 
cuse, eastern region; John F. Burk, 
Minneapolis, northwest region; 
Hassell G. Coffman, Charlotte, N. 
C., southern region; Marshall C. 
Hons, Kansas City, Kans., south- 


west region, and Clyde W. Davis, | 


Denver, western region. The overall 
program will be headed by B. H. 


Bagby, assistant sales manager, 


general sales, Chicago. 
* * * 


Clevite Names Nunan 


J. Kneeland Nunan has been 
named to the new position of vice- 
president and general manager of 
Clevite Research Center. Nunan has 
been president of Consolidated 
Vacuum Corp., Rochester, 
and was assistant dean of engineer- 
ing at the University of Southern 
California until 1943. 

* * * 
Continental Aviation Picks 


Smith to Head Sales 


Kenneth C. Smith, former De- 
troit sales manager for Capital 
Airlines, Inc., has been appointed 


manager of sales and service for | 


Continental Aviation. 
Smith spent 10 years in the 





N, X.! 


“It’s lunch time and they 
haven’t quite made up their 
minds. I’m taking no chances on 
losing them!” 


sales department of American 
Airlines before joining Capital 
about eight years ago. 


* x * 


Spray Picks Powell 


Miles Powell has been named 
sales manager of Spray Starting 





ASS : 


.. . CINCINNATI'S 
UNDISPUTED LEADER ... 


CINCINNATI TIMES-STAR 


... First by far, in General Advertising linage 


During the first seven months, 1955... 


The TIMES-STAR carried 1,612,418 lines of 
General Display Advertising . . . 

193,667 more lines than the POST 

203,889 more lines than the Daily ENQUIRER 


a 


Welly tr 


Source: Media Records 


For maximum cash register results 


in Cincinnati, it's always the .. . 


GENERAL ADVERTISING REPRESENTATIVES— 
O’Mara & Ormsbee—New York, Chicago, Detroit, San Francisco, Los Angeles 


TIMES-STAR 





Fluid Co., Camden, N. J. The firm 
makes priming fuels for gasoline 
and diesel engines. 

* * * 


Rockwell Elected Head 


Of Pennsylvania C of C 


Willard F. Rockwell jr., president 
of Rockwell Mfg. Co., Pittsburgh, 
has been elected president of the 
Pennsylvania State Chamber of 
Commerce, succeeding Joseph C., 
Feagley, vice-president of Arm- 
strong Cork Co. 

Head of Rockwell Mfg. Co. since 
1947, Rockwell is also vice-president 
of the Pittsburgh Chamber of Com- 
merce. He becomes the tenth presi- 
dent of Pennsylvania’s 39-year-old 
chamber, which has a membership 
of more than 4,000 business execu- 


tives. 
* + * 


Murphy and Copeland 


Appointed by Chrysler 


Denis G. Murphy has been ap- 
pointed eastern fleet sales manager 
of Chrysler division and Frank T. 
Copeland has been named mer- 
chandising manager of Chrysler’s 
Pittsburgh region. 

Murphy had experience in deal- 
erships before joining Chrysler as a 
district manager in 1949. Copeland 
joined Chrysler in 1940 and, prior 
to his new appointment, was Cin- 
cinnati regional manager. 

aa + x 


Lucas Promoted to Head 


New Hyster Division 
Harold R. Lucas, Hyster Co., has 
been promoted to 
the position of 
manager of a new 
merchandise di- 
vision of the gen- 
eral sales depart- 
ment. 

Lucas has been 
administrative as- 
sistant in the 
general sales de- 
partment for six 

a years. Heisa 

H. R. Lucas graduate of the 
University of Oregon. 
* * * 


White Names Sedden 


In Truck Maintenance 


William E. Sedden has been 
named supervisor of contract main- 
tenance for White Motor Co., it has 
been announced. 

Sedden has been branch service 
manager for White at Newark, N. 
J., and has been associated with 
the: company for many years. He 
will be in charge of White’s truck 
preventive and contract mainte- 
nance program. 

- * * 
L-O-F Appoints Heydinger 
To Head New Department 


Creation of a new market re- 
search department and appoint- 
ment of a department manager 
have been announced by L-O-F 
Glass Fibers Co., Toledo. 

Heading the facility will be 
Norman F. Heydinger, who will 
be responsible for analyzing the 
market for a wide range of glass 
fiber products manufactured by 
the company. He formerly was 
manager of sales statistics for 
Seiberling Rubber Co., Akron. 

* ~ * 


Michigan Tool Promotes 


Plumb, Ton, Vertrees 


Michigan Tool Co. has named 
J. J. Plumb purchasing agent of its 
Machine and Tool division and 
Milton C. Ton purchasing agent of 
its Cone-Drive division. 

The appointments were an- 
nounced by Marvin R. Anderson, 
executive vice-president, who also 
named Duncan E. Vertrees jr. serv- 
ice manager of the Machine Tool 
division. 

. *~ 7 


Hudson Appoints Three 


Eugene Simmet has been named 
district manager for Hudson in 
Brainerd, Minn., covering north- 
ern Minnesota, and Jack Whelan 
has been appointed district man- 
ager for Hudson in Minneapolis, 
covering southern Minnesota. 
Both will be under the Hudson 


zone office in Minneapolis. 
* * * 


Exide Shifts Morrison - 


Exide automotive division of 
Electric Storage Battery -Co., Phil- 
adelphia, has named J. E. Morrison 
Pacific region sales manager, with 
offices in Los Angeles. Morrison 
has been associated with the com- 
pany since 1948. 
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Transmission Division 


CLARK EQUIPMENT COMPANY 
Jackson, Michigan Ses 








4-Door Hardto 


What's New: 

Larger engine in Special with 
220 horsepower .. . 255 horse- 
power in other series . . . four- 
door hardtop in every series ... 
second stator in Dynafiow .. . re- 
designed grille and front end... 
under-hood air conditioner .. . 
new mechanical jack ... safety 
features. et 


UICK, confident of holding) 
third place in the sales race| 


' and shooting for the far-away sec- | 


in dealer showrooms last Friday 
(Nov. 4). 

Eighteen models make up the | 
division’s latest entry. Four-door | 
hardtops have been added in the 
Super and Roadmaster series and 


Buick Offerings for 


jpoue f 


Buick's Century Convertible— 
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in Every Series .. . 


the Century four-door sedan has 
been dropped. 

On the engineering side, Buick 
has enlarged its Special engine and 
improved its Dynaflow automatic 
transmission. 

The Special powerplant now has 
a displacement of 322 cubic inches, 
the same as the other three models. 
It was 264 last year. Compression 
ratio has been hiked to 8.9 to 1 and 
horsepower boosted from 188 to 220. 


* * * 


© ond spot, presented its 1956 models, ee ee, Super and Road- 


master are rated at 255 horse- 
power, up 19 from 1955, and com- 
pression has been raised from 9 to 1 
to 9.5 to 1. 
A second stator has been added 
to the Dynaflow transmission, in- 
+ * * 


‘Bb 
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A 255-horsepower V-8 engine with four-barrel carburetor powers the 1956 Buick 


Century. Dynafiow automatic transmission 


is standard on the Century, Super and 


Roadmaster and all models feature full rear-wheel cutouts. 


The Estate Wagon— 


Four-door Estate Wagons are offered in the Special and Century series in Buick's 


1956 line. All models feature a new grille and redesigned instrument panel. Fifteen 
exterior colors are available in solid, two-tone and three-tone combinations. 


Roadmaster Styling Distinctive— 


Several styling innovations distinguish the Roadmaster, Buick’s luxury series, from 
the rest of the line. Among them are ‘‘bombsights" mounted on the headlights and a 
distinctive sweepspear side moulding which ends just above the rear hubcap. The 
Spear extends to the bottom of the door panel on other models. 


| 4-Door Super Hardtop Debuts— 


A newcomer to Buick's line for 1956 is the Super four-door hardtop. It is powered 
by a 255-horsepower engine and is equipped with Dynaflow and power steering as 


standard equipment. 


_ Buick Hikes Horsepower to 255 


creasing torque multiplication and 
boosting performance in the zero 
to 30-mile range. Dynaflow is 
optional on the Special and stand- 
ard on other models. 

All models have double “Y” ex- 
haust manifolds. Four-barrel car- 
buretors are standard on the three 
higher-priced models while the 
Special has a two-barrel system. 

The 1956 grille is V-shaped and 
has a chrome-plated wide screen 
which is buffed to a high luster. In 
the center is a medallion carrying 
the nameplate, year and _ series. 
Wings extend across the grille from 
either side of the medallion. The 
hood ornament is a replica of a 
sweptwing jet bomber. 

oe * * 
LL 1956 models have full rear- 
wheel cutouts. Only the two- 
doors had the rear wheels fully ex- 
posed last year. 

Several styling changes distin- 
guish the Roadmaster, Buick’s pres- 
tige model, from other members of 
the family. 

Two chrome strips extend down 
the trunk lid to handles on either 
side and the word “Roadmaster” 
in large block letters stretches 
across the bottom of the trunk lid 
between the handles. 

Also, “bombsights” are mounted 
on the Roadmaster headlights and 
the sweepspear side moulding stops 
just above the hubcaps instead of 
extending to the bottom of the door 
panel as on other models. 

A new air conditioner, an option- 
al feature, is located entirely under 
the hood. It is hooked up to the 
heat vents and delivers cool air 
through three ducts in the instru- 
ment panel. 

* x * 

HE redesigned instrument panel 

is the same in all series for the 
first time since World War II and 
features red and green dials as in- 
dicators. The Redliner speedome- 
ter, a Roadmaster exclusive in 
| other years, now is standard on all 
models. 


A new mechanical foot-operated 
jack has been developed and jack- 
ing points are designated on the 
side rail of the frame near each 
wheel, making it easier and safer 
to change a tire. 

Other safety features include in- 
terlocking door latches, improved 
power brakes and improved accel- 
eration in the driving range to 
minimize danger in passing. Seat 
belts are optional on all models and 
a padded instrument-panel cover is 
standard on the Roadmaster and 
optional throughout the rest of the 
line. 

* om * 
| lgprween ener gel power steering is 
standard on the Super and 
Roadmaster. 


Buick offers a two-door hardtop, 
four-door hardtop and convertible 
in each series and a four-door 
sedan in the Special, Super and 
Roadmaster lines. Four-door estate 
wagons are available in Special and 
Century models and a _ two-door 
sedan in the Special series. 


Fifteen colors, 11 of them new, 
are available in solid, two-tone and 
three-tone combinations. Buick 
offers more than 200 interior com- 
binations in nylon, leather and cor- 
daveen. 


Used-Car Dealer 
Offers °56 Fords 
At ‘Cut’ Prices 


EUGENE, Ore.— Hansen Bros. 
Polka-Dot-Lot here has advertised 
1956 Fords at reduced prices. A 
former new-car dealer, Hansen told 
the public: 

“If Ford is not the car of your 
choice . . . you still don’t have long 
to wait ... 1956 cars of all kinds 

- makes ... models . . . colors 
... all styles are on their way... 
as fast as they are off the assembly 
line.” 

Further north, the Aberdeen 
(Wash.) Wholesale Dealers adver- 
tises that it is the city’s “first and 
only (auto) discount house.” It 
offers parts, tires and batteries to 
customers at wholesale as part of 
a “lifetime” guarantee. 


- WAGON 


PRODUGTION 


) 


GREY IRON CASTINGS 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


lea 


FOUNDRY DIVIS1 


COMPANY 


7 


A 


CHATTANOOGA 2, TENNE 


AUTOMOTIVE 
SERVICE TOOLS 


make hard jobs easier 


save labor on every job 


KRW Engine Overhaul Stand 


835-WG KRW geared head 
portable engine overhaul stand 
speeds up engine overhaul with 
extra safety. Adaptable to all 
passenger and light truck en- 
gines. Rotates 360° in either 
direction with a minimum of 
effort — locks in any position. 
Designed also to hold transmis- 
sions, axles, differentials and 
other heavy assemblies. 


Write for bulletin No. 28B and catalog of service tools 
and garage equipment. 


Automotive Products Division 


k-R-WILSON: Inc. 


ARCADE, NEW YORK 


DECALS 


YEAR — MAKE 


Ford 1952-54 
Merc. 1952-55 


rd 1955 
(with 5 stripes) 


Ford — Merc, 1952-55 
Upper Body and Fibreglas 


Chev. — Pont. 1949-54 
Olds. 1949-50 


Sufficient for 
About 2 Rolls 


Bonding Coat " 
Clear Sealer " 
WE PAY POSTAGE IF CHECK ACCOMPANIES ORDER Add 35c if Special Delivery Desired 
Full Satisfaction Guaranteed 
The Co. 


Largest Manufacturer of Wood Station 
618 Communipaw Ave. Jersey City, N. J. Wagon Parts and Luggage Carriers 
“If Your Parts Department Has Clipped a Previous Chart, 
Please Destroy Same and Replace with This Chart!” 


STATION 


Original Decal— 
Shipped within Hours After you Order 


TYPE 


MAHOGANY — 
Type “7 


Application 
Solution 
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Anyfown, OSA, 








There’s the alarm! And Anytown can 
depend on its firemen, just as they in 
turn can depend on their Mack fire 
apparatus. 

Other Mack vehicles have been work- 
ing all day long in Anytown—deliver- 

“ing food, clothing, fuel . . . excavating 
building sites and hauling construction 
materials . .. furnishing on-schedule 
bus service and doing countless other 


Mack-sized jobs. 


ne pen 


The name Mack stands as the very 
symbol of endurance, dependable per- 
formance and thrifty operation only 
because Mack has thoroughly earned 
this distinction. It’s no accident that 
the phrase ‘‘Built Like a Mack” is a 
part of the American language; it is a 
logical result of Mack’s uncompromis- 
ing insistence for more than half a 
century upon the highest quality and 
adequacy of every part that research, 


YOU CAN ALWAYS COUNT ON THEM 


design and manufacture can produce. 

And so, in Anytown, whenever you 
see the seemingly impossible being 
done in a routine manner... there you 
see Macks. 


TRUCKS + BUSES + FIRE APPARATUS 


There are a number of excellent marketing areas open for appointment of new Mack 
distributors. For particulars write Distributor Sales Division, Mack Trucks, Plainfield, N. J. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


At Martin-Senour Sales Meeting— 


A record-breaking year in automotive paint sales was predicted by William M. 
Stuart, president of Martin-Senour Co., Chicago, left, at the company's three-day sales 
meeting of its automotive division. Others, dressed in caps and gowns for a “ques- | 
tion" program at the parley, are, from left, Leland Charley, south-central manager; | 
J. F. Degman, West Coast regional director; R. C. Sutter, central division manager, and | 
J. D. Black, southeastern manager. 





By Leo T. Parker 
Attorney at Law 


ACK Davis, of Gen Motor Sales, 

610 N. Main St., Dayton, O., 
writes in part, as follows: “I am 
a constant reader of your column, 
and a question has occurred to me 
for which I find no answer in any 
of your previous writings and it 
goes as follows: 


“An owner of an automobile left 
his automobile parked in front of 
his house all night, keys in the 
ignition; certificate of title above 
his sun visor, and his drivers li- 
cense and other identification 
papers in the glove compartment. 

“The car was stolen. A day 
or two thereafter the thief, pur- 
porting to be the owner, en- 
dorsed the certificate of title to 
a purchaser without notice and 
the thief identified himself as 


| being the owner by the driver’s 








license and other papers of iden- 
tification he found in the car. 


“The car was held by the first 
purchaser for about four months 
and re-sold to a second purchaser 
without notice and now, a year 
later, the insurance company that 
paid off the owner, repossesses the 
car. 

“It has also occurred to me that 
the insurance company who pays 
an owner that indulges in such 
negligence as to leave the keys 
in an ignition, the certificate of 
title above the visor and driver’s 
license and other papers in the 
glove compartment pays off as a 
volunteer rather than on a legiti- 
mate claim and should have no 
rights against the purchaser in 
repossessing the car as he has 
done. What is your opinion?” 

* * * 


Legal Title Barred Thief 


Y ANSWER is: First, it is 
important for you to know that 


LOOK WHAT'S HAPPENING AT WHITE! 


White Representatives 
Coast-to-Coast are expanding! 


WHITE TRUCK HEADQUARTERS are really going 
great these days because the new, complete 
line of White Trucks is better than ever—geared 
right to today’s trucking industry needs. 


NEW WHITE 


9000 LINE! 


Being previewed across 
the nation are new White 
“9000” models that 
achieve a new standard 
in highway service. 
Gasoline and diesel 
Models. Another big 
reason: to GO WHITE! 


THE WHITE MOTOR COMPANY ° Cleveland 1, Ohio 


FOR MORE THAN 50 YEARS THE GREATEST NAME IN TRUCKS 





a thief of an automobile never can 
give good title to one who purchaseg 
the automobile from the thief. 


In other words, in answer to 
your third paragraph, the put. 
chaser has no rights of ownership, 
According to a late higher court cas 
one who leaves ignition keys im) 
his automobile is not responsible 
for theft of the car. 


Hence, no matter how the thief — 
gets possession he cannot trans- | 
fer good and legal title to an | 
automobile he stole. 


Also, see Midkiff v. Watkins, 
52 So. (2nd) 573. Here it was 
shown that one Watkins left an 
automobile unattended with the 
motor turned off, but with the key 
in the ignition switch. 

A thief stole the automobile and 
in attempting to negotiate a curve 
ran into another automobile killing 
its driver, whose dependent sued 
Watkins, the owner of the stolen | 
automobile, for damages alleging 
that a person who leaves an auto- 
mobile unattended with key in the 
ignition switch must foresee the 
possibility of danger, and is liable. 

* * * 


State Law Affects Verdict 


T= higher court refused to hold 
Watkins liable because he did 
not violate any state law when 
leaving his automobile unlocked 
with the key in the ignition switch, 
the court said. 

“To hold the defendant 
(Watkins) liable would go far to- 
wards making him an insurer, as 
to the consequences of every ac- 
cident in which a car might become 
involved while operated by thieves 
or their successors in possession.” 

For comparison see Ross v. 

Hartman, 139 Fed. (2nd) 14, 158 
A.L.R. 1370. In this case it was 
proved that a state law prohibits — 
@ person from leaving an un- | 
locked vehicle in a public place. 
An automobile owner violated 
this law, and his car was stolen. ~ 

In subsequent litigation the 
higher court held that in violating” 
this state law his negligence wag 
a “proximate cause” of the dam 
ages caused by a thief who stole 
the automobile, thereby rendering 
the automobile owner liable. 

cd * * 


Georgia Warns Dealers 
On Use of License Tags 


Automobile dealers in Georg 
may not permit customers to use 
dealer tags after the vehicles have’ 
been purchased, according to At- 
torney General Eugene Cook. 


“No dealer may use or permit the 
use of a dealer’s number for pri- 
vate use,” Cook stated in Atlanta 
“The dealer who allows his tags 
to be used for purposes other than 
demonstrating ortransporting 
dealer-owned vehicles for sale may 
and should be prosecuted for 4a 
misdemeanor.” 


Denver Dealers 
Publish Code | 
Of Integrity 


DENVER. — The Denver Auto 
mobile Dealers Assn. took a full 
page ad to explain its policy. 

Titled, “Your Yardstick,” th 
message said: “This ‘code’ if your 
yardstick of integrity among the! 
factory-franchised automobile deal# 
ers. Before you buy a car, new Of 
used, measure your dealer by th 
yardstick: q 

“Does he give the public hones® 
values? Does he tell the truth about 
what is offered? Does he maké 
good as promised, without quib 
bling, to the full limit on any gua 
antee given? Does he adve > 
and sell his products and servic 
on their merit? Does he avoid a& 
tricky devices and schemes? Doe 
he make a friend of every c 
tomer? 

“Integrity cannot be bought of 
sold. It is that intangible some™ 
thing back of every transactio= 
you enter into. Integrity is pric 
less. A good name adds so much 
your purchase—nothing to its cost: 
Look for the automobile dealer di#® 
playing the emblem shown below 
he stands for integrity.” : 

The association’s emblem i 
printed below the message. To 
Braden is manager. 
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HE real “money in the pocket” 

benefits of an industry trade 
association are beginning to be felt 
in the Truck Body & Equipment 
Assn., I am told. At the last meet- 
ing, held Oct. 10-11-12 in the Mor- 
tison Hotel, Chicago, many mem- 


bers came to the meeting genuinely 


upset over bad conditions in the 
field 


TBEA officials are most anxious 
that their organization be of help 
as well to the entire trucking indus- 
try and are currently exploring 
activities which they may sponsor 
and which should provide informa- 
tion and aid in areas where there 
seems to be no such information 
today. 

One of the activities is in develop- 
ment’of an engineering committee 
within the association to work with 
truck factory engineers and users 
on body and equipment dimensions 
looking toward the elimjnation of 
Many mounting difficulties now 


‘being experienced in the field. 


- Now that the association has 
grown large enough so that most 


No More Punctures?— 


U. S. Rubber and Seiberling recently 
have announced puncture-resistant tires 
containing special layers under tread. 
U. S. Rubber's layer is of steel wire and 
Seiberling'’s, of soft sealing gum. U. S. 
Rubber, at Galifornia press demonstration, 

GMC truck equipped with wire tires 
h broken glass (above) without punc- 


| ture or tear. 
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Buses, Commercial Vehicles and Equipment 


of the leaders have joined, many 
trade problems can be talked over 
during the convention and solu- 
tions reached, even in aggravated 
cases. 

Its hard to call a man names and 
mean it when you sit in the same 
conference room with him for two 
or three days, eat with him and 
enjoy with him the convention en- 
tertainment. 

Especially is this true when you 
find that he is having the same 
difficulties that you are and—while 
you may not agree on the way he 
is trying to work out of his diffi- 
culties—it ‘makes it much easier for 
you to find a-comman meeting 
ground. 

The “theme song” of this year’s 
TBEA convention seemed to be co- 
operation toward making the busi- 
ness more productive and profitable 
for every one. 

It has been proven time and 
again that if manufacturers and 
distributors of a product will hold 
the line on sensible and sane dis- 
counts and trade practices, every 
one will profit more, and much of 
the things that produce ulcers in 
business will quickly disappear. 

It also has been proven that there 
is no more sure road to success— 
especially in the truck business— 
than to sell hard and provide your 


customers with good service. 
oe * cd 


There’s No Short Cut 


ANY distributors and dealers 

have thought that there must 
be some short cut, but it certainly 
isn’t to be found in today’s highly- 
competitive market. 

Every one who tries by cutting 
prices to capture business with- 
out- working for it, finds sooner 
or later that he also cuts himself 
out of the profit. 


Body and equipment distributors | 


are beginning to find that when 
they try to “buy” business with 
price cuts and long discounts they 
open the door to “chiselers” who 
put one supplier against the other 
to get rock bottom deals. 

Fortunately, I understand, some 
distributors got together at the 
TBEA and as a result several bad 
spots are beginning to clear up. 
The distributors have agreed to 
play the game straight and quit 
stabbing each other in the back. 

I hope that they have the forti- 
tude to play the game that way 
long enough for time, the great 
healer, to play its part before they 
get discouraged. 

Like car and truck dealers, the 

body distributors have educated 

(Continued on Page 37, Col. 1) 








Move by Congress Seen 
To Avert Leasing Curb 


ATA Reassured 
On Farm Trucks 


Refrigeration Builders 
Accused of Neglecting 
Users’ Real Needs 


ONGRESS will act -to avert a 

scheduled restriction on the 
leasing of farm trucks for single 
trips or brief service to haul gen- 
eral freight, predicted L. James 
Harmanson jr., general counsel of 
the National Council of Farm Co- 
operatives, before the Private Car- 
riers Conference of the 22nd annual 
convention of the American Truck- 
ing Assns. held recently in Wash- 
ington. 

This was but one of the news 
highlights affecting all truck 
dealers that came out of the 
ATA convention and the conven- 
tion of the Truck Body and 
Equipment Assn. in Chicago. 

The controversial rule, which 
would prohibit common and con- 
tract haulers from leasing vehicles 

for less than 30 days or using a 
percentage of revenue as a basis for 
payment, is scheduled to go into 
effect March 1. 

Harmanson, who said he was not 
speaking for any farm organiza- 
tion or for agriculture in general, 
based much of his prophecy on the 
fact that it was “inconceivable that 
the ICC would impose its new rule, 
as scheduled, while the Congress is 
actively processing legislation 


Each Maker’s Share... 





which would deny to the commis- 
sion authority to put such a rule 
into effect.” 

* x * 


Farm Stand Explained 


E FURTHER criticized the op- 

position of railroads, truck 
operators and teamsters to wide- 
spread use of “exempt farm trucks 
to haul general cargoes part of the 
time under special arrangements 
which bring them into competition 
with regularly ‘for hire’ services:” 


He claimed that “neither the rail- 
roads nor the traditional ‘for-hire’ 
truck services can fully meet the 
needs of agriculture and farm 
freighting services can be given at 
modest charges only by these part- 
time deals.” 

“We do not advocate any law 
or regulation,” Harmanson said, 
“which will permit the owner of 
a truck to pose as a common 
carrier unless he has the author- 
ity to act as one. 

“We do advocate, however, and 
believe it is fundamentally sound 
and right that after a movement 
by a private or agriculturally ex- 
empt hauler, he shall have the 
right by law to enter into a bona 
fide lease of his truck for a back- 
haul, or further movement, rather 
than moving empty, so long as the 
lease movement is strictly in con- 
formity with the scope of the cer- 
tificate of the authorized carrier to 
whom the truck is leased.” 

cd * oh 


Refrigerator Bodies Hit 
OTH the truck manufacturer 


and the builders of refrigerator 
bodies were hit by T. C. Borden, 


Nine Months’ Truck Output— 
'55 vs. ‘54 


(U. S. PRODUCTION) 


9 Months, 
1955, 


Output 
CHEVROLET 303,220 


DIAMOND T 


Total somnin. U. .. 932,825 


* 


Pet. of 
9-Month 
Total 


32.51 


8.28 
29.17 
8.32 
10.27 
1.17 


1.53 


1.15 
6.01 


100.00 


9 Months, 
1954, 
Output 
253,480 
2,566 
2,377 
68,029 
229,178 
59,552 
73,511 
4,993 
6,156 
10,068 
7,937 
52,370 
4,885 
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_ Smaller Builders Improve Share of Production 


By Martin L. Whitmyer 
Staff Writer 
'HEVROLET and Ford closed the 
third quarter far ahead of other 
iutasterers in overall truck out- 
' put, but both lost percentage-point 
Sround to the remainder of the 


_ Commercial-car industry. 


_ Likewise, the Big Six truck 
Producers, composed of Chevrolet, 
Ford, International, Dodge, GMC 


_ and Willys, made 94.5 percent of 
_ the entire industry output during 
_ the first three quarters, but para- 


¥ doxically 


lost 0.42 pereentage 


' Points to the so-called indepen- 


a2 


dent makers. 


The larger makers produced 882,- 
| 170 of the 932,825 trucks assembled 


3 





during the first nine months, as 
compared with the 94.9 percent 
registered on 736,120 of the 775,102 
trucks built during the same period 
@ year ago. 
ca OK * 
yas Big Six manufacturers also 
showed a 0.13 percentage-point 
drop the first half of this year, 
when they made 607,226 trucks for 
94.7 percent of total output. 
Chevrolet produced 303,220 
trucks for 32.51 percent of total 


TRUCK NEW PRODUCTS 
Page 49 


industry output during the first 
nine months, but showed a 0.19 
percentage-point drop from the 
32.70 percent of industry output it | 
gained on 253,480 trucks last year. 
Chevrolet, however, showed a 1.80 
percentage-point gain over the first 
half, or largest gain of any pro- 
ducer over the first six months of 
this year. 
* t 
For? made 272,191 trucks during 
the first nine months for 29.17 
percent of total industry output—a 
0.40 percentage-point drop from the 
29.57 percent gained on 229,178 
trucks last year, but suffered even 
worse from the first half. 
Ford lost 1.09 percentage points 





from its first-half output for the 
worse loss of any maker in the 
industry. 

GMC produced 77,584 trucks dur- 


jing the first nine months for 8.32 


percent of total industry output 
and a 0.64 percentage-point im- 
provement over the 7.68 percent it 
gained on 59,552 trucks last year. 
GMC also showed a 0.47 percent- 
age-point improvement over the 
first half of this year. 

ot * * 


—re. hampered by strikes 
during part of the third quarter, 
completed the first nine months 
with 77,240 truck assemblies, but 
lost 0.40 percentage points from the 
(Continued on Page 34, Col. 3) 





traffic manager, Exchange Lemon 
Products Co., Corona, Calif., who 
told the Common Carriers Confer- 
ence of ATA, 

“Inaction in getting to the prob- 
lems faced by both frozen food 
industries and truckers is worse 
than refusal. 


“The overall problems of trans- 
portation, distribution and market- 
ing of frozen foods,” he said, “are 
of major concern not only to those 
in the frozen foods industry, but to 
every type of carrier in the coun- 
try. One of the chief difficulties has 
been the lack of air circulation and 
the creation of ‘hot spots,’ and we 
must have equipment available to 
transport our frozen commodities 
which can and will perform.” 


Many truckers, he pointed out, 
have purchased refrigerating equip- 
ment which cannot perform as rep- 
resented. And while there have 
been many improvements in motor. 
carrier refrigeration equipment in 
the past year, he said, there seem 
to be no standards or means of 
getting the information on these 
changes to the dealers, truckers or 
the frozen food industry. 


Butler Slaps Fallon Bill 


ARTHUR C. BUTLER, director of 
the National Highway Users 
Conference, declared that while the 
truck industry has been blamed by 
many for the failure of the good 
roads bill, the industry's fight to 
get equitable taxation to pay for 
the new roads was justified. 

He said, “As originally set 
forth, it (the Fallon Bill) would 
have handed the trucking and 
motor bus industries, which use 
some 16 percent of the nation’s 
motor vehicles, a highly dispro- 
portionate share of the tax in- 
crease. 

“The truck and motor bus opera- 
tors protested strongly,” he said. 
“They were willing, they insisted, 

to go along with something nearly 
proportionate. But to be handed 
the lion’s share of the bill was too 
(Continued on Page 36, Col. 1) 


Registrations Pace 
‘Zooms to H ighest 
In Four Years 


A Yes o> truck registrations 
reached 92,079, the best sales 
month since October, 1951, and. 
Chevrolet continued to lead Ford at 
the close of the eight-month period 
ending Aug. 31, according to figures 
compiled by R. L. Polk & Co. 
Only one state—Kansas—failed 
to top its sales figure of August, 
1954, and it lacked just 25 units 


_ of equaling the mark. 


California dropped again to Texas 
in the state race and Ford made a 
strong comeback from July, when 
it outsold Chevrolet in just one 
state, to grab top sales spot in 18 
states. Ford’s rival swept No. 1 in 
30 states and the District of Colum- 
bia. 

7 ~ ” 

Nera CAROLINA clung to the 

top 10 in states after bouncing 
up to ninth in July. The fast sales 
pace was reflected in the fact that 
although it upped its sales, North 
Carolina dropped to 10th spot, giv- 
ing way to Georgia. 

Chevrolet’s market penetration 
for the first eight months was 32.95; 
Ford, 31.81, and International, 11.42. 
GMC was fourth with 8.20; Dodge, 
fifth, 7.32; Willys, sixth, 2.78; White, 

(Continued on Page 38, Col. 4) 





Wheels, Inc., Eyes New Home— 





same period of 1954. Its percentage 
of total industry output was 8.28 
this year, as compared with 8.78 on 
68,029 trucks last year. Dodge also 
shows a 0.31 percentage-point drop 
from its first-half standing. 
International made a 0.78 per- 
centage-point gain over a year 
ago, jumping from 9.49 percent of 
total industry output on 73,511 
trucks a year ago to 10.27 percent 
on 95,845 assemblies during the 
first nine months of this year. 
Strikes, however, hurt Interna- 


The new warehouse and office building of Wheels, Inc., in Clifton, N. J., is shown | tignal’s third-quarter output and 
in the architect's drawing. The firm will move to its new home from its present caused a loss of 0.77 percentage- 


location in Newark, N. J., about Dec. 
storage capacity to main bulk inventories. 


personnel. 


1, according to John F. Creamer, president. 
The warehouse, with a two-acre parking area, will contain enough additional 





Cox Sells to Koehn in Cimmaron, Kans. 


points from the first half of this 
year. 


The air conditioned office wing will <2. s 
house a fully equipped classroom for technical and service training of customer 


YS produced 56,090 trucks 

and Jeeps during the first nine 
months of this year for 6.01 percent 
of total industry output, but lost 


Ed Koehn has purchased Dee Cox | from Dee Cox who sold out because | 0.75 percentage-points from the 6.76 


Motors (Ford), Cimmaron, Kans.,| of poor health. 








percent of total output gained on 


repair orders—UP 75%... 
parts sales—UP 133%... 
DUC see ah 
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Smaller Builders Gain 


Share of Truck Production Rises in Nine Months 
Over Comparable ’54 Total 


(Continued from Page 33) 


52,370 commercial-cars a year ago. 
It also showed a 0.23 percentage- 
point drop from the first half. 
Studebaker poured out 14,227 
trucks for 1.53 percent of total 


500,000 Miles of Safety 
For One-Armed Trucker 


CATTARAUGUS, N. Y.—Hobart 
Manning has only one arm, but 
he’s compiled a safe-driving rec- 
ord that is hard to beat. A truck 
driver for Setter Bros. Inc., ply- 
wood manufacturer, has has 
chalked up more than 500,000 
miles without an accident. 


For the last three years, Man- 
ning has been assigned to high- 
way transport work, driving a 
White 3,000 tractor-trailer com- 
bination throughout the eastern 
United States. 











industry output, and showed a 
0.23 percentage-point increase 
over the 1.30 percent of total in- 
dustry output gained on 10,068 
trucks a year ago. Studebaker 
however, showed an 0.09 percent- 
age-point drop from the first half. 
Mack and White continued their 
battle for eighth spot among the 
truck manufacturers, with Mack 
finishing the first nine months a 


scant 210 units ahead. 
*” + 2 


MACE produced 10,903 trucks 
during the first three quarters 
for 1.17 percent of total industry 
output and a 0.53 percentage-point 
gain over the same period of last 
year when it produced 4,993 trucks 
for 0.64 percent of total output. 
Mack also showed a 0.11 percent- 
age-point gain over the first half. 

White assembled 10,693 trucks 

during the first nine months for 
1.15 percent of total industry out- 
put and a 0.13 percentage-point 
gain over the same period of last 
year when it produced 7,937 units 
for 1.02 percent of total output. 
Its percentage-point gain over the 
first half was 0.06. 

Reo produced 4,114 trucks during 
the first half for 0.44 percent of 
total output and a 0.35 percentage- 
point drop from the 0.79 percent of 
total output gained on 6,156 units 
last year. It, however, picked up 
saab percentage points from the first 


* aa * 

pp Amonp T assembled 4,080 

trucks during the first three 
quarters to capture 0.44 percent of 
total industry output and a 0.11 per- 
centage-point increase over the 0.33 
percent of total output gained on 
2,566 units a year ago. Its percent- 
age-point gain over the first half 
was 0.02. 

Divceo produced 2,833 trucks 
during the first nine months of 
this year for 0.30 percent of total 
industry output and a 0.01 per- 
centage-point gain over the 2,377 
units assembled a year ago. Its 
percentage-point gain over the 
first half also was 0.01. 

The miscellaneous group, com- 
posed of Autocar, Corbitt, Four 
Wheel Drive, Sterling, Federal, 
Marmon-Herrington, Brockway and 
other independents, copped 0.41 per- 
cent of total industry output, on 
3,805 units during the first nine 
months. That was a 0.22 percent- 

age-point drop from the 0.63 per- 
cent share it registered on 4,885 
completions in the same period of 
last year, but the identical percent- 
age it recorded during the first half 
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Ford to Increase Output | 
Of Trucks at Louisville 
DEARBORN. — With a total in- 
dustry market for more than a 
Ow rc million trucks anticipated in 1956, 
ise Ford division plans to place its 
Louisville truck assembly opera- 
tions on a two-shift basis starting 
Jan. 3, R. S. McNamara, Ford divi- 
sion general manager, announced 
TS last week. 
The change at Louisville is the 
third recent two-shift announce- f 
ment by Ford. Car operations at 
Dealers find that 75 per cent of all shop “FASTEST, MOST EFFICIENT. .| the Dearborn assembly plant added 
jobs are more efficiently handled on Globe — have sine Hoists in our tina only a —— eT ae remy At 
“ * : One being a Globe Frame-Kontact. We find it to ahwanh, N. J., (wo-shiit car opera- 
yrame-tentnes” Selene. For them, p rofits be the fastest, most efficient of them all.” tions will begin next January. 
are going up and up as the volume and quality Chicago, Illinois, dealer Ford’s Louisville plant, opened in | 
of their services are raised. April, has separate car and truck | 
“BEST HOIST FOR CHANGING TIRES. assembly lines. 
“SAVE 50% OF TIME...” “It's the best Hoist I have ever used for chang- The new Louisville truck capacity 
“We have just installed six Frame-Kontact _ ing tires, putting on chains, packing wheels, and will serve & market extending from 
Hoists. They save 50 per cent of the time on adjusting brakes. Very easy to work under and Cincinnati and Kansas City in the 
most jobs.” Anderson, Indiana, dealer = saves mea lot of ion eh wees — = to oe in the a = ws 
Yorkville, New York, servi make possibile a realignment 0 
“HELPS SELL ADDITIONAL MERCHANDISE..." sander ee Ford’s truck distribution program, 
“We have installed four Frame-Kontact Hoists “BEST LUBRICATION HOIST IN U.S....” and provide faster service to buyers 
and find they save 25% on labor operations “T think it is the best lubrication Hoist-in the of specialized models. The Louis- 
besides selling additional merchandise. We intend USS... . . faster, easy to drive onto, and the sus- ville plant is capable of building 
to install three more.” Canton, Ohio, tire dealer pension is free.” St. Cloud, Minnesota, dealer all of Ford’s 200 truck types. 
eee rw | U.S. Track Output » 
GLOBE HOIST COMPANY Production Through Sept. 30 
East Mermaid Lane at Queen Street | 9 Months, 9 Months, 
Philadelphia 18, Pennsylvania | 1955 Make 1964 
Please send me complete data on Globe “Frame-Kontact”’ “ 1—303,22 hevrol 430— 1 
Hoists including iieaneiion on ee lower ew | ae > s of pane > _oukaen res el 2 
construction, polished cylinder, low oil control and other 1 vented, tonne, peor on 3— 95,845 Inte 73, 11— 3 
advanced features found only in Globe. d Tike oa — r. 5 
Name 1 Hoist Gomteer wy 8 the 4— 77,584 GMC 59,552— 5 
| following U.S. Patents: 5— 77,240 Dodge 68,029— 4 
Company | 2458986 - - 2593635 6— 56,090 Willys 52,370— 6 
~2612344-2612355 -2654443. 7— 14,227 Studebaker 10,068— 7 
ents issued and pending. | 
iinet tactile I cit scientist 9— 10,693 White 1,937— 8 | 
10— 4,114 Reo 6,156— 9 | 
11— 4,080 Diamond T 2,566—12 
12— 2,833 Diveo 2371-11, 
Misc. 4,885 | 


Total All Makes 
952,825 7715,102 
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WINNER in the tractor tandem-axle trailer event, James S. 
Jackson (left) of Pilot Freight Carriers, Inc., Winston- 
Salem, N. C., drove a Dodge 314-ton V-8 tractor. Driver 


AGAIN—NATIONAL ROADEO CHAMPIONS 
WIN WITH DODGE TRUCKS! 








Washington, D. C., Oct. 16, 1955—In the 1955 
ATA National Truck Roadeo, 55 state cham- 
pions competed for the title of the nation’s 
best driver in straight truck, tractor single-axle 
trailer and tractor tandem-axle trailer events. 


Each contestant was required to put his truck 
through a series of the most grueling tests of 
driving skill ever devised. These included the 
Offset Alley Test, as well as Serpentine, Alley 
Dock, Straight Line and Stop Line Tests. And 


, every contestant was free to drive any make of 


truck he desired. 
The prize-winning achievements of Mr. Jack- 





James E. Tucker (at right) of Charlotte, N. C., representing 
the Great Southern Trucking Company, also piloted a 
Dodge to take second place honors in the straight truck event. 


son and Mr. Tucker speak for themselves. 
These national champions chose Dodge for its 
unexcelled maneuverability and performance. 
It paid off well for them. It can pay off for you, 
too —through savings in time, effort and dollars 
on your hauling job! Why not look into it with 
your Dodge truck dealer soon? 


Check these ‘‘championship’’ features! 


e@ Most powerful standard V-8’s of any popu- 
lar truck! @ Biggest wrap-around windshield! 
@ Sharpest turning of all conventional trucks! 
@ Roomiest cabs on the road today! e Priced 
below most other popular makes! 


DODGE i-kated TRUCKS with THe rorwaro Loox >> 
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Congress Won't Enact 
Lease Curb, ATA Told 


(Continued from Page 33) 


much. They were joined by other 
groups who also felt the proposed 
tax schedule to be unfair and, when 
finally reported out, the bill was 
somewhat modified. 

“However, even under this modi- 
fied version of the Fallon Bill, mo- 
tor truck and bus operators would 
have been paying more than 50 
percent of the total increased tax 
burden. 


= * * 

Road Program Supported 
: obvious beneficiaries of 

such a (tax) plan were the in- 
terests inimical to commercial 
highway transportation,” Butler 
charged. “It is also a general belief, 
that Congress’ authorization for the 
highway program should be under- 
taken without tax provisions in the 
bill, because that will expedite 
passage of necessary legislation to 
meet a very urgent need.” 

The ATA went on record at its 
convention in complete support of 
the proposed Federal highway con- 
struction program as long as the 
financing of the new roads was 
based on a basis equitable to all 


users. 

The association also went on rec- 
ord in a resolution as to being in 
“complete opposition to the Cabinet 
Committee Report on Transporta- 
tion (the so-called Weeks Report) 
and to the proposed legislation in- 
troduced to carry out its recom- 
mendations.” 

Neil J. Curry, retiring ATA presi- 
dent, becomes chairman of the 
board and was named to lead a 
nationwide battle against proposals 
to change the national transporta- 
tion policy as reflected in Senate 
Bill 1920 and others. 


- * * 
Dealers See Presentations 


SERIES of three “Industry 

Presentations,” all of interest 
to the truck dealer, proved to be 
the major attraction at the eighth 
annual convention of the Truck 
Body and Equipment Assn. Inc., 
which met in Chicago the week 
prior to the ATA sessions. 


representing the truck manufactur- 
ers; R. K. Green, Truck Sales and 
Leasing Corp. (GMC), Garry and 
Hammond, Ind., representing the 
truck dealers; Robert Campbell, 
Hercules-Campbell Body Co., Tar- 
rytown, N. Y., representing the 
body and equipment distributors; 
G. E. Herr, president and general 
manager, Marion Metal Products 
Co., Marion O., representing the 
body and equipment manufacturers, 
and Jack Weed, Automotive News, 
representing the automotive publi- 
cations. John Groenier, Axle and 
Equipment Sales Co., Chicago, an 
equipment distributor was modera- 
tor. 































* * ® 


Better Salesmanship Urged 


facturer, truck chassis dealer, 
automotive publications, body and 
equipment distributor and body 
and equipment manufacturer 
sales coordination.” 
Members of this panel were 
Harry F. Blackenship, Chevrolet, 


IH Cuts Weight 
Of Heavy Trucks 


CHICAGO. — Nine new Interna- 
tional Harvester Co. heavy-duty 
trucks will feature lighter chassis 
for increased payload capacity, ac- 
cording to R. M. Buzard, truck 
sales manager. 

The new vehicles include con- 
ventional and cab-over-engine 
models with GVW of 30,000 to 40,- 
000 pounds and GCW of 55,000 to 
76,800 pounds. They now are in pro- 
duction at International’s Emery- 
ville (Calif.) plant. 

Buzard said that aluminum and 
high-tensile steel have been used 
wherever possible to reduce chassis 
weight. 


Top Trucks 


New-truck registrations for 
eight months plus 40 states for 





1955 Pos. Make 1954 Pos. 
1—223,312 Chev. 216,837— 1 
2—214,577 Ford 200,962— 2 
3— 75,629 Inter. 59,814— 3 
4— 55,946 GMC 49,825— 4 
5— 48,219 Dodge 43,412— 5 
6— 18,402 Willys 10,848— 6 
7— 9,930 White 8,317— 7 
8— 8312 Stude. 1,711— 8 
o— 7464 Mack 4,339— 9 

10— 2,583 Diamond T 1,946—10 
ll— 2,043 Reo 1,639—11 
12— 718 Brockway 861—12 
5,614 Misc. 3,561 
Total All Makes 
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a distinct need for better salesman- 
ship on the part of the body and 
equipment makers’ representatives 
in the field, the need for closer co- 
operation between the truck dealer 
and the body and equipment dis- 
tributor, the disastrous results of 
price-cutting upon the profit struc- 
ture of both the truck dealer and 
the equipment distributor and the 
need for better servicing of the 
products of the body and equipment 
makers in the field. 

Other presentations were on 
“truck and truck body wiring 
and lighting,” with R. L Nagel, 
Stimsonite Co., Chicago; John B. 
Dickson, Signal Stat Corp., Brook- 
lyn, N. Y., and A. F. Federline, 
consultant on uniform traffic law, 


Corp., Milwaukee, as moderator. 

Panel members for the presenta- 
tion on “insulation and refrigera- 
tion of truck bodies” were O. S. 
McGuffey, Tranter Mfg. Inc., Lan- 
sing; M. B. Green, U. S. Thermal 
Control Co., Minneapolis; Warren 
A. Miller, Hunter Mfg. Co., Cleve- 
land, and Harold D. Johnson, U. S. 
Department of Agriculture Produc- 
tion and Marketing Administra- 


HE summation of the presenta-| tion, Washington. Johnson also 
tion brought out that there was | acted as moderator. 














International's Newest Industrial Tractor— 


A rubber-tired 42 h.p. wheel tractor, the International 300 utility model is designed 
for the industrial field. Powered by an IH C-169 gasoline engine and weighing 3,829 
pounds, it is available in either a standard five-speed transmission or Torque ampli- 
fier drive which gives 10-speeds forward from 1.5 to 16.7 m.p.h. Specifications 
include: Wheelbase, 75 inches; overall length, 118 inches; overall width, 591 inches; 
turning radius, 9 feet, 8 inches, and clearance, 19% inches rear axle and 201% 
inches front axle. 


Nopco Opens 2 Plants 
HARRISON, N. J.—Nopco Chem-| plants here and in Los Angeles, 
ical Co. has begun production of|Ralph Wechsler, president, an- 
flexible urethane foams at new /| nounced. 





Prizes for the CUSTOMER ! 








Prizes for the SALESMAN ! 
Prizes for the DEALER! 


ALY Whe finek... 
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TRANS WORLD AIRLINES 


THE MOST SPECTACULAR PROMOTION IN THE 
HISTORY OF THE INDUSTRY...TO HELP YOU 


SELL MORE PLASTIC TRIMMED SEAT COVERS! 








General Tire & Rubber Company is out to help YOU sell 
plastic trimmed seat covers next Spring— ALL plastic trimmed 
seat covers —regardless of whether there are any General plas- 


tics in them or not! 


Yes; the purpose of this sensational “Magic Seat Cover” 


Contest is to promote plastic trimmed seat covers across the 

nation—to help you sell more! Obviously if you sell more seat 

covers, we’ll be selling more plastics to make our fair share 

of them. Everything points to a banner year for seat covers 

> — = replacement market is beginning to expand. 
iy 
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| will be inclined to follow the same 
procedure in their dealings with 


their customers. 
+ * * 


Another Good Example 


I ATTENDED the dinner given to 
the Roadeo champs the second 


their customers and dealers to | bodies and equipment are hold- ae oe an ae ee 
buy on price and “deal.” It’s going | ing the price line, will follow 


given his brother drivers by the 
to take some hard shaking of the suit. ' champ of champs, Aubrey Harper, 
head and a great many “nos” to | It has happened before and it|Chattanooga, Tenn. as he emceed 


convince customers that from | can happen again. the event. He threw out a caution 


now on they will o_o one price | It’s hard to blame any one vehi-|and a request to the other cham- 
and one deal for is th 1 cle dealer for being discouraged| pion drivers to be particularly 
That, however, : th - 5 4 Wa8Y| about the truck end of his busi-|careful not to have an accident 
they can win bac os " whe vaca ness, especially if he sells both| while driving home. 
of the truck e ame sf aed passenger cars and trucks, if every| He felt it would have a bad 
taught him that he “the = = hy place he looks he finds competitors| effect on the safety program if 
what he wants, at h a eae t 4 and suppliers fighting like mad to| a Roadeo driver was to have an 
wants tye see a ioe mA it's give their profits away. accident after being feted by 
the tc Ps io“ ‘hana ates It’s easy for him to follow suit| ATA. 
en sail tine barine to nt most |@SPecially when he has a factory; In my desire to put emphasis on| Top Truck Salesman— 
selling “— : to the int where|0 his neck pushing him for his|the proper training of diesel me- 
2 . ef ioe jae bids on| Percentage of vehicle sales. chanics, I neglected to mention one 
ee oe eae . He knows that he has to de- |company which also has done an) prt Gee tote socal a aa 
every body my ai » pend on volume to produce profit, | outstanding job in this regard and 1 J Ni Se ee er ee 
. . J. Nave, White president. Gerow also 
but he would like to get some of | deserves all the credit in the world id trip for tw N 
A Good Example the extra profits that come from | for being a pioneer in this field. ee ee ee. ee eee 








Truckin’ ee ce) by Jack Weed 


(Continued from Page 33) 





Winner of a sales contest conducted by 
White Motor Co. of Canada, Ltd., Toronto, 





AX? the example they set may| body and equipment sales, if he | Mack Truck, I believe, can not| Yo" 
be much more far reaching| had the nerve to ask for them. | only lay claim to be the pioneer in 

than they can foresee now. If his suppliers stand firm in|the use of diesel power in trucks| diesel-powered chassis on the 
, | It may even reach the point | their price structure with him and| but as well to the establishment of} U. S. market in 1937 and while 
where the truck dealer, finding | endeavor to get his business by| diesel schools for mechanics. those were more or less test in- 


that his sources of supply on | hard product selling, many dealers Mack put the first complete stallations and met with but mod- 
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FREE SALES AIDS! 


Complete point-of-sale merchandising 
kits will be furnished—window stream- 
ers, ad mats, counter displays and 
entry blanks! 




















TERRIFIC PRIZES 
FOR EVERYONE! 


In addition to the First Prize of a two- 
week TWA all-expense trip for two ‘‘any- 
where in the world” to the customer who 
wins, there will also be wonderful free trips 
on TWA for the retail salesman and dealer 
who sells the winning customer! 










NATIONALLY ADVERTISED! 


The contest will be featured in big 4-color 
ads in leading national magazines... 
PLUS spot announcements on TV in 
certain major: metropolitan areas — 
and on Mutual and Don Lee national 
radio networks. 
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| THE GENERAL TIRE & RUBBER CO. 

¢ “Magic Seat Cover” Contest 

‘ Plastics Division ¢ Lawrence, Mass. 

; Please send me complete information on your “Magic Seat Cover” 
; Contest for Spring 1956—and tell me how | can “tie-in”: 
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erate acceptance, they did fur- 
nish the basis for continued in- 
terest in, and promotion, of, the 
diesel-powered truck. 

I am informed that in 1948 Mack 
also went into quite an extensive 
diesel training program with 14,029 
mechanics attending schools in 29 
major cities. Of course the majority 
of these points had Mack branches. 

* * * 


A Very Red Face 


DID not know of this endeavor. 

I am indebted to John Deitrick 
of Allied Industrial Research to set 
me right, although for the benefit 
of my very red face I only wish 
that Mack had made a little more 
noise about their school program. 

But I still feel I am right in 

my unwritten premise that it was 
not the makers of diesel engines 
that paved the way for the pres- 
ent wide-spread use of diesel 
power in trucks. For without the 
mechanic training that GMC and 
Mack did in the field, I fully be- 
lieve that the diesel today still 
would be a rare vehicle on our 
highways east of the Rockies. 

Regardless of how good and eco- 
nomical a truck is, few operators 
are going to get very excited about 
it if the maker doesn’t have service 
available where the operator needs 
ie 

And these firms went out and 
trained the mechanics to provide 
that service before they sold diesel 
powered vehicles in many areas. 

Johnny Hulse and his Truck- 
Trailer Manufacturers Assn. gang 
have gotten out a new edition of 
“Watch Your Weight” which cor- 
rectly (they hope) brings all of the 
state weight, length and height 
regulations up to date. Due to the 
many size and weight changes en-’ 
acted this year, the compilation 
and revision of this information 
took on the complexion of a formi- 
dable job. It is no wonder that 
TTMA found they had made a few 
errors in the first 1955 table they 
sent out. Those of you who are 
using the earlier table should send 
for this new revised one. 

Aluminum Co. of America also 
has brought out a booklet that 
should be in every truck library. 
It’s called “The Road to Payload 

Profits” and it is the result of an 

investigation of fleet owners op- 

erating over 400,000 aluminum 
truck trailers. 

The book is full of reports from 
fleet owners and operators. It in- 
cludes practically every type of haul 
and even goes into the subject of 
making a “high cube,” modern 
trailer, out of a nine-year-old baby 
by extending it six feet and raising 
the roof seven inches. And this 
after the old trailer had gone some 
200,000 miles before it got its “face 
lifting” to restore it to an economic 
hauling unit under present condi- 
tions. 


Aerobilt Completes 
Plant to Build 


Grumman’s Bodies 


WEST ATHENS, N. Y.—Aerobilt 
Bodies, Inc., subsidiary of Grum- 
man Aircraft Engineering Corp., 
Bethpage, N. Y., has opened a new 
$350,000 plant on a 60-acre plot here 
for manufacture of Grumman truck 
and trailer bodies. 

The new facility will increase 
Aerobilt’s production capacity by 
75 percent and give employment to 
about 75 additional persons, accord- 
ing to the company. 

The one-story factory was de- 
signed to permit future expansion. 
The main gable-roofed section is 
300 feet long and has a clear span 
of 100 feet. It is 18 feet high to the 


“|eaves. A connected flat-roof sec- 


tion, with an eave height of 23 feet 
and a width of 20 feet, has provi- 
sion for an overhead craneway with 
a two-ton crane capacity running 
the entire length of the plant, Aero- 
bilt said. 

The $350,000 cost covers the com- 
pleted building, machinery equip- 
ment and landscaping. 


O’Leary Comes Out on Top 


In Buick Contest on Coast 


LOS ANGELES. — In the hotly 
contested Sky Raider Buick sales 
contest, Bob O’Leary, Downey 
(Calif.) dealer, emerged the win- 
ner in Southern California. 

Nearly every one of the 34 com- 
peting dealerships ran well above 
100 percent of their objectives. 


Raus Mit! 
Buffalo May Shoot 


Fumes High 
BUFFALO. — Exhaust fumes 
from heavy motor vehicles will be 
shot out into higher altitudes in 
Buffalo, if the Common Council 
approves a resolution offered by 
Councilman Anthony F. Tauriello. 
The resolution directs the cor- 


poration counsel to prepare an or-| 


dinance which would require all 
heavy trucks and buses to be 
equipped with exhaust pipes which 
extend ‘above the body of the vehi- 
cles. 

Tauriello pointed out that heavy 
vehicles now exhaust gasoline and 
oil fumes at street level much to 
the discomfort of pedestrians and 
motorists alike. 

“For health purposes this would 


be a good thing,” Tauriello said. | 
“It would require all heavy trans- | 


portation vehicles including buses 


and tractor trailers, which are) 
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How They Fared .. . 
Commercial Car Registrations 


By Makes, '55 vs. ‘54 


First Eight Months, 1955-1954 


1955 1955 1954 
Registrations Pet. Registrations 
First of First 
8 Months Market 8 Months 


210,166 32.95 199,296 
194,230 31.81 185,313 
11.42 55,166 

8.20 46,182 

7.32 40,346 

2.78 9,635 

1.47 7,834 

1.26 7,328 

1.13 4,062 

39 1,811 

31 1,542 


1.30 
72 
32 
28 


Chevrolet Clings to Lead . 


Pace of Registrations 
Hits 4-Year Peak 


(Continued from Page 33) 


seventh, 1.47; Studebaker, eighth,| gain, bouncing up 1.07 percentage 


1.26. 

Mack was ninth with 1.13 per- 
cent, then Diamond T, 0.39, and 
Brockway, 0.11. Miscellaneous 
makes accounted for 0.85 percent 
of sales for the year thus far. 


Only four makes showed percent- 
age drops from market shares of 
last year. Among these, ironically, 
were the top two, Chevrolet and 
Ford. Chevrolet dropped 2.47 per- 
centage points and Ford slumped 
1.12. GMC edged down just a peg, 
and Studebaker 


points. 

Total registrations for the eight 
months of 1955 were 610,575, as 
compared to 562,685 during the 
same period of 1954. All makes 
except Brockway topped 1954’s 
unit sales. 

In August, Chevrolet registered * 
31,650 trucks as compared to 22,959 
in August, 1954, or a gain of 8,691 
units. 7 

Ford gained 8,346 units over } 
August of last year with 1955 sales 
for the month showing 29,461 com- | 


0.01 percent, 
dropped 0.04 percent. 


* * *x 


Brockway ll 834 15 
Miscellaneous** 85 3,336 59 


pared to 1954’s 21,115. 


The top 10 states for August | 
were: 
100.00 a oe largest gainer percentage- Aug., Aug., 
wise was International with 1.61| S** 1955 1954 =Gain 
percent greater share of 1955’s mar- 5,774 3,197 
ket than in the same period of .... 8,372 5,125 3,247 


1954. Willys also showed a strong oe tan cme a la 


1 
4 
. 2,638 1,488 
6 
7 


+1+++14 


emitting fumes and smoke, to in- 
stall pipes which extend into the 
air. This way we wouldn’t have to) " dca titan 
breathe these fumes.” 610,575 100.00 562,685 
_—_—— || * White includes Autocar, Freightliner and Sterling. 


é ens + sagt # e we is. || ** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, Etc. 
luction and sales are m out? - 
MOTIVE NEWS gives you the entire story —Compiled from R. L. Polk & Co. data. 
every week throughout the year. 





. California 


2 
3 
5 
. Ilinois 2,717 996 
- Michigan 2,420 1,280 
8. Indiana 1,997 945 
9. Georgia / 1,978 926 
10. N. Carolina... 2,550 1,950 600 
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Road Aides Urge 
15-Year Program 


For Construction 


JACKSON, Wyo. — A 15-year 
Federal highway construction pro- 
gram, with definite authorization 
for not less than a five-year period, 
was called for by the Western Assn. 
of State Highway Officials at its 
annual meeting here. 

The following recommendations 
were included in a resolution passed 
by the association: 

1. That the Federal government 
provide at least 90 percent of the 
cost of the interstate system, esti- 
mated at $25 billion. 

2. That the Federal..government | 
provide not less than $900 million a 
year for other Federal-aid highway 
systems. 

3. That at least half of the Fed- 
eral excise taxes on road users of 
$2.6 billion annually be authorized 
for roads. 

4. That the excise tax on motor 
fuels be increased one cent a gal- 
lon, all of which will go for roads. 

5. That the balance of the funds 
necessary for the program be se- 
cured by deficit financing. 


White Expands; 


So Does Volume 


CORPUS CHRISTI, Tex. — New 
sales and service facilities for South 
Texas White Truck Service have 
resulted in larger sales volume, ac- 
cording to Ivy B. Langford, general 
manager. 

The new building has 6,000 square 
feet of shop area—double the old 
shop facilitiés—and 52,000 square 
feet of outside parking. The shop, 
in charge of Woodrow Simmons, 
service manager, has the latest tool 
equipment. New, enlarged parts de- 
partment, managed by W. H. Grutz- 
macher, has an efficient inventory 
systém and complete stock of White 
factory-engineered parts, approved 
accessories and service line. 
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Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...Can now get plus profits from selling 
STEWART mobile homes. 


1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 


Dept. AN-10, Bristol, Indiana 


Black Named President 


Of Truck Rental Group 


CHICAGO.—John Black jr., Dixie 
Drive It Yourself System, Birm- 
ingham, Ala., has been elected pres- 
ident- of National Truck Leasing 
System Inc. 

Other officers are R. H. Brun- 
dige, Columbia Terminals Co., St. 
Louis, vice-president; R. D. Sidel, 
Ryder Truck Rental System, Miami, 
secretary, and Frank Max jr., Truck 
Rental Co., Baltimore, treasurer. 
Martha Dunlap continues as secre 
tary-manager. 


Oldsmobile for Marcum 


Jack Marcum has opened an 
Oldsmobile dealership in Pawnee, 
Okla. 
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Truck Wo 


JHICAGO. — A new company, 
Current Controls Corp., has been 
set up here to market Control Cells 


electronic scale; an instrument no} 


larger than an electric shaver 
which registers weight up to 10,000 
pounds. 


A truck driver, for example, the | 


company said, can glance at his 
instrument panel, if equipped with 


the scale, and tell whether any of | 


his axles is overloaded. Company 
officers are William C. Runnstrom, 
president, and Richard A. Johnson, 
vice-president and treasurer. John- 
gon was a General Motors Corp. 
dealer here for 22 years. 


* * * 


IHC Lansing Branch 

LANSING. — The motor truck 
division of International Harvester 
Co. has announced opening a mo- 
tor truck sales, service and whole- 
sale branch here. O. N. Tollstam, 
formerly International truck zone 
manager at Detroit, is manager. 


White 6-Wheeler Booklet 


Issued for Builders 

CLEVELAND.—White Motor Co. 
has issued a sales folder, “Facts 
About White Six-Wheelers for the 
Construction Industry,” with data 
for maximum efficiency of trucks 
in all phases of the construction 
industry. 

The booklet treats with informa- 
tion concerning engines, frames 
and axles for service on and off 
the road. Copies are available from 
Advertising Dept., White Motor Co., 
Cleveland 1, O. 


* * ® 


Spector’s Custom Truck 


To Be Displayed Soon 
PORTLAND, Ore. — The first of | 
several special trucks being built | 
by Portland Freightliner Corp. for | 
Spector Motor Service, Chicago, 
will soon be on display in eastern 
centers, the company said. 
Freightliner said the truck em-| 
ploys a short cab and a diesel “pan- | 


rld in Brief 


yard capacity for gravel or aggre- 
gate. Peerless said it uses com- 
pressed air for dumping mechanism 
| and the Peerless single-axle, rubber 
| mounted suspension. 

* * * 


|tors assembly plants here and in| Aluminum Truck-Trailer 


| Doraville, Ga., Complete uses 531 
| tractor-trailer units. 
co * a 


For Understanding .. . 


DAYTON, O. — Recently con- 
cluded conferences between offi- 
cials of Dayton Rubber Co. and 


Trucking Assns. Foundation in- 
cluded discussion of approved 
plans for utilizing a $25,000 grant 
by Dayton to ATA. The plan 
includes advertising designed to 
improve public understanding and 
appreciation of truckers. 
* * * 


| Peerless Truck Adds 


New $42,000 Building 

PORTLAND, Ore. — Peerless| 
Trailer & Truck, Inc., has an-| 
nounced plans to build a $42,000| 
building as an addition to its pres- 
ent plant here. 

This, it was said, will give more 
capacity to produce a new semi- 
type hopper trailer with 10-cubic- 


executives of the American 


Developed by Kaiser 
| PORTLAND, Ore. — A new all- 
|}aluminum welded flat bed truck- 
|trailer with a more than 3,000- 
i. increased maximum pay 
load has been developed and placed 
|in service. 

This is 35-foot trailer designed 
| by Kaiser Aluminum and Chemical 
|Corp., owner of the patent rights, 
|}and produced in a joint develop- 
|ment program by Beall Pipe and 
|Tank Corp. Portland, currently 
fabricating production models. 

* * * 


| Electronic ‘Brain’ Checks 


| Minnesota Truck Weights 

ST. PAUL. — Electronic scales, 
designed to weigh trucks while 
they are rolling along at highway 
speed, have been put in operation 
at three points in the Twin Cities 
area. Minnesota is the first state 
to use this “electronic brain” to 
crack down on overloaded trucks. 


The new devices, according to 








cake” engine. 
* oe * 
} 


Quebec ‘Roadeo’ Winners 


Qualify for National Event | 

MONTREAL.—The third annual 
“roadeo” sponsored by the Truck- 
ing Assn. of Quebec produced three 
winners who will compete Nov. 19 
in the national contest at Toronto. | 

Romeo Dechantal, of the Royal 
Canadian Air Force, won the} 
straight-truck award. Gaspard Le-| 
compte, Steinberg’s Ltd., won the 
single-axle, semi-trailer contest. 
Paul Emile Carbonneau, Shell Oil, 
Ltd. took the double-axle, semi- 
trailer award. 


* * * 


Trucks Get Radio 


DETROIT. Great American 
Transport, Inc., has been granted 
@ license to operate UHF' radio 
stations at Detroit and Chicago for 
the dispatching of freight pickup 
and delivery trucks. 


* * * 


Silver Fleet Awaits OK 


On Consolidated Merger 


LOUISVILLE.—Silver Fleet Mo- 
tor Express has merged with Con- 
Solidated Freightways, Inc., Port- 
land, Ore., subject to approval by 
the Interstate Commerce Commis- 
Sion. 

Silver Fleet operates 600 units 
between here and Chicago and into 
Indiana and Tennessee. Consoli- 
dated has 3,000 units on the road 
in the West and Northwest. Each 
firm has about 25 years of service 
behind it. 


* * * 


Complete Transit Honors 
Drivers for Safety Mark 

ATLANTA. — Complete Auto 
Transit, Inc., has honored its At- 
lanta area drivers who have 
'@chieved a collective record of “744 
years of non-accident driving in 
the past 12 months” at a two-day 
Safety conference here. 

For operation out of General Mo- 








“But, darling, I thought since 
it’s your floor-day you could take 
care of him while I shop!” 


William G. Klett, traffic engineer, 
| Minnesota Highway Department, 


will eliminate the long waiting 
periods caused when trucks line 
up at special weighing stations. 
Trucks which don’t violate the 
axle-load limits will just keep on 
rolling. The ones registered as 
overweight will be halted with an 
electronic signal that flashes 
ahead of them reading: “Go to 
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Scale.” These trucks will have to 
submit to a recheck. 
om * *” 


Yellow Opens 16th 


DETROIT. — The opening of a 
new branch office of Yellow Mfg. 
Acceptance Corp. in Orlando, Fla., 
has been announced by A. E. Kal- 
len, president. 


This brings to 16 the total num- 
| ber of YMAC-YMCC branches op- 
erating in the U. S. to serve com- 
mercial equipment financing needs 
of GMC Truck and Euclid equip- 
ment dealers and their customers, 


he said. 
* * x 





Ontario Seeks to Speed Up 


Issuance of Truck Licenses 


| TORONTO. — A move calculated 
|to speed up and improve the issu- 

ance of licenses to truckers in On- 
|tario is expected to be finalized 
| with the establishment of a high- 
| way transport board. 

The two-man board would hear 
| applications for public vehicles and 
| authorize issuance of licenses by 
|the Ontario Department of High- 
ways. The new setup hopes to sat- 
isfy complaints that favoritism has 
been shown to large trucking firms 
and that truckers had to wait too 
long for licenses. 


srt TK ih AI 





PREVIEW OF GREA 


TWO newest, most distinctively different cars in th 
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N i Ww 1 4 5 6 x 0 R K FE T V = 8 There are a few choice territories now open for qualified 


individuals or firms that wish to acquire a Hudson 

Dealer Franchise. You may be such an individual, or 

A N D a FE W ik A M 6 L E be a member of that kind of firm. We will gladly arrange 

for you to see these exciting new Hudson cars. We will 

J | be happy to explain the very liberal Hudson Dealer 

M A A it 4 U D S 0 N D tc A L T Hi t b it S T E V it a 2 Franchise, with all its important provisions for dealer 
advantages and profit. Just get in touch with N. K. 


9 VanDerzee, vice president, at the address to the right — 
Ww A ® T T 0 S b FE e 0 x Y 0 U me S.E L t z= or contact the nearest Hudson Zone Office. 


en te) 
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‘THINGS TO COME! 


i 


» business now on their way to Hudson showrooms 


NEW 


1956 Hornet V-8 and 
Rambler “bring down the 
house’ in dealer previews! 


Hudson dealers have “stars in their eyes”! 


Ae cae al 
a saad awe c 
Pk oa al ; 


They’ve seen the new, top-of-the-line Hornet V-8 for 


noutesriegcrtga ee gee = wy 
Beer seeeee te | “Sat 1956 —a big, bold beauty with fresh, new styling on the 
saeee” hae saseeetge front, sides, and rear; inside and outside. They’ve got the 
sn facts on its new V-8 safety-torque power, which comes from 


Sage psp ° 
sene one of the hottest engines on the road — anywhere! 


et eee 
eee 3 Cet 


ea 
ee, ae re 2 
ee xfer - 


ge. ya And they’ve seen their brand-new entry in the volume 
pees ae ee S ae field — the 1956 Rambler, with everything new but that 
4 famous economy — new lines, new size inside, new power. 
Hudson dealers agree that these two cars— so new, so 
different — represent opportunity of a rare kind! 


SIZZLING GETAWAY 





ZERO TO SIXTY IN ONLY A FIFTH OF A MINUTE! 
Motors Division That’s the Hornet’s great, new V-8 engine—far advanced in short-stroke, 


low-friction, overhead-valve design, proved in millions of miles of rugged 
se . = testing! Available with smooth, new Twin Ultramatic Drive, this new 
of American Motors Corporation Hornet power plant has terrific “lift,” real eagerness to get up and go! 
: It gives the new Hornet V-8 far better power-to-weight ratio than you'll 
find in most cars today! 





Detroit 32, Michigan 
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On the Financial Front... 


2nd-Quarter Profits 
Hit Record $3.9 Billion 


Reflecting the high production in 
the automotive, steel and construc- 
tion industries, sales and profits 
after taxes of U. S. manufacturing 
corporations soared to an alltime 
high in the second quarter this 
year. 

The figures were contained in 
the quarterly financial report is- 
sued jointly by the Federal 
Trade Commission and the Se- 
curities and Exchange Commis- 
sion. 

Earnings after taxes are esti- 
mated at $3.9 billion, eclipsing the 
previous quarterly mark of $3.7 
billion in the third quarter of 1950. 
First-half earnings were $7.2 bil- 
lion, up 31 percent over the first 
six months of last year. 

Sales for the second quarter to- 
taled $70 billion. The previous rec- 
ord of $68.7 billion was set in the 
second quarter of 1953. First-half 
sales were $135.6 billion, an increase 
of $12.1 billion over the first half of 
1954. 

The annual rate of return for 
profits after taxes on shareholders’ 
equity was 13 percent in the second 
quarter, the highest rate since the 
second quarter of 1951. 

Profits after taxes per dollar 
of sales were 5% cents; again the 
highest rate since early in 1951. 

For the first half, motor vehicles 

and parts companies registered the 
largest increase in dollar sales with 
a rise of 28 percent over the first 
six months of 1954. Total sales were 
estimated at more than $14.5 bil- 
lion. 

Other big gains were achieved 
by primary iron and steel, 22 per- 
cent; primary and nonferrous met- 
tals, 21 percent, and rubber, 20 per- 
cent. 

Among the industry groups re- 
porting record first-half sales were 
motor vehicles and parts, primary 
nonferrous metals, stone, clay and 
glass products, petroleum refineries, 
chemicals, paper and rubber prod- 
ucts. 

Profits after taxes of the tex- 
tile mill products industry in- 
creased 246 percent over the first 
half of 1954. Lumber and wood 
products were up 161 percent; 


Financial Analyst 
Believes Boom 


Will Hold in 756 


Although the prospects that Presi- 
dent Eisenhower will not seek re- 
election injects psychological un- 
certainty into the business outlook, 
it does not alter substantially the 
basic factors making for high ac- 
tivity, according to Lawrefce Stern, 
Standard & Poor’s Corp. 

He believes the boom will be sus- 
tained throughout most of the year. 





He also feels that credit restrictions 
will not be increased and that they 
could move downward. 

Supporting his forecast of a pros- 
perous 1956, Stern believes that 
consumer income and spending and 
combined Federal, state and muni- 
cipal spending should continue to 
rise and that price hikes should 
be completed soon, followed by sta- 
bility for some time. 


* *~ oe 
National Automotive Fibres 
National Automotive Fibres, Inc., 
Detroit, third quarter report, 1955 
vs. 1954: Net profits, $1,576,886 and 
net loss of $326,141; sales $60,405,279 
and $41,612,031. 


AUTO 
TURNTABLES 


ee 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Cona. 


steel 72 percent, and motor vehi- 
cles, 71 percent. 

Automotive profits were $1.08 bil- 
lion compared to $631 million for 
the same period a year ago. 

Total assets on June 30 were es- 
timated at a record $178.8 billion. 
Current assets were $100.1 billion 
and liabilities $38.5 billion, leaving 
a net working capital position of 
$61.6 billion, also a record. 

* + * 


Stockholders Approve 


Towmotor Stock Split 


Record earnings for Towmotor 
Corp. have been predicted for 1955 
as a two-for-one split of common 
stock was authorized as well as an 
increase of authorized shares from 
350,000 to 900,000. 

C. E. Smith, president, said Tow- 
motor’s sales and earnings are cur- 
rently running at record levels. The 
dividend paid Oct. 1 was 50 cents 





on the old shares, which would in- 
dicate an expected rate of 25 cents 


on the new shares. 
aa + aa 


Motor Wheel Reports 


9-Month Net of $2,126,286 
Motor Wheel Corp. net earnings 


for the first nine months of 1955) | 
were $2,126,286 as compared with/| | 


net earnings of $1,280,444 for the 
like period of 1954. Sales for 1955 
were $59,313,234, compared with 
$40,612,888 for the same period last 


year. 
+ oa cd 


L-O-F Glass Fibers 


L-O-F Glass Fibers Co., Toledo, 
third quarter report, 1955 net prof- 
its, $674,000; sales not reported. 
Newly organized company, formed 
by merger earlier in the year. 

+ * * 


Clark Subsidiaries 


Get $20 Million Loan 


Clark Equipment Co., Buchanan, 
Mich., has announced that Clark 
Leasing Corp. and Equipment Fi- 
nance Co., have completed arrange- 
ments for a three-year combination 
term loan and revolving credit} 
totalling $20 million. 








DeSoto Plays Host— 


Everywhere she goes there’s a DeSoto 
and DeSoto representative to greet and 
meet Mrs. America (Mrs. Carl Deitemeyer, 
Lincoln, Neb.). For a tour of Pennsylvania 
cities, she receives the keys for a DeSoto 
from Marc E. Carrigan jr., Pittsburgh re- 
gional manager, right, and D. A. Simons, 
regional merchandising manager. 


| without obligation of the parent 





ers extending terms on leases. 
Equipment Finance Co. handles 
financing for Clark’s 150-member 
dealer organization in this country 
and Canada. 

+ 


* * 
Sales and Profit Decline 


For Elastic Stop Nut 


Elastic Stop Nut Corp. of Amer- 
ica reported for the nine months 
ended Aug. 31 a profit of $1,101,756. 

Operations for the corresponding 
1954 period resulted in a profit of 
$1,315,399. Net sales for the 1955 
period were $14,941,443 compared 
with $17,086,429 for the correspond- 
ing nine months of 1954. 

« ~ ~ 


Leece-Neville Reports 


$451,367 Profit for Year 


Leece Neville Co., Cleveland, has 
reported a fiscal year sales of $11,- 
686,904 as compared to $11,425,567 
for the year ending July 31, 1954, 

Net earnings, according to P. H. 
Neville, president, for this year 
were $451,367 as compared to 1954’s 
figure of $344,659. 

* 


* * 


Clevite 


Clevite Corp., first nine months 
| Of 1955 vs. 1954: Net profit, $3,219,- 


These credits, Clark said, have| company. Clark Leasing operates a|431 vs. $1,980,501; sales, $52,261,750 
leasing program for Clark custom-| vs. $45,848,261. 


been extended to the subsidiaries 


Matched to your toughest conditions. 
Steep grades! Heavy loads! Muddy go- 
ing! Every adverse condition is dupli- 
cated in our “Torture Chamber” to 
produce axles that can “take it”. Stock 
axles are picked at random and sub- 
jected to the equivalent of a “chuck- 
hole” shock every 4 seconds, 24 hours 
a day, for months on end. Another test 
simulates an uphill pull 3,000 miles 
long. Only tests as rugged could pro- 
duce axles so tough. 


Tailor-made power exactly to your trucking needs 
with Timken-Detroit ! 


Unequalled flexibility! TDA 2-Speed 
Axles, give an almost unlimited choice of 
gear ratios. The Timken-Detroit design 
is so simple and basic, that an ordinary 
mechanical change lets you tailor power 


exactly to 


other 2-speed axles limit you to only a 
single gear spread of 37%, TDA offers 


your trucking needs. Where 


a range all the way from 28% to 49%. 


TDA meets varied needs! The variety of 


hauling conditions that today’s trucks 
must meet call for maximum speed and 
power flexibility. Other 2-speed axles are 
just too limited to meet this need. On the 
other hand, TDA’s simple double reduc- 
tion design gives complete flexibility. 
Gear ratio can be easily changed without 
weakening the axle unit in any way. 


How you benefit! TDA not only gives 


you a much wider power range, but also, 





ee 


all the advantages of a stronger, sturdief, | 


smoother operating design. Since helical 


“Bull” gear sets operate independent of | 


one another, there is no overheating even 
after indefinite running in low speed. Big- 


aa 


Less down-time, longer axle life, fewer 


ger huskier TDA parts last longer, 
up better under tough usage. 


repairs, higher fuel economy, lower oper | 
ating costs and higher profits. These arte 


some of the important reasons why ® | 
many leading manufacturers and oper: | 
ators everywhere specify Timken- Detroit 


2-Speed Axles. 
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Used-Car Notes 


| 





Buick Salesmen Receive Awards— 

B. L. Smith, right, presents the Royal Purple sales award to Roy Tinert of Al Parker 
Buick Co., Houston, at a ceremony in front of the Parker dealership. In the front row, 
from left, are Pete Ruman; Jake Colca, top salesman in the Dallas zone; Gene Ste- 
phens; Harold Shaw, and Grady Pryear. Back row—John Terry, Bob LeMond, Larry 
Parent, Charles Barzilla, Bob Love, J. W. McCown, Buddy Baggett, Marvin Purifoy, Joe 
Pace, Bob Sipe and Chester Jarrard. 





CLEVELAND.—Sam Messerman, 
president of Shaker Lee Motors, 
has been elected president of the 
Cleveland Used Car Dealers Assn. 
In January he will succeed Irwin 
Rubin, who becomes chairman of 
the board. 

Also elected were Larry Skall, 
east side vice-president; Bud Car- 
ter, west side vice-president; 
Manny Weiser, secretary, and 
Harry Halpert, treasurer. Seymour 
Terrell was named counsel. 

Because of the association’s 
growing membership, the board of 
directors was increased from 12 to 
17 members. 

Directors are Morton Venig, Allen 
Friedman, Leonard Derin, Irv Elk, 
M. Berk, Ben Glassman, Milton 
Leiken, William Scher, Mark 
Durschlag, I. Stokes, Elliot Weisen- 
berg, Joseph Terman, John Chicker, 
Charles Heir, Jack Hornsby and 
William Mather. 

Messerman declared, “It will be 
|my objective to pursue the same 
progressive policies as have been 
|established and maintained under 








—_— 


Fast speed helical 
“BULL gear’ 


Hypoid pinion 


and ring gear 


This is HOW TDA‘s 2-Speed principle works! 
A husky hypoid ring gear and a bigger, stronger 
pinion set (No. 1 in illustration above) provide 
the first step of the total gear reduction for both 
fast and slow ratios. Two large, heavy-duty heli- 
cal gear sets provide the second step. Both sets 
are of balanced size and capacity. One set (No. 
2 in illustration) is for fast speed; the other 
(No. 3) is for slow speed. The clutch collar (No. 
4) moves to right or left to engage one helical 
pinion or the other. 


WHY this principle offers far wider spread! 
Because the TDA design is so simple, the ratio 
may be changed merely by changing the low 





‘THE FIRST 2-SPEED AXLE 


" gives TDA world’s widest 


4 IGM ii cme 





a World’s Largest Manufacturers of Axles for 

re Trucks, Buses and Trailers 

30 Plants at: Detroit, Michigan « Oshkosh, 

r- | nsin « Utica, New York « Ashtabula, Kenton 
it and Newark, Ohio + New Castle, Pennsylvania 










Slow speed helical 
“BULL gear” 


How the exclusive double-reduction design of 


TDA 2-SPEED AXLES 


gives you greater speed, endurance, and economy! 





the presidencies of Irwin Rubin 


and Mort Venig.” 
* * * 


Dayton Group Formed 


DAYTON, O.—The Greater Day- 
ton Independent Automobile Deal- 
ers Assn. has been incorporated. 
Trustees who will serve until an 
election is held are Max Ablon, 
John T. Woolery, Gordon L. Wray, 
Leo Colomon, Ora Welbaum, Wil- 
liam H. Bonner and Jake Rousch. 


* * + 
Minneapolis to Reconsider 


Revocation of 2 Licenses 


MINNEAPOLIS. — The licenses 
committee of the Minneapolis City 
Council has decided to reconsider 
its recommendation that the Coun- 
cil revoke the licenses of two used- 
car dealers. The firms involved are 
Mid-Lake Motors Investment Co. 
and Minneapolis Motordrome. 

The committee voted to revoke 
the permits after hearings at which 
the firms were accused of selling 
cars for more than the advertised 


speed helical gear pinion. Unlike ordinary de- 
signs which are limited to 37%, TDA offers 
spreads of 28%, 37%, and 49%. In effect, this 
flexibility gives you your choice of power ratios 
to exactly match your needs. 


Greater endurance, longer truck life with 
TDA. TDA’s simple design eliminates small 
complicated parts and midget size gears. Large 
hypoid helical design gives more teeth in con- 
tact—quieter operation and far less strain. 
Bearings are larger, too. Helical “Bull Gears” 
not in use idle, further reducing wear. All this 
adds up to longer engine life... and more efficient 
and profitable operation under all conditions. 
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price. The committee has been ad- 
vised that there is new information 
in the case and that the dealers are 
asking a rehearing. 

+ * * 





Bronson Faces Charges; 


Released on $4,000 Bail 


BUFFALO.—Frederick W. Bron- 
son, who formerly operated Bron- 
son Motors, Inc., here, has been 
arraigned on four _ indictments 
alleging larceny of $5,675 through 
misrepresentations to a finance 
company and four customers. 

He pleaded innocent and has been 
released on $4,000 bond pending 
trial. The indictments, returned by 
the grand jury, accuse Bronson of 
appropriating cash and property 
through the transactions involved. 

* + * 


Polio Victim Given Car 


By Atlanta Association 


ATLANTA, — Helen Lindsey 
Rose, a 13-year-old polio victim, 
of Fairburn, Ga. is the happy 
recipient of a 1952 Dodge, the gift 
of the Atlanta Used Car Dealers 
Assn. 

The car will enable Helen’s 
parents to take her to Warm 
Springs and to Grady Hospital for 
therapy treatments. New officers 
of the AUCDA are: C. N. Moss, 
president; Otto Gill, vice-presi- 
dent; John Darnall, secretary, and 
Bill Brown, treasurer. 

+ ok * 


Spainhower Moves 

WHEATON, Minn. — Art Spain- 
hower has sold his interest in 
Traverse Motors and has purchased 
McClellan Motors. The new firm 
will be operated as Spainhower Mo- 
tor Sales and will specialize in used 
cars and trucks. 

* + x 


Evans, Rowell to Handle 
Florida Convention 


MIAMI. — Arrangements for the 
state convention of used-car deal- 
ers, scheduled here Dec. 5-6, are 
being handled by a committee 
headed by L. P. Evans and Stacy 
Rowell. 


Both are regional vice-presidents 
of the National Independent Auto- 
mobile Dealers Assn. and past 
presidents of the state organization. 

* * *” 


U. C. Dealers, 2 Aides 
Accused of Assault 


OKLAHOMA CITY.—Walter Riley 
Rawson, 36, operator of Red Raw- 
son’s Used-Car Lot, has been 
accused of beating up a customer 
who had fallen two weeks behind in 
his payments. 

Also named in an assault com- 
plaint were two of Rawson’s em- 
ployes, James Edgar Ketchum, 29, 
a salesman, and Charlie Dorris 
Sanderson, 43, a mechanic. They 
are accused of attacking Robert 
Lee, a cook, and forcing him to re- 
turn the car. 

+ * x 


Judge Accuses Dealers 

Of Shirking Responsibility 
BUFFALO.—Used-car dealers who 

shirk “moral responsibility” by sell- 

ing automobiles to unlicensed mo- 


torists were assailed by Judge Casi- 
mer T. Parkyka in Traffic Court. 


Roy C. Smith, 22, said that he 
was not asked whether he had a 
license when he purchased a $550 
auto several months ago. 


“These second-hand car dealers 
take advantage of you,” Judge Par- 
kyka charged. “They don’t care 
whether the guy is driving without 
a license. They just want to get 


-| that old car off the lot. Business is 


business,” he continued, “but at the 
same time, they should show a 
responsibility to the public.” 


FREE Plans & Prices 


adapters 

today. 
VYatioual SYSTEM 
OF GARAGE VENTILATION NC 
147 W. Williem Street, Decatur, Illinois 





LOOK 


UNIFORM 
COOLING 


FOR LONG LIFE 


Coolant circulates around cylinder sleeves for full length of 
piston travel and around all valves. Exhaust valves are sodium- 
filled and stellite-faced. Jets direct coolant around exhaust 
valve seats. Complete cycle every 5 seconds insures uniform 
temperature throughout the block. - 









OIL FILTERS 


FOR LONG LIFE 


Dual oil filters mean cleaner oil . . . less friction . . . less wear. 
Reo V-8 is the only truck engine with both bypass and full-flow 
filters. All oil is filtered all of the time. A magnetic drain plug, 
which attracts metal particles, is another safeguard for long life. 


=e SHORT 
ones STROKE 
aa — FOR LONG LIFE 


Short stroke design means less piston travel, greater operating 
efficiency. Ring life and gas mileage are increased. Gold Comets 
deliver more power to the wheels because wear and frictional 
losses are reduced to a minimum. 


¥ 





WET 
SLEEVE 


FOR LONG LIFE 


Wet sleeve construction with special alloy steel assures virtually 
unlimited engine life. Maintains uniform wall thickness for 
maximum cooling control—minimum distortion. No reboring 
or piston fitting necessary. 





AT REO 


Stabilized Oil Temperature for Long Life 
Exclusive with Reo! Stabilizer in Reo V-8’s holds oil 


temperature to within 35° above engine coolant for 







longer oil life—longer engine life. 








a 





You’re not looking at just another V-8 engine! You’re not 
looking at a modified engine which has been beefed up to 
do a bigger job than it was originally built to do. You’re 
looking at a completely new type V-8 engine which is de- 
signed specifically to power today’s big trucks . . . for the 
big tonnages they carry . . . and for the schedules and roads 
they roll on. It is engineered throughout to keep them roll- 
ing with economy, stamina and responsiveness such as 


‘truck operators have never experienced before. 


Per pound of engine weight, here is the most powerful 
V-8 truck engine performing on the road today—actually 
delivering a startling 1/2 h.p. per cu. in. displacement. 
Here is the most efficient of all modern V-8 truck engines 
—up to 35% more efficient than the industry average for 
engines of comparable and larger displacement. Here is the 


100,000 Mile or I Year Warranty 
on all Reo Gold Comet Engines. That’s how 
Reo backs up the performance it builds into 
today’s most advanced line of heavy-duty 
truck engines. No other manufacturer of 
heavy-duty trucks today gives such positive 
assurance of outstanding performance. 


REO MOTORS, INC. 


LANSING 20, MICHIGAN .* TORONTO, ONTARIO 





SUBSIDIARY OF K 0) HN ALUMINUM AND BRASS CORPORATION 


TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG 





only modern V-8 truck engine which guarantees long life in 
its basic construction. When it does reach the point of 
overhaul, it can be restored to new engine efficiency in a 
fraction of the time required for conventional engine over- 
haul . . . and at a fraction of the cost. 


Whether in a rugged new Reo truck chassis or as a 
replacement powerplant for trucks of other makes, here is 
the only V-8 that’s backed by its builder with a 100,000 
mile or 1 year warranty. And it’s available today in 195 
or 220 h.p. models for either gasoline or modern liquid 
propane fuels. 


Reo trucks—complete to the engines that power them— 
are “commodity engineered”’ at the factory to the specialized 
needs of today’s heavy hauler for a longer lifetime of 
rugged usage at the lowest possible cost. 


WORLD'S TOUGHEST TRUCK 





Se date aA. ae AMT aa A 


Reo’s Revolutionary Gold Comet V-8 Engines 
are backed by 100,000 mile warranty! 
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Educators Get Educated— 


Marie Gajewski, seated, an employe in Auto-Lite's plant in Toledo, shows the end 
result of her work, a tiny condensor, to some of the 60 Toledo school teachers who 
were the guests of Auto-Lite at a ‘“business-industry-education day,” sponsored by the 
Toledo Chamber of Commerce. Standing, from left, are W. E. Bliss, Loretta Leyland, 
Leona Berg and Claude Kohli, tour guide. 





WAGNER AIR BRAKE KITS 
ARE FACTORY ENGINEERED 








Across the Nation .. . 


Auto Dealer Changes 


Two new Chevrolet dealerships| Mo.; Giordano Bros. Motors, Inc., 


have been opened in Colorado. Don-| West Haven, Conn.; Tompkins 
ald Davidson, who began as a| Motor Co., Hastings, Neb.; Lind- 
dealer in South Dakota at 19, has| gren and Manske, Inc., Reading, 
started Davidson Chevrolet Co. in| Pa.; Westmont Motors, Inc., 
Denver. Bronz, N. Y.; McCarthy Motors, 
W. W. White and Fred Craig, Inc., St. Paul, and Cozens-Dralle 
formerly with Craig-Frederick Motor Co., Greeley, Colo. 
Chevrolet, Golden, Colo., have com- ee 
menced business in Denver as Red International Signs Lyons 
White Chevrolet Co. White, former 
Colorado A & M star athlete, will| Charles Lyons has been awarded 
an International franchise in Ely- 


be general manager. ria, O. Lyons has been in the truck- 


ee ing business for 16 years. 
11 New Dealerships a> as 
Appointed by DeSoto Mauro, Nash Dealer, 
DeSoto has appointed 11 new |Opens New Building 
dealerships. They are: Mauro Motor Sales Co. (Nash), 


Prince Motors, Inc., Brooklyn, | has opened a new sales and service 
N. Y.; Motosonic Sales, Inc., St. | building. Johnny Mauro is the 
Augustine, Fla.; Whaley Motors, | dealer. 

Inc., Garret, Ind; Tracy Brothers Other officials are Roger Mauro, 
Body & Frame Shop, Rich Hill, | new-car sales manager; Dale Dunn, 














...make field installation easy...reduce air brake 
maintenance cost...increase road safety! 


You can make every truck, tractor or bus you sell a 
safer vehicle by installing WAGNER AIR BRAKES. 
Available in complete factory-engineered kits, WAGNER 
AIR BRAKES are easy to install, reduce air brake main- 
tenance cost and increase road safety. 


Each WAGNER AIR BRAKE KIT contains all parts, 
connections and brackets needed, as well as simple, 
easy-to-follow detailed installation instructions. Time and 
labor required are kept at a minimum. All parts fit easily 
into position with little or no drilling or tapping. 


WAGNER AIR BRAKES require less maintenance. 
THE WAGNER ROTARY AIR COMPRESSOR pro- 
vides uniform torque load and assures a sufficient 


WAGNER AIR BRAKE USERS 
ARE OUR BIGGEST BOOSTERS 


PAT el Llobs 


Or dk (Branches in Principal Cities in U. S. and in Canada) 






Wagner Electric @rporation 


Fes 6393 PLYMOUTH AVENUE « ST. LOUIS 14, MO., U.S. A. 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NeRel ...CoMaX BRAKE LINING... AIR 
BRAKES ... TACHOGRAPHS .. . ELECTRIC MOTORS .. .TRANSFORMERS ... INDUSTRIAL BRAKES 


quantity of air at all times for safer, surer braking power. 
The Factory-Engineered WAGNER POWER CLUSTER 
provides up to 1500 p.s.i. hydraulic line pressure. It 
easily mounts on the frame in any location where it is 
convenient to service. 


For either “straight air’ or “air-over-hydraulic,” you 
can look to Wagner for the finest in air brake systems. 
Give your customers the advantage of the outstanding 
engineering achievements and cost-saving benefits that 
WAGNER AIR BRAKES provide. 


Send today for your free copy of Wagner Bulletin KU-201 
... it gives full information about profitable WAGNER 
AIR BRAKES. 



















used-car sales manager; Jack Fogy, 
service manager, and George 
Mayer, parts manager. 

+ * cd 


Zoning Holds Up Smith 


Tom Smith is awaiting zoning 
clearance from Michigan City (Ind.) 
authorities before he goes ahead 
with plans to build a new building 
for a Ford dealership. A prelimi- 
nary okay has been given. 

i * * 


Pontiac Deal Opens 


A two-day grand opening has 
been held by Leiter-Hibschman 
(Pontiac), Mishawaka, Ind. Roses 
were given ladies, cigars to the men 
and lollipops to the children. 

* + * 


Stuart, Inc. Takes Mercury 


Charlie Stuart, Inc., has been 
named Mercury dealer in Indiana- 
polis. Robert Stuart is secretary- 
treasurer, Charles Kersey, sales 
manager; Fred Bates,.. assistant 
sales manager; Robert Montgom- 
ery, used-car manager, and Al Sage, 


service director. 
” + ¥ 


Weckel, Kral Open L-M Deal 


Weckel & Kral, Inc., has been 
named Lincoln-Mercury dealer for 
the Elkhart (Ind.) area. A three- 
day open house celebrated the new 


appointment: 
* * a 


Linden Gets Franchise 


Linden Motors has been appoint- 
ed a Vanguard-Triumph dealer in 
Ottawa. 

* oa 


Gibson Adds Mercury 


Angus Gibson (Ford), Junction 
City, Ore, has been awarded a 
Mercury franchise. 

* a ad 


Sheppard Takes Anglia 


Sheppard Motors (foregin cars), 
Eugene, Ore., has been appointed a 
dealer for British Ford’s Anglia, 
Prefect, Consul and Zephyr. Shep- 
pard also handles Hillman, Jaguar, 
Austin-Healy and Triumph. 

* - * 


Hemphill Ford Opens 


Austin Hemphill Ford Center has 
opened in San Antonio. 
- * oe 


Hinds Succeeds Griffith 


D. M. Hinds is the new Ford 
dealer in Noblesville, Ind., succeed- 
ing Griffith Auto Sales, Inc. The 
firm will be known as Don Hinds 
Ford, Inc. O. O. Griffith is retiring 
after 30 years association with 
Ford, on both factory and dealer 


levels. 
* 7*~ 


Dodge Announces 
Dealers with 
New Franchises 


The following firms have signed 
Dodge franchises: 

Charles Gatson, Inc., East Hart- 
ford, Conn., Charles D. Gatson, 
president. Tedder Motor Co., Shel- 
by, N. C., T. N. Tedder, owner. 
Frontier Motors, Odesa, Tex. J. B. 
Hayes, owner. McClintock Motor 
Co., Council Grove, Kans. Lester R.., 
Wayne E., and Archie L. McClin- 
tock, partners. Brown County Mo- 
tor Sales Co., Russelville, O., Harold 
Eyeler, president. 

Patchogue Garage, Inc., Patcho- 
gue, N. Y., Benjamin Miller, presi- 
dent. J. Z. ‘Motors, Ambler, Pa., 
John A. Ziegelmair, owner. Har- 
rington’s Garage, Saranac Lake, 
N. Y., George Harrington, owner. 
D & K Motors, Scottsville, N. Y., 
Oakley B. Decker and Ruth B. 
King, partners. Coll Auto Sales Co., 
Jackson, O., William S. Morrow, 
president. Richmond Motor Co. 
Richmond, Ky., Gilbert Parke, 
owner. 

Columbia Motors, Presque Isle, 
Me., Richard L. Pelletier, owner. 
Hassan Bros., Inc., Quincy, Mass., 
J. A. Hassan, president, and F. A. 
Hassan, treasurer. Lombard Motors, 
Inc., Cicero, Ill, Robert Albrecht, 
president. Glenn Kay Motors, Knox, 
Ind., Glenn M. Kay, owner. 

King Motor Co., Oklahoma City, 
Okla., A. E. King, Patsy King and 
Dr. J. B. Eskridge jr., partners. 
Hale-Phipps Motors, Garner, Ia. 
Dean G. Hale, president, and Homer 
G. Phipps, vice-president. Varburn 
Motors, Inc., Ansonia, Conn., Rod- 
ney J. Vardon, president, and Mi- 
chael Burns, vice-president. Park- 
way Motors, Monroe, N. Y., Robert 
Kelly, owner. Hessel Motors Sales, 
Wallingford, Conn. Baker & Wid- 

(Continued on Page 47, Col. 1) 
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Across the Nation .. . 





Auto Dealer Changes 


(Continued from Page 46) 


mer, Inc., Newtown, Pa., George R. 
Widmer, president, and Harry W. 
Baker, secretary-treasurer. 

* * = 


Batt Takes Pontiac 
Paul V. Batt has been appointed 
a Pontiac dealer for the Lockport, 
(N. Y.) territory. He is a former 
Oldsmobile district manager and 
GMAC field representative. 
am + * 


Stepman Takes O.P.A. 
Ben Stepman has taken over the 
Hudson dealership in St. Louis 
formerly operated by O.P.A. Motors 
Inc. The company will be renamed 
Ben Stepman Hudson. 
. * . * 


Ford Franchise for Roach 


Jack Roach Broadway, Inc., is a 
newly franchised Ford dealership 
in Houston. President is Luke 


Johnson. 
* ? 


O’Kelley Adds Hudson 


Dayne O’Kelley Motors (Willys), 
Houston, has added a Hudson fran- 
chise. = 

* 


2 Toronto Dealers Switch 


Toronto Motor Car, Ltd. and 
Yonge Eglinton Motors, Ltd., have 
been named Chrysler-Plymouth- 
Fargo dealers in Toronto. Both 
formerly handled Mercury, Lincoln 
and Meteor. ek 

+ 


King Takes Dodge 

King Motor Co. is a new Dodge 
dealership in Oklahoma City. The 
firm, operated by Art and Ed 
King, will be an exclusive Dodge 
car dealer and will not handle 
Plymouths or Dodge trucks. King 
formerly was a Hudeon dealer. 

* a 


Clements Joins 
Clements Chevrolet Inc., Garden- 
ville, N. Y. has been made part of 
the Buffalo Metropolitan Chevrolet 
Dealers group. This now brings the 
total of metropolitan dealers to ten. 
* * * 


Farr Adds Packard 


Greater Cleveland’s only woman 
dealer, Rena A. Farr, Farr Motor 
Sales, Inc., has added the Pack- 
ard line to her Studebaker dealer- 
ship. 


* * * 


Whitcomb, Blick Sell Deal 


Clubb Pontiac, Inc., has pur- 
chased the Pontiac dealership of 
Whitcomb & Blick, Minneapolis. 
Principals in the firm are Richard 
L. Clubb, president, and Dan F. 
Hammacheck, secretary-treasurer. 

x = * 


Price Buys Interest 
Thomas J. Price, Spokane, has 
bought a half-interest in Lake City 
Motors, Inc. (Dodge-Plymouth), 
Moses Lake, Wash. He will become 
general manager of the firm. 
* a * 


Western Hills Opens 
Western Hills Motors (Stude- 
baker) has been opened in Che- 
viot, O., and will handle trucks 
as well as passenger cars. Robert 
Thaler is president, Larry Billow, 
parts manager, and Gene Snyder, 


Gunn Continues Building 


At New Oldsmobile Deal 

Work has started on a second 
unit of the new Gunn Olds Co., the 
second Oldsmobile dealership in 
San Antonio. 

The first unit has just been com- 
pleted. C. C. Gunn is president. 

= ” a 


Willys for D’ Alessandro 


Al D’Alessandro, Pittsburgh, has 
been appointed a Willys dealer in 
South Hills, Pa. He is president of 
the Western Pennsylvania Inde- 
pendent Automobile Dealers Assn. 

* * * 


Hennen Buys Chevrolet 
Hubert Hennen, formerly of Min- 
neapolis, has purchased Forest 
Lake Motors, Forest Lake, Minn., 
from Carlyle J. Morey. Under the 
new ownership, the name of the 


firm will be Hennen Chevrolet Co. 
Hennen formerly was part owner 
of St. Anthony Motors, now Larson 
Brothers Chevrolet. 


* + * 
Main Motor Goes L-M 
Main Motor Co., Logan, Utah, has 


taken over the Lincoln-Mercury 
dealership from Wheatley Motor 
Co. 


* * * 


Dennises Open Deal 
National Highway Motor Sales 
is the new Nash dealership in 
Markleysburg, Pa. The firm’s 
partners are Clarence A. Dennis 
and Catherine E. Dennis. 


* * x 


DeSoto Deals Change Hands 


Two new DeSoto-Plymouth deal- 
ers have been franchised in Minne- 








sota: McCarthy Motors, Inc., owned 

by W. J. McCarthy, replaces Roy 

Danielson Motor Co. in South St. 

Paul, and Donald Peterson Motors 

= Westra Motors in Grove 
ty. 


* * ® 


Pitts Opens with Nash 
Chilton E. Pitts has opened C. E. 
Pitts Motor Co. (Nash) at 221 Mol- 
ton St., Montgomery, Ala. 
++ * * 


Tewell Takes Nash 


Clyde M. Tewell has opened a 
Nash dealership at 585 Morgan- 
town Rd., Uniontown, Pa. 


* * * 


White Takes Chevrolet 
Red White Chevrolet is a new 
dealership in Lakewood, Colo., a 
suburg of Denver. Officers are 
W. W. (Red) White and Fred 
Craig, both formerly of Craig-Fred- 
erick Chevrolet, Golden, Colo. 


ee 
L-M Outlet Opens, 2 Deals 
Shift in Milwaukee Area 


Uptown Motors Inc. is a new Lin- 
coln-Mercury dealership in Milwau- 
kee. Officers are Ray A. and Irv E. 








The 1903 Buick had neither 
windshield nor fenders. 





Pentler and William G. Lutter jr. 

In other Milwaukee changes, 
Robert M. Young has purchased Ed 
Mazzoni Motors Inc. (Mercury) and 
will operate it as Bob Young Mer- 
cury. Mazzoni will operate Young’s 
used-car business as Ed Mazzoni 
Motors. 

Cudahy Motors 


Ine. (DeSoto- 


Plymouth), Cudahy, Wis., hag taken 

over Havey Motors Inc., operated 

by Mark Havey. Cudahy / officers 

are Joseph Kane, president; Rich- 

ard C. John, general manager, and 

Floyd J. Kops, secretary-treasurer. 
+ * 


Swanson Chevrolet Opens 


Paul Swanson, formerly of Van 
Nuys, Calif., has purchased Cuppett. 
Chevrolet Co., Sanborn, Ia., from 
Phil Cuppett. Under the new own- 
ership, the firm will be known as 
Swanson Chevrolet Co. 

* + * 


Ryan-Polk Deal Opens 


Ryan-Polk Chevrolet, Inc., Mon- 
roe, La., has been organized and 
opened for business. 

aa * * 


Toronto Buick Opens 


City Buick, Ltd., has opened in 
Toronto. ” 
oa * * 


Wright Takes Jeep 


Larry Wright, president of Larry 
Wright Motors (Studebaker), Mon- 
rovia, Calif. has been appointed 
distributor for Willys Jeeps in the 
San Gabriel Valley. McDonald Stone 
will be general manager of the 
firm, which will operate as L & B 
Motors. 


‘Quaker State Grease sure makes 
lubrication easy and profitable!" 


““We’ve found Quaker State Multi-Purpose 
Lubricant ideal for our busy service depart- 
ment. It simplifies our ordering, cuts down 
our grease inventory, and makes the cor- 
rect lubrication of any vehicle easier than 
ever. And it has remarkable lubricating 


qualities.” 


Quaker State Multi-Purpose Lubricant 
has these five desirable qualities: 1. Ex- 
tremely high melting point. 2. Phenomenal 


surfaces. 


resistance to washing out. 3. Extreme dura- 
bility—resistance to shock and fatigue. 4. 
Cold-proof, will not cake or harden at 
extremes of low temperature. 5. Withstands 
high pressures—sticks better to lubricated 


You can use new Quaker State Grease 


everywhere (except for gears) and every- 
where it’s better! Order it in 400 lb. drums, 
120 lb. drums, 35 lb. pails, or 5 lb. cans. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 











Map Plans for Packard Exhibit— 


Packard dealers meet to formulate plans for their exhibit for the 33rd Los Angeles 
International Automobile Show at Pan Pacific Auditorium, Dec. 1-11. From left are 
Ralph Baldwin, Noll Auto Co.; Henry Mich, Atlantic Motors; Harry Seagraves, Russ 
Thor and Josept. H. McCord of Earle Anthony, Inc., California Packard distributorship. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





Better than any other oil ring for new high-compres- 


sion, high-vacuum overhead valve engines! 
e Uniform pressure on entire circumference! 


e Multiple tiny springs exert both side and radial 


pressure! 
e Provides maximum oil drainage! 
e Constant flexing retards carbon accumulation! 





How They're Pushing Sales .. . 





Dealer Ad Ideas 


‘Come Kick Our Tires’ 
APITALIZING on an _ idiosyn- 
crasy of many buyers, Stephens 

Buick Co., New Orleans, adver- 

tised, “Before you buy a used car, 


come and kick a few tires at) 


Stephens Buick. 


“We don’t know why buyers kick 
tires—but you’re welcome. It’s the 
only kicking you'll have occasion 
to do at Stephens Buick.” 


Pontiac Campaign Slated 


HE Pontiac Dealers of Metro- 
politan Chicago have banded 


together for a huge -advertising | 


campaign. The association is com- 
prised of some 35 dealers in Chi- 
cago, its suburbs and nearby Indi- 
ana communities. 

* * 


500 Sales in a Week 


“q)UR thanks ... we sold more 
than 500 (used) cars last 
week,” said Cooke Chevrolet, Louis- 


and 2,695,825 


"a na" 
New PERFECT CIRCLE type “98” chrome oil ring! 


Of the 6,003,603 U.S. passenger cars produced 
from Jan. 1 through Oct. 1 more than half* were 
equipped with the new Perfect Circle type “98” 
chrome oil ring! 


| Birdpups 





U.S. Patents 2,625 022 


ville, in a newspaper advertisement. 


“Our business was founded on 
trust in you it has grown 
through your trust in us,” the ad 
continued. “The fact that this mu- 
tual trust exists in these days of 
rapid-fire merchandising is some- 
thing of which we are humbly 


proud.” 
+ * * 


HARLES Conkle Motor Co. 


(Pontiac), Kokomo, Ind., enlisted 


| the help of children to get parents 


to visit the dealership. 

By bringing in their parents, chil- 
dren qualified to register for a free 
drawing for a six-foot Junior Star- 
chief. 

+ * * 
A Trunkful of Fo 
load the trunk with 


y 
food,” Westlake Chevrolet, 


Seattle, tells the purchasers of used 
cars selling for $400 or more. 
With each purchase, Westlake 


NOTE: Perfect Circle’s 2-in-1 Chrome Set with the 


new type “98” Chrome Oil Ring is now available 
for replacement in most late model and many older 
model cars. Will be available for additional older 
models as soon as production facilities permit. 


gs. 


ae were new Perfect Circle Type “98” Chrome Oil 


48.5% were all other oil ring types combined, including 
other Perfect Circle oil ring types. 


. Perfect Circle Corporation, Hagerstown, Indiana; 
The Perfect Circle Co., Lid., Toronto, Ontario. 











offers 50 pounds of potatoes, 24 
boxes of breakfast food, 48 boxes of 
facial tissue, 12 jars of preserves 
and cases of canned pears, peas, 
corn, beans, peaches, tomato juice 
and pineapple juice. 

* * * 


It’s Murder! 


— RDER,” shouts an ad used 
by L. O. Gates Chevrolet, 
South Bend, which singles out 
George Carr, used-car manager, as 
“the guy that did the dirty deed.” 
The ad charged that Carr had 
pleaded “guilty to murdering used- 
car prices” and listed used cars and 
prices as “exhibits.” Pictures of 
salesmen were carried as “wit- 
nesses to the crime.” 


Carr was quoted as saying: “May- 
be I’m crazy, but I’m not ashamed. 
I want everyone in northern Indi- 
ana and southern Michigan to see 
the crime I committed. Come in...” 

* * * 


‘Thanks for 16 Good Years’ 
ELEBRATING its 16th anniver- 
sary, Nissen Motor Co. (Ford), 
Albany, Ore., placed a newspaper 
advertisement to thank its custom- 
ers “for a very enjoyable 16 years.” 
The ad included pictures of 


George Nissen, president; Oscar 
Swenson, general manager; Dave 
Cutsforth, sales manager; Wayne 


Marlin, parts manager, and Athol 
Hobbs, service manager. 
on * z 


‘The People’s Choice’ 


|B gti Pontiac dealers spon- 
sored a contest with a Star 
Chief Catalina as the prize. It is 
keyed to the theme: “Pontiac—the 
People’s Choice for ’56.” 

The contest closed Nov: 5 and 
entrants completed in 25 words or 
less a sentence starting: “I choose 
Pontiac for '56 because .. .” 

_ Entries will be judged by Walter 
Fuller, Detroit News; Vera Brown, 
Detroit Times, and Mark Beltaire, 
Detroit Free Press. The committee 
representing the 25 dealers are Tom 
Taylor, chairman, David Barnett 
and Blair Freeman. 

* * 


Ki-Yi-Yippee in Milwaukee _ 
WESTERN theme is used in all 
radio, TV and newspaper ad- 

vertising by Big Bill Gardner’s El 

Rancho, Milwaukee Buick dealer- 

ship. 

“If you want to put your brand 
on a dependable used car,” Gard- 
ner advertises, “attend one of the 


| daily roundups at Big Bill’s north 


or south corral. All ’53 Buick crit- 
ters are being offered with a 
thoroughbred four-month guaran- 
tee.” 

Incidentally, the name “Big Bill” 


|is not necessarily just a part of the 


act. Gardner is 6 feet 6 inches and 
weighs well over 200. pounds. 
* ® * 


|Honest Dealing Pledged 


N THE occasion of its first an- 
niversary, Marsalis Lincoln- 
Mercury, Dallas, used an eight-col- 
umn by 11-inch newspaper ad for 
“An open letter to the people of 


| Dallas.” 


Marsalis pledged to continue 


|“honest business practices” as fol- 


lows: “No customer will ever be 
quoted a high overallowance on his 
tradein, only to pay a high ‘pad’ on 
his new-car purchase. 

“No customer will ever be asked 
to pay more than a legitimate rate 
of interest. 


“No customer will be asked to 
sign anything until the tradein al- 


lowance and new-car purchase 


price have been agreed upon. 
“No customer will ever be en- 
ticed by misleading advertising.” 





Salesman Turns Back, 


Prospect Drives Off 


SYRACUSE. — Charles Fout, a 
used-car salesman for E. .M. 
O'Donnell Co., has learned the 
value of sticking with one pros- 
pect until the prospect is “sold.” 

According to police, an uniden- 
tified man approached Fout and 
showed considerable interest in a 
1952 convertible, valued at $895. 
Fout spoke to the man briefly, 
then turned to speak to another 
prospect, whereupon the first 
“prospect” jumped in the con- 
vertible and drove away. Police 
are still seeking the car and the 
man. 
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TRUCK MIRROR HEAD—Measuring ap- 
proximately 6 by 9 inches, Perfection 
truck mirror head No. 609 is said to fea- 
ture replaceable glass with off - center 
swivel for widest view. It is available in 
grey hammertone and black wrinkle fin- 
ish. Perfection Automotive Products Corp., 
925-33 W. Elizabeth St., Detroit 1, Mich. 

eK Ss 


Vicr-Foam Introduced 


A flexible vinyl foam called Vicr- 
Foam has been introduced on the 
market which may be either heat- 
sealed to any plastic or laminated 
directly to plastic fabrics, accord- 
ing to the manufacturer. It is avail- 
able in continuous slabs, colors to 
specifications. Further details may 
be obtained from L. E. Carpenter 
&-Co., Inc., Empire State Bldg., 
New York 1, N. Y. 

+ * a 





HYDRAULIC STARTER — Developed by 
General Motors, the Hydrostarter is a hy- 
dravlic starting system for Diesel engines 
said to assure split-second starting even 
wader adverse weather conditions. Con- 
sisting of a manual pump, starter motor, 
Pressure gauge, small engine-driven pump, 
factory-sealed pressure accumulator and 
oil reservoir, the unit is now available 
for installation on new GM Detroit Diesel 
engines at the factory or on others al- 
feady in operation. Detroit Diesel engine 
division, General Motors Corp., Detroit 28, 
Mich, 


* *« * 
Magnetic Money Clip 
Marketed by Magnex 


Magnex, Inc., has marketed a 
“magnetic money minder” for 10 


| ~bills. Made of vinyl, magnets sealed 


in each end of the folder keep the 

ends snugly together, the firm said. 

The folders come in blue, brown, 
* oa x 
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red, green or black. They are avail- 
able, Magnex said, in quantities 
with sponsor imprint in gold. In- 
formation may be obtained from 
Magnex, Inc. Dept. N-12, 851 
Broadway, Denver 3, Colo. 

* * * 








STOP AND TAIL LIGHTS — Pathfinder 
heavy-duty stop and tail lights are now 
being manufactured in the streamlined, 
rimless style. All styles have a single-face, 
shatter-resistant red lucite lens, and are 
available in a choice of single-face fender 
mounting, surtace type, flush type and 
semi-flush mountings, it is claimed. They 
are made for either 6 and 8-volt or 12 
and 16-volt systems. Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. 

ae Ss 


Cornwell Offers Electrolyte 


Cornwell Chemical Corp., is offer- 
ing electrolyte for dry and charged 
batteries packed in one quart leak- 
proof disposable glass bottles. For 
further information contact Corn- 
well Chemical Corp., 24 E. Thirty- 
eighth St., New York, N. Y. 





TRUCK TANKS—A truck which features 
Butane-Propane truck tanks for both bulk 
and bottle delivery has been developed. 
The unit illustrated has a bulk tank with 
a capacity of 900 gallons and carries four 
bottles on each side. Plumbing pump and 
all accessories are built as one unit, so 
that no plumbing is required to change 
from one truck to another, it is claimed. 
All working parts are mounted as a single 
unit on the platform at the rear of the 
tank. Master Tank & Welding, Dallas, Tex. 

co - - 








DELIVERY BODY—This Herman pallet-loading delivery body was built for Carling 
Brewery Co., Cleveland. It has a double drop floor with two compartments in front of 
the rear wheels, one over the rear wheels, and one behind the wheels. A solid 
divider section 24 inches high runs down the middle of the body. Removable pipe 
Separators extend from this center section to the ceiling and permit working the load 
from either side of the body, it is claimed. Body is mounted on White chassis, Model 
3015 with 141-inch wheelbase and 114-inch cab to axle measurement. Herman Body 
Co., 4400 Clayton Ave., St. Lovis 10, Mo. 





FEE 


REFUSE BODY—The Hydro E-Z Pack 
refuse collection body is said to be capa- 
ble of producing packing pressures up to 
82,500 pounds. The body consists of a 
rigidly-braced outer shell and a curved 
box frame-reinforced sliding platen pow- 
ered by a double-acting, multi-sleeve hy- 
draulic cylinder. A pump, driven by the 
truck engine through a power take-off, 
provides hydraulic pressure, it is claimed. 
Hydro E-Z Pack division, Hercules Galion 
Products, Inc., Galion, oO. . 


Anti-Leak Pellet Sold 


For Auto Cooling System 


A pellet designed to correct and 
prevent water leaks and to condi- 
tion the automotive cooling system 
has been marketed by Great Prod- 
ucts, Inc., Fenton, Mich. 

It will be called NS (no seepage) 
Water Loss. The pellets have for 
some years sold exclusively to auto 
manufacturers to be placed in new- 
car radiators. 








TRUCK COMPRESSOR—The Curtis Truck 
Compressor is equipped with a 55-galion 
ASME-approved air tank for increased air 
capacity. On the tank is mounted a Curtis 
two-stage compressor, equipped with Tim- 
ken-tapered roller main bearings, adjust- 
able rod bearings and Curtis’ exclusive 
centro-ring, self-oiling system. Valves and 
seats are ground to optical precision. The 
compressor is driven by a push-button 
electric starting gasoline engine. Forty- 
seven inches long, the unit is said to fit 
across the back of any pick-up truck. 
Curtis Mfg. Co., pneumatic division, 1918 
Kienlen Ave., St. Louis 20, Mich. 





OIL FILTER—Designed for fleet service, 
the PT-750 Micropak oil filter is said to 
have approximately four times the filter- 
ing life and effectiveness of waste type 
refills. The design is based on a new prin- 
ciple of angular depth filtration. This new 
method results in an optimum flow path 
and completely eliminates the possibility 
of channeling, it is claimed. Filtering ma- 
terial is uniformly cut resin-impregnated 
cellulose. Purolator Products, Inc., 1000 
New Brunswick Ave., Rahway, N. J. 


Standardized Parts Boxes 


Billed as Cost-Cutters 


Standardized parts boxes, de- 
signed to fit any standard steel or 
wooden shelving, have been mar- 





keted by the AEA standardized 
parts box department of Iowa Pa- 
per Box Co., 211 E. Second St., Des 
Moines, Ia. 

The firm says the boxes cost one- 
tenth as much as steel bins or 
shelving but are constructed so 
that, with normal use, they will last 
for years. Boxes can be ordered 


from open stock or in manufac- 
turer’s kit quantities. 
* * * 





LIFT TRUCK—Market Forge has devel- 
oped a contractor's lift truck that is said 
to handle building materials in unit loads 
of approximately 1,000 pounds without 
the use of pallets, pallet boards or skid 
platforms. Details of the unit are: Capacity 
—1,000 pounds; width—30 inches; method 
of lifting—hand hydraulic; method of mov- 
ing horizontally—hand; height of lift— 
8 to 10 inches; brake—front wheel op- 
tional. Market Forge Co., 35 Garvey St., 
Everett 49, Mass. 





TRUCK FLOORING —A unique locking 
arrangement is one of the features of the 
Revere aluminum dry floor and reefer 
flogr sections for trucks. The interlocking 
device forms a mechanically tight lock in 
two directions, and, when properly in- 
stalled, assures a watertight floor, it is 
claimed. Dry freight sections are made in 
9-inch widths, weighing less than 2% 
pounds per foot, and a %-inch center 
locking strip. Reefer floor sections are 
made in 9-inch and 6%-inch floor widths 
plus right and left hand flashing. Revere 
Cooper and Brass, Inc., 230 Park Ave., 
New York 17, N. Y. 

o> a ae 








COIL WINDER—An all-purpose, three- 
speed bench model Winder Drive, said to 
accommodate a 40-pound load on the face 
plate at top speed of 360 r.p.m., has been 
marketed. The unit handles field, mush, 
armature coils up to 5 h.p., as well as 
solenoid, electromagnet and other small 
coils, it is claimed. Model No. 2050 oper- 
ates on 120 volts, 50-60 cycles with a 1/3 
h.p. motor enclosed. Speeds range from 
95 to 360 r.p.m. When mounted in the 
center of a bench, the swing from center 
shaft to the bench is 13 inches. Crown 
Industrial Products Co., 1077 Amsterdam 


St., Woodstock, Ill. 
> 





LOADING PLATE—A portable aluminum 
dock loading plate said to bear loads up 
to 12,000 pounds under normal opera- 
tions has been marketed. Weighing 58 
pounds, the plate measures 24 by 48 
inches and is constructed of heavy-duty 
aluminum (24 S. T. ¥% inch). Slipping and 
sliding are eliminated by two built-in 
stop angles, and the plate is shaped to 
accommodate height differences between 
loading dock and truck floor surfaces, it 
is claimed. F. H. Langsenkamp Co., 229 
E. South St., Indianapolis, Ind. 

et ae, 


Guardian Electric Markets 


1,200 A.C./D.C. Relay 


The Guardian Series 1200 A.C. or 
D.C. relay being produced by Guar- 
dian Electric Mfg. Co. is rated up 
to eight amperes, at 115 volts, 60 
cycles, non-inductive load, the firm 
said. 

Unit also is available, said Guar- 
dian, in interlock arrangements 
formed with any combination of 
AC/AC., A.C./D.C. and D.C./DC. 
series 1200 relays. For further in- 
formation, write Guardian Electric 
Mfg. Co., Dept. 1200, 1621 W. Wal- 
nut St., Chicago 12, Ill. 

* . ca 
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SLEEPER CAB—The sleeper cab on this Chevrolet pickup truck was built by Auto- 
motive Industries at the request of Capital Chevrolet, Montgomery, Ala. The sleeper 
cab is designed to blend in with the lines of the truck and the interior is completely 
lined and finished to match the cab. A roof grille, ventilator, two side and two rear 
windows, and a dome light are standard. A lock equipped storage space of nearly 
25 cubic feet is provided beneath the berth compartment. Avtomotive Industries, 
Owendale, Mich. 





FOR MORE 


More People SEE Outdoor Advertising! 


T.A.B.* Study of a typical market area shows 93% 
of the people SEE Outdoor Advertising. 


People SEE OUTDOOR more often! 

The T.A.B.* figures point out that the average person 
sees OUTDOOR 22 times per month. And POLITZ 
research shows that the average “exposure time” 
per person is a solid 32 seconds! 





OUTDOOR delivers greater frequency—at lower 
cost than any other major medium. In flexibility, fre- 
quency, coverage—your best choice is OUTDOOR. 

' *Traffic Audit Bureau 








OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N.Y. 


ATLANTA + BOSTON « CHICAGO «+ CLEVELAND ¢ DETROIT « HOUSTON 
LOS ANGELES + PHILADELPHIA « ST. LOUIS « SAN FRANCISCO « SEATTLE 





Put Your Advertising Outdoors And Watch America Go Buy ! 
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Highways & Safety... 


Traffic Deaths Climb 
To 1,000 Above 1954 


— alarming rate at which 
Americans are killing each 
other on the highways was empha- 
sized last week as the National 
Safety Council reported 1,000 more 
deaths in the first eight months of 
1955 than in the comparable period 
of 1954, 

Traffic deaths through Aug. 31 
totaled 23,470 compared to 22,430 
last year. This was an increase 
of 5 percent. 

August deaths numbered 3,600, 
an increase of 10 percent over Au- 
gust, 1954. It was the sixth straight 
month to record a toll higher than 
the corresponding month a year 
ago. 

And the worst period of the year 
is just beginning. Ned H. Dearborn, 
safety council president, pointed 
out that the fourth quarter—with 
its earlier darkness and bad 
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weather—usually takes the heavi- | 





est death toll. 

” * ok | 

( eme-< were a few bright spots | 

in the report. The council said | 

that the jump in the death rate is} 

lower than the increase in the mile- | 
age rate. 

For the first seven months of | 
1955, mileage climbed 7 percent 
while deaths rose 4 percent. This 
resulted in a rate of 5.8 deaths | 
per 100 million miles, the lowest 
seven-month rate on record. 


Nineteen of 47 reporting states | 


in 1954, but only 13 states can boast | 


of fewer fatalities for the eight- | 


month period. Idaho and Arizona | 


er wr 


|New Gaylord Sports Car— 


1955 





A new entry in the American sports-car field is this Gaylord hardtop-convertible 


| manufactured by Gaylord Cars, Ltd., Chicago. The body of the car was designed by 


Brooks Stevens Associates, Milwaukee. A two-seater, it will deliver 300 horsepower at 


p.m. , f th firm. 
had fewer deaths last August than |--" "#-™. owes © Govlord is president of Me now Xm 


head this list with decreases of 21/126 remaining unchanged from 
percent and 13 percent, respec- | 1954. 
tively. pie 


The report included 508 cities, 86 T 


of which reported August decreases 


AMPA, Fla., with a decline of 
54 percent, and Seattle and 





and 341 no change. The eight-month |; Syracuse, each down 45 percent, led 
figures show drops in 189 cities with | the eight-month decreases among 


cities of 200,000 or more popula- 
tion. Dallas, St. Paul, Memphis and 
Long Beach, Calif., also were down 
32 percent or more. 

Dallas (551,200), Minneapolis 












‘On the assembl 
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line of the auto indus- 


y 


try’s newest V-8 engine, specially designed 


Read Why The Makers Of This New V-8 
Chose Johnson As A Supplier Of Bearings 





Johnson main bearings fit perfectly into 


position with a touch of the fingers. 


Months before the introduction of this new 
engine, Johnson engineers were called in to 
consult with automotive engineers in the 
customer’s plant on specifications for bear- 
ings in crankshafts, connecting rods and 
camshafts. 

All connecting rod and main bearings 
were specified as super micro-babbitt with 
steel backs. Lead base babbitt was selected 
except in the flanged No. 3 main bearing 
which takes the thrust. This bearing was to 
be tin base babbitt which gives excellent re- 
sistance to wear under thrust loading. 

Trial lots of bearings were subjected to 
exhaustive testing in the research lab and 
on the proving grounds. 

Result? Johnson met the specifications 
perfectly and was awarded a large share of 
this customer’s bearing needs. Receiving 
and inspection men, supervisors, and work- 
men welcome the arrival of Johnson Bear- 





ings on the assembly line because it means 
uninterrupted production—less headaches 
for all concerned. 

Johnson supplies original equipment en- 
gine bearings to the leading automotive 
companies because Johnson can be de- 
pended upon to deliver the exacting toler- 
ance, mirror like finishes, and carefully com- 
pounded chemical analysis of the metals 
required, bearing after bearing, order after 
order, at competitive prices. 

If you have a hand in the production of 
engines—automotive, marine and induts- 
trial, either gasoline or diesel—and you 
have a problem in the design, construction 
or operation of bearings, a Johnson engi- 
neer will welcome the opportunity to talk 
it over without cost or obligation. Call, 
write or phone sleeve bearing headquarters, 
the Johnson Bronze Co., 685 S. Mill St., 
New Castle, Pa. 


(521,700) and Providence (248,700) 
were the largest cities among 379 
with perfect records for August. 
Perfect records for eight months 
were achieved by 128 cities. Larg- 
est were Sioux City, Ia. (84,000), 
Medford, Mass. (661,100) and Ham- 
ilton, O. (58,000). 
* * + 
ETROIT, with a death rate of 
3.1 per 10,000 registered vehi- 
cles, was the safest among cities 
with a population of more than a 
million. St. Louis (2.4) led in the 
750,000-1,000,000 population category 
and Seattle (1.0) in the 500,000- 
750,000 bracket. 
In the 350,000 - 500,000 group, 
Denver took honors with a rate 


. | of 1.9. Norfolk, Va., led the 200,- 


000-350,000 division with 1.0 and 
South Bend posted 0.5 in the 100,- 
000-200,000 class. 

Nine cities from 25,000 to 100,000 
had perfect eight-month marks. 
They were Sioux City, Medford, 
Hamilton, Tucson, Ariz.; Muskegon, 


Mich.; Vancouver, Wash.; Kings- 
port, Tenn.; Monroe, Mich., and 
Napa, Calif. 
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Boston Rapped 
For Delaying 


Driver Courses 


BOSTON. — Rudolph F. King, 
Massachusetts registrar of motor 
vehicles, has lashed out against 
“Boston’s politics and procrastina- 
tion” which, he says, have denied 
the benefits of behind-the-wheel 
| driving courses to the city’s school 
| children. 

“Qualification in such courses 
would allow a 50 percent reduction 
in the present insurance surcharge 
for drivers under 25,” he said. 

The surcharge now amounts to 55 
percent of the regular premium. 

“Seventeen surrounding commu- 
|nities have adopted the program,” 
|King said, “but Boston has prom- 
ised it each year for the last six 
years without any results.” He said 
dealers would furnish the cars for 
| $1 a year. 

School Supt. Dennis C. Haley said 
money for the course was put into 
the budget some years ago but was 
| eliminated by the school committee. 
The committee felt at that time it 
could not adopt the plan with a 
limited budget, he said. 

* cad * 


Driver Training 


Courses Urged 


A Driver Education Committee, 
studying the problem of presenting 
high school driving courses in Buf- 
|falo, stated that the city cannot 
afford to do without such a pro- 
|gram if it is to eliminate a large 
| percentage of accidents involving 
young drivers. 

Following a meeting in City Hall, 
| the committee agreed it would ask 
that 1954’s school board surplus of 
$150,670.27 be used to establish 
driver training. 

The request will be presented to 
Common Council. The committee 
was formed several Months ago. 


How to Die 
Leaflet Lists Pedestrians’ 


Fatal Errors 


“How to Lose Eight Lives” is 
the title of a leaflet being distrib- 
uted in the Chicago area by the 
Chicago Traffic Safety Review. 

“If you have nine lives, like @ 
cat,” the leaflet says, “and you want 
to get rid of eight of them (just to 
be normal like the rest of us)— 
here’s the solution to your prob- 
lem! Here are sure-fire, guaranteed 
ways of losing those annoying 
lives.” 


The leaflet then depicts the most 
common types of fatal pedestrian 
mishaps. 





Yale Transport Fleet 
Adds Safety Patrol Car 


A safety patrol car has been 
placed in service by Yale Transport 
Corp., operator of a large truck 
fleet on the eastern seaboard. 

The patrol car will have four 
functions: To promote safe driving 
among Yale drivers, to assist with 
road troubles, to investigate acci- 
dents on the scene and to assist the 
motoring public. 
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By Martin L. Whitmyer 
Staff Writer 

It cost $20.34 in advertising to sell 
each new car during 1954, according 
to Advertising Age’s fourth annual 
study of the relationship between 
the sales of automobiles and the 
amount of advertising spent to sell 
the cars. 

The 1954 figure compares with 
$17.59 per car spent in advertising 
in 1953, the study showed. 

During 1954, the industry spent 
$112,046,079 in advertising in mea- 
sured media, and sold 5,507,436 cars. 
The previous year it spent $100,491,- 
268 in advertising and sold 5,711,577 
cars. 

The advertising figures used 
here, however, are for factory- 

ads‘in national magazines, 
newspapers, Sunday newspaper 
sections, national farm publica- 
tions and network radio and tele- 
vision as compiled by the Pub- 
lishers Information Bureau of the 
Bureau of Advertising. 

Excluded are such media as out- 
door advertising, spot radio and 
television, cooperative and dealer- 
only advertising, institutional ad- 
vertising, cost of radio and televi- 
sion talent, direct mail, dealer helps, 
company-published consumer maga- 
zines, etc. 

The per-car cost of advertising 
during 1954 was as follows: 

Chevrolet, $10.85; Ford, $10.91; 
Plymouth, $15.64; Oldsmobile, $18.97; 
Pontiac, $21.45; Buick, $23.72; Mer- 
cury, $24.66; Nash, $35.22; Cadillac, 





$35.84; Studebaker, $39.11; Dodge, 
$43.45; DeSoto, $58.66; Chrysler 
$63.61; Hudson, $68.62; Packard, 
$69.59; Willys, $101.61; Kaiser, 


$180.03, and Henry J, $382.26. 
* 


* * 
GM Transfers Bracken 


Edward A. Bracken jr. has been 
named to administer special proj- 
ects in the General Motors public 
relations depart- 
ment. A member 
of GM’s public 
relations staff 
since 1937, 
Bracken has 
headed the Buf- 
falo regional of- 
fice since 1947. 

Bracken’s Buf- 
falo post will be} 
taken over by| 
Andrew V. 
O’Keefe, formerly 
regional public relations manager 
in Dallas. Succeeding O’Keefe in| 
Dallas will be Frank R. Faraone, | 
assistant public relations manager | 
in San Francisco. 





E, A. Bracken, jr. 


Houston Joins Parrish 


Amos Parrish & Co., 500 Fifth | 
Ave., New York, has announced the 
appointment of Henry A. Houston | 
as manager of the firm’s newly- 
opened Detroit office. 

Houston will supervise Detroit 
operations for the advertising and | 
sales promotion agency division, | 
with offices located in the Hotel | 
Whittier. He formerly was ac-| 
count executive with Ross Roy, | 
Inc., Detroit. 





* * 


Chrysler Story Told | 


Printers’ Ink magazine presented | 
a 45-page section on “Chrysler in | 
Transition” in its Oct. 28 issue. 

From L. L. Colbert, corporation | 
president, down through other | 
key corporation executives and 
each. of its four divisions, the 
story presented data on the men, | 
machines and marketing concepts | 
behind the corporation’s 1955 | 
comeback. 

_ The value of tradepaper adver- 
tising got a real shot in the arm 
from B. E. Miller, director of adver- 
tising and merchandising for Plym- 
outh, who discovered that it cost 
$700 to $800 to address and mail a 
letter to the entire Plymouth list. 
By using this same money for trade 
advertising, he got his point over 
and still had room for creative 
Pe Says the (Printer’s Ink) arti- 
cle. 

* * * 


Aid to Importers 
“Made in Europe,” a_ special 
European merchandising publica- 


tion designed to encourage the 
American import trade, has an- 


Affecting Factories and Dealers . . . 


Auto Advertising 
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divisions of Libbey-Owens-Ford 
Glass Co. to form L-O-F Glass 








nounced that general subscriptions 
are now being accepted. 


In addition to its product analy- 
sis, “Made In Europe” covers the 
businessman’s travel problems in 
Europe by offering information 
and travel tips for European 
countries. A special customer 
service offers free personal advice 
to the prospective European 
goods buyer or visitor. 

Further information, subscription 
rates and a sample copy are avail- 
able upon request to Circulation 
Department, “Made In Europe,” Zeil 
123, Frankfurt/Main 1, Germany. 

* oe * 


Whitcomb in New Post 


William L. Whitcomb has been 
appointed advertising manager of 
L-O-F Glass Fibers Co., according 
to J. M. Johns, director of sales. 

Whitcomb was advertising man- 
ager of Glass Fibers, Inc., before 
that company merged in March 
with the Fiber Glass and Corrulux 










Fibers Co. 

+ * * 
Daily News Wins Again 

For the sixth time since 1948, 

the Chicago Daily News has won 
the Inland Daily Press Assn. 
award for its coverage of local 
government. The contest is spon- 
sored by the University of Wis- 
consin journalism school. 

* * * 


Names 


Gregory J. Moffit has joined the 


creative staff of Allman Co., Inc., 
Detroit ad agency. Moffit formerly 
was with Huron Portland Cement 


- 


Edward Fisher has joined the 
Detroit advertising sales staff of 
‘U. 8S. News & World Report.” 
Fisher was formerly with Mechanix 
Illustrated and before that with D. 
P. Brothers ad agency and the 
Detroit Diesel division of General 
Motors. 


Fred W. Johnson, formerly west- 
ern sales manager of American 
magazine, has been appointed ad- 
vertising manager of the magazine. 


Scie be apaaiend 











Journal Realigns Ad Department— 


The Milwaukee Journal has announced several changes in the staff and line organi- 
zation of its advertising department. They are, from left, front row: Harold Daniels, 
manager, advertising sales; Robert K. Drew, advertising manager; Harry Gwaltney, 
director of the Journal's color service and color advertising sales; and Arthur Hall, 
manager of new training and sales presentation. Standing—Homer Bendinger, mana- 
ger of local-general advertising; Charles Clarke, supervisor, classified advertising street 
sales; Norm Saukerson, manager general advertising; Richard Trowbridge, supervisor 
downtown retail advertising; Warren Heyse, supervisor, north side retail advertising; 
Frank Page, classified advertising manager; William Klumb, manager, automotive 
advertising, and Joseph Batteiger, supervisor, south side retail advertising. 





Economy is a magic word in the automobile business. Economy 
of operation is a mighty sales clincher in any dealer’s show- 
room. Economy in manufacture is vital to protect the narrow 


profit margin of the auto maker. The Stromberg Carburetor 


offers you both. 


Stromberg’s system of consistent fuel metering results in 
economy of operation unmatched by any other carburetor. 
Automotive experts know it. Fuel consumption statistics 
prove it. And two consecutive victories for Stromberg-equipped 
cars in the famed Mobilgas Economy Run confirm it. 


But Stromberg can mean even more as an economy factor for 
the manufacturer Because of the vast number of different 
carburetor models which Stromberg makes available to manu- 
facturers, a Stromberg Carburetor can usually be selected to 
fit the needs of any engine with a minimum of costly revisions. 


For more than forty years, Stromberg has been the American 





The STROMBERG application engineer will be happy to 
discuss carburetion problems with you at your convenience. 


| STROMBERG 





Foremost in ECONOMY 





AMERICA’S FINEST 


URETOR 





For two consecutive years, the grueling Mobilgas Economy 
Run has been won by a STROMBERG-equipped Studebaker. 


leader in every phase of carburetion. More advances in this 
field have been initiated by Stromberg than by any other 
manufacturer. . 


The folks who make Stromberg Carburetors enjoy tackling a 
difficult problem—because when you have a problem we can 
solve, everyone is happy. You have a better product, we have 
a satisfied customer, and the motorist has a more efficient 
automobile. 


Call on us. The Stromberg application engineer is at your 
service. You'll find he knows his business—and he may help 
build yours. 


ECLIPSE MACHINE DIVISION OF BENDIX AVIATION CORPORATION 


Original Equipment Sales: Elmira, N. Y. ¢ Service Sales: South Bend, Ind. 
Export Sales and Service: Bendix International Division, 205 E. 42nd Street, N. Y. 17, N. Ys 


Stromberg* Carburetor A 
Bendix* Electric Fuel Pump ee Bendix* Folo-Thru Starter Drive e 


REG. U.S. PAT. OFF, 
Ee 
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Sensational “slow month” promotion moves 555 cars! 


Breaking sales records is no novelty to the Ed James Buick Company 
of Los Angeles. In April of this year they sold 573 cars, the largest 
single-agency record in Buick history. 

But selling automobiles is still a year-round proposition and so, with 


July (normally a “slow month”) approaching, the agency decided to 
perk up business with an Advertised-in-LIFE tie-in promotion. 


For the full month of July, LIFE and Ed James Buick teamed up for 
one of the most spectacular and effective local automobile promotions 
ever staged. In this letter to LIFE, the ‘‘master salesman’”’ himself, Ed 
James, describes what happened. 


LIFE Met iier Plaza k 
ee 20, New YOF 


Buick Co. 
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to 
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555 Buicks in a month! Here Ed James (r), owner of the agency, 
and ace salesman Flaherty discuss their Advertised-in-LIFE pro- 
motion. Note the simulated scaffolding backdrop—a really effec- 
tive device for displaying the colorful LIFE promotion materials. 





e Plenty of traffic! For the thirty-one days of the promo- 
tion, traffic remained heavy, salesmen kept busy. Win- 
dow banners and streamers flagged prospects down; 
LIFE covers and LIFE ads maintained the excitement 
inside. 









t Everybody got in the act! Besides Buicks, LIFE helped 
the dealership move record numbers of after-market 
products and really pepped up the Service Department. 
A new all-time high was established in sales of retail 
customer parts, labor sales and tire sales. 


This 3-way sales combination will sell more cars for you! 


If you really want to move cars, feature these three in your advertising 
and showroom displays: (1) the name of your dealership, (2) the make of 
car you sell, (3) material showing that your car and after-market products 
are advertised in LIFE. 


Individually, each is a strong selling force. Promoted together they can 
build extra sales for you! 


MORE NEW CAR BUYERS READ LIFE 
THAN ANY OTHER WEEKLY MAGAZINE LIFE, 9 Rockefeller Plaza, New York 20, N. Y. 











ans Nimoy 


Sane AYE 





ee pepe 5 este em 


Cambridge 4-dr., $545, $400. ’52 Cran- 
Market Trend brook 2-dr., $400," $330." 61 Cambridge 

The biggest loss in more than a year’s time marked the overall $220. ‘49 Deluxe 4-dr., $145. 
average price in Automotive News’ index of used cars sold at wholesale | PONTIAC—'56 Chieftain (8) Catalina, $2,- 


auctions last week. 


The market plunged downward $31. Not since the week of Oct. 11, Chieftain (8) Catalina, $1,045*, $1,040°; 
1954, when the loss was $34, had the setback been so severe. The biggest 2-dr., $1,015*. ‘52 Chieftain (8) 4-dr., 
weekly decline in 1955 prior to last week came in the week of June 6, 2-dr..' $430, $405, $350. 


when the average loss was $20. 


Leading the retreat were ’55s, which were belted back by $107. Losses $305. '51 Champion 2-dr., $205, $195. 


ee aan ee ob Ue Gadaed G01; Vin went Gown OU ont U0 
steadiest. e ice of ’52s ; 6ls mt down and ’50s 
fell back $88. Other losses were: ’S3s, down $18; ’49s, down $18; and LITTLETON, COLO. 


"54s, down $1. 


The only advance was a $10 jump by '48s, the biggest gain by that (Market good. Sold 199 cars out of 400 


model since Sept. 12. 
models except ’48s. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of Oct. 24.) 


(Hordes of good buyers swarmed the 
auction here today and paid top prices for 
clean retail autos. The new '56 models 
were hard to sell at prices asked. We 
wound up selling five out of nine, Sold 


‘Used-Car Auction Prices 





NASH—’53 Rambler 2-dr., $665. 

OLDSMOBILE—’53 (88) Holiday, $1,090*, 
$1,025*. '52 (88) Holiday, $725*. '51 (98) 
Holiday, $360°. ‘50 (88) 4-dr., $355, 
$325; 2-dr., $130. '49 (88) 2-dr., $215, 
$145. 

PACKARD—’53 (200) 4-dr., $750*, $745*. 
"52 (200) 4-dr., $500°. 

PLYMOUTH—’54 Savoy 4-dr., $600. °53 








4-dr., $360, $325, $275. '50 Deluxe 2-dr., 


380°. ‘55 Chieftain (8) 2-dr., $1,925°. 

‘54 Chieftain (8) 2-dr., $1,250°. °53 

$580*; 2-dr., $415. °51 Silver Streak (8) 

STUDEBAKER—’53 Champion 2-dr., $595, 

where prices usually are the | °5? Champion 2-dr., $180. 


(Denver Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 21.) 
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Average Used-Car Prices 


(The above figures are averages of used-car auction prices, all makes 












(Compiled by Automotive News) 



















Nov., 1955 Oct., Sept. 
Model To Date 1955 1955 
en iocscesneis $1,917 $2,024 $2,027 





baseseceuesvenie 1,266 1,267 1,28 

844 862 899 
535 578 634 
380 412 432 
253 291 316 
203 















































and models, carried in Automotive News.) 






offerings.) I 
BUICK—'55 Century station wagon, §$2,- (60) 4-dr., $1,000; (62) 4-dr., $735*. 2-dr., $255; 1-ton pickup, $410. ’40 2-dr., 
As a result of heavy losses, new lows were set by the prices of all | "22°." 12): Riviera, $2.655° (pa. 4-dr, ‘48 (60) sedan, $405*. '46 club coupe,| $190. 
aa ee go o> $2,- $220 CHRYSLER—’55 Windsor 4-dr., $2,435*, 
23 ; ; ; (ps), y (ps); Special Riviera, od P 52 NY 4-dr., $625* (ps). °49 Windsor 
Prices marked with an an a ne with pre automatic $2,435", 2 at $2,325*: 4-dr., $2,000*. '54 CHEVROLET — '55 Bel Air (6) station 4-dr., $250*. ) } 
transmission or overdrive a ps) mM es power steering. Century station wagon, $2,050*; conv., wagon, $2,100* (ps); Bel Air (8) 4-dr.,| DODGE—’53 Meadowbrook 4-dr., $725, 
. $1,745*; Super Riviera. $1,850*. ’°53 $2,035*, $1,510*; 2-dr., $1,755; Two- '52 Coronet Diplomat, $545*. ’50 4-dr., 
(8) 2-dr., $610, 2 at $505, $440; 4-dr..| Super 4-dr., $1.275*, $1,175*; Riviera,| ten (8) station wagon, $2,015*, $1,850;| $170*. '49 club coupe, $185*. '48 %-ton 
$530. '51 Deluxe 2-dr., $330; conv., $245, $1,175* (ps), $1,130*%, $1,075*, $1,065*; Cameo Carrier, $1,690; %-ton pickup, panel, $105. 
$175. °50 Deluxe 2-dr., $175; conv., $110. Special 2-dr., $710. ‘52 Super station $1,525; %-ton pickup, $1,300; %-ton| FORD—’56 Fairlane (8) Crown Victoria, 
LINCOLN—’54 Capri 2-dr., $2,100. wagon, $800*; Special 4-dr., $550*, $455. panel, $1,245. '54 Bel Air Sport coupe, $2,625* (ps); conv., $2,515* (ps); Vic- 
MERCURY — '55 Monterey 2-dr.. $2,040*. "50 Super sedan, $215*; Special 4-dr., $1,350*; 4-dr., $1,050*%; One-fifty 2-dr., toria, $2,490* (ps), $2,365*; 4-dr., $2,- 
"54 Monterey 2-dr., $1,525*; Custom 2- $180. '49 Special sedan, $110. $595. '53 Two-ten 4-dr., $790, $745, $725; | 370*, $2,310* (ps), $2,300*, $2,215; 2-dr., : 
dr., $1,350°, $1,195. ‘53 Custom conv., | CADILLAC—’55 (62) coupe, $3,945* (ps). %-ton pickup, $575. '52 SL Deluxe 4-dr., $2,225*; Custom (8) 4-dr., $2,315; 
$985*. °52 Custom 4-dr., $635*. ’51 2-dr., "53 (62) 4-dr., $1,975* (ps). '52 (62) $645, $445*; 2-dr., $445. ’°51 SL Deluxe Country sedan, $2,300; 2-dr., $2,235*, < 
2 at $365, $325, $175; station wagon, 4-dr., $1.565*, $1,525* (ps). °'51 (62)| Bel Air, $575*; 4-dr., $500*; 2-dr., $360. $2,150*; Main (8) Ranch Wagon, $2,155*. 
$175. ’50 2-dr., $185. 4-dr., $985*. °50 (61) coupe, $1,165*;| °50 SL Deluxe 4-dr,, $300*, $275, $235; (Continued on Page 57, Col. 1) 


154 cars out of 200 offerings.) 


BUICK—’53 Super Riviera, $1,125*; Spe- 


cial 2-dr.. $900; 4-dr., $890*. 52 Super 
Riviera, $800*. °51 Super 2-dr., $500*; 
Special 2-dr., $470. '50 Super 2-dr., $390*; 
RM 4-dr., $285*, $140*; Special 4-dr., 
$270*, $260*, $170*; 2-dr., $260*. 


CADILLAC—’54 (62) conv., $3,360* (ps). 


*52 (62) 4-dr., $1,090%. °49 (62) 4-dr., 
$400. 48 (61) 4-dr., $390°. 


CHEVROLET — ‘55 Bel Air (8) station 


wagon, $1,930* (ps); 2-dr., $1,595*; Bel 
Air (6) Sport coupe, $1,590; Two-ten 
(8) 4-dr., $1,520*. °'54 Two-ten 2-dr., 
$950*. °53 Two-ten station wagon, §$1,- 
130; 4-dr., $670, $650; Sport coupe, 
$765*; 2-dr., $765, $730*, $685*; Bel Air 
2-dr., $825, $600*; Sport coupe, $970; 
Carryall, $690; One-fifty 4-dr., $440. '52 
SL Deluxe Bel Air, $705; 4-dr., $500*; 
2-dr., $440, $425*%; FL Deluxe 2-dr., 
$310*. '51 SL Deluxe 2-dr., $450*; conv., 
$430; 4-dr., $410, $340*, $320*; SL Spe- 
cial 2-dr., $350, $260. ‘50 SL Deluxe 
2-dr., $270; 4-dr., $250, $190°, $185*; 
conv., $230, $190; FL Deluxe 2-dr., $200. 
*49 FL Deluxe 2-dr., $200; SL Deluxe 
4-dr., $180, $160. 


OHRYSLER—’55 Windsor 4-dr., $1,710. 


’50 Windsor coupe, $220*. 


DeSOTO—’52 Fire Dome (8) conv., $430*; 


Custom 4-dr., $410*. °50 Custom club 
coupe, $250*; 4-dr., $240. 


DODGE—’52 Coronet club coupe, $400*; 


4-dr., $290*. '51 Coronet 4-dr., $335*. °49 
%-ton pickup, $200. 


FORD—’56 Fairlane (8) Victoria, $2,360*, 


$2,250; Country sedan, $2,310; Main (8) 
Ranch wagon, $2,160. '55 Fairlane (8) 
4-dr., $1,520; Custom (8) 2-dr., $1,410. 
*54 Custom (8) 2-dr., $1,020*, $970; Main 
(8) 4-dr., $830; conv., $1,200*. '53 Crest 
(8) Country Squire, $1,030*; Custom (8) 
2-dr., $720; Custom (6) 2-dr., $800. '52 
Main (8) Ranch Wagon, $910*; 2-dr., 
$410, $350. °51 Custom (8) 2-dr., $480; 
Victoria, $440; 4-dr., $370; conv., $180; 
Custom (6) 2-dr., $350*; Deluxe (6) 2- 
dr., $350. '50 Custom. (8) 2-dr., $280, 
$250*; Custom (6) 4-dr., $175, $150, 
$100; Deluxe (8) 2-dr., 2 at $260. °49 
Custom (8) 2-dr., $170. 


HUDSON—’54 Hornet 4-dr., $1,100*. °53 


Jet 4-dr., $605*. "50 Commodore 2-dr., 
$100. 


KAISER—’51 Deluxe 4-dr., $160, $130. 
LINCOLN—’51 Cosmopolitan conv., $360*. 
MERCURY—’54 4-dr., $1,210*. °52 4-dr., 


$500. '51 4-dr., $360*. 


NASH—'53 Statesman 4-dr., $640. 
OLDSMOBILE—’55 (98) Holiday, 2 at $2,- 


700° (ps). '52 (98) 4-dr., $780°, $750°. 
"50 (98) 2-dr., $200*. "49 (76) 4-dr., 
$130°. 


PACKARD—’53 4-dr., $660* (ps). ‘51 


4-dr., $160°. 


PLYMOUTH — '52 Cranbrook club coupe, 


$405. °51 Cranbrook conv., $330. '50 De- 
luxe 2-dr., $100. °49 Special Deluxe 
4-dr., $240. 


PONTIAC—"56 Chieftain (8) Catalina, $2,- 


540°. °55 Star Chief (8) 4-dr., $1,850*. 
"54 Chieftain (8) conv., $1,280*. ‘53 
Chieftain (8) conv., $1,010*; 4-dr., $890*. 
"51 Silver Streak (8) Catalina, $580*; 
4-dr., $480*; 2-dr., $440*, $430*. ‘50 
Silver Streak (8) 2-dr., $250, $180*; 
4-dr., $150°*. 


STUDEBAKER — ’'55 Commander coupe, 


$1,330*. °52 Commander 4-dr., $275. ’51 
Commander 4-dr., $200*; Champion 4- 
dr., 2 at $125. "50 Champion 4-dr., $200. 


WILLYS—’53 4-dr., $450*, $360. '49 sta- 


tion wagon. $130. 


MISCELLANEOUS —'53 Henry J 2-dr., 
$290. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 


Tuesday. Prices are for sale of Oct, 25.) 


(Prices normal for this time of year as 
we had a nice run of clean autos. Sold 
97 cars out of 128 offerings.) 


BUICK—’55 RM 4-dr., $2,600* (ps). ‘53 


Super 2-dr., $880*. '51 RM 4-dr., $505*, 
$475°. '49 Super 2-dr., $140. 


CADILLAC—'49 (62) 4-dr., $435*, $400*. 


—"55 Bel Air (8) 2-dr., $1,- 


CHEVROLET 
705°. °54 Bel Air 2-dr., $1,090. ‘53 Bel 


Air 2-dr., $965; Two-ten 4-dr., 3 at 
$700; 2-dr., $675; One-fifty 4-dr., $725; 
2-dr., $605. °52 SL Deluxe 2-dr., $440, 
$425, $415. ‘51 SL Deluxe Bel Air, $445; 
4-dr., $455, $435, $335. 2 at $320, $310; 
2-dr., $285. °50 SL Deluxe 2-dr., $250, 
—_. "49 SL Deluxe 2-dr., $165, $155, 
$1 


CHRYSLER—'53 Windsor Newport, $900* 


(ps). °52 Windsor 2-dr.. $475*. 


DODGE—'56 2-dr., $2.520. ‘53 Meadow- 


brook 2-dr., $845. '50 Coronet 4-dr., $230. 


FORD — ‘56 Custom (8) Country sedan, 


$2.395; Fairlane (8) 2-dr.. $2.050, $1,900. 
"55 Fairlane (8) 2-dr., $1.655*, $1.440; 
Custom (8) 2-dr.. $1,400; Main (6) 2-dr., 
$1,265, $1.085. ‘54 Crest (8) Country 
sedan, $1.360*; Custom (8) 2-dr.. $850. 
$770; Main (8) 2-dr., $725. '53 Custom 
(R) 2-dr., $700, $750. $590: 4-dr.. $670; 
Main (8) 2-dr., $565, $545. '52 Custom 





ANNOUNCING comp! 


Featured on all General Motors cars and 
trucks for 1956 and offered now for re- 
placement of all sealed beam headlamps 


Guide Lamp announces the greatest contribu- 
tion to night driving safety and to headlamp 
selling since the sealed beam was first introduced 
—the new Guide T-3 Safety-Aim Headlamp! 


Briefly, the new lamp provides: 


1. Up to 80 feet more “‘seeing distance’’ on the 
lower beam. 2. More lower beam light on the 











right. 3. A new filament cap which reduces 
glare, increases visibility in rain, snow and fog. 


And—T-3 SAFETY-AIMING! Three accu- 
rately positioned ‘‘Guide Points” are built into 
the lens. These three points plus new T-3 
Aimers permit perfect headlamp aiming in 
minutes. One man can do the job any time, any- 
where and in a few minutes with no more than 
the T-3 Safety-Aimers and a screwdriver to 
help him. It can be done in broad daylight 
and without turning headlamps on! 









Used-Car Auction Prices 


(Continued from Page 56) 
55 Thunderbird, $2,585; Fairlane (8) 


(98) Holiday, $1,500*, $1,320* (ps), §$1,- 
180*; (88) Super 4-dr., $1,280*; Deluxe 
4-dr., $990*. '52 (98) 4-dr., $880*. 
PACKARD—'54 Clipper coupe, $1,380*. '49 
limousine, $210. 
PLYMOUTH—'55 Plaza (6) 
"53 Cranbrook 4-dr., $675. 


Crown Victoria, $2,060*; Victoria, $1,- 
875°; 4-dr., $1,800° (ps), $1,795, $1,750, 
$1,750*, $1,710, $1,680, $1,675; %-ton 
pickup, $1,625; %%-ton pickup, $1,425. 
*54 Crest (8) Victoria, $1,450*, $1,315*; 


Custom (8) 4-dr., $995; 2-dr., $895; Cus- 4-dr., 


$1,175. 


tom (6) 2-dr., $975; Main (6) 2-dr.,) ponTIAC—'55 Chieftain (8) station wag- 

$875, $825. °53 Crest (8) Country sedan, on, $2790* (ps); a te 050°; “a, 

$1,220, $930, $900°, $845; aot hee $1,900*, $1,740*; Star Chief (8) Cata- 

og SOS, Main (Sy Ranch Wagon,| ina, $2,295*, $2,225° (pe), $2,145* (ps); 
’ , ’ ~ . , 

$975; %-ton pickup, $645*. ‘52 Cus- 4-dr., $1,915*. '54 Chieftain (8) station 


tom (8) station wagon, $580; Custom 
(6) 2-dr., $455. '51 Custom (8) Victoria, 
$520; 4-dr., $350, $310; %-ton pickup, 
$390. '50 %-ton pickup, $355. 
(8) coupe, $125. 
LINCOLN — ’56 Premiere coupe, $4,375* 
ps). 53 Capri coupe, $1,370* (ps); Cos- 
mopolitan 4-dr., $1,310*. ’50 club coupe, 
$300*. '49 4-dr., $195*. 
P MERCURY—’'56 Montclair coupe, $2,925* 
(ps), $2,875* (ps), $2,860*° (ps), $2,850° 
(ps), $2,795* (ps), $2,790* (ps), $2,725°, 


— $1,445*. °53 Chieftain (8) 4-dr., 
s 


STUDEBAKER — '50 Commander conv., 
$150*. '47 4-dr., $100. 

WILLYS—’53 %-ton pickup, $635. '51 %- 
ton pickup, $465; station wagon, $420. 

MISCELLANEOUS—'51 GMC %-ton pick- 
up, $475. 


‘49 Custom 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Oct. 21.) 


. oe 2 at $2,713*, $2,700*, $2,680; 4-dr., (Sold 217 cars out of 314 offerings.) 

t $2,697"; Monterey 4-dr., $2,585*; coupe, | BUICK—’55 Super Riviera, $2,400* (ps); 
$2,569*. '55 Monterey coupe, $2,475*. '53 Special Riviera, $2,390*. '54 RM Riviera, 

, Custom 2-dr., $875. °52 2-dr., $730. ’51 $1,815* (ps); Super Riviera, $1,760*, 

. 4-dr., $270*. $1,665*. °53 Special Riviera, $945*. °52 

: NASH —’'53 Statesman sedan, $790. ‘51 Super Riviera, $800*; 4-dr., $750. °51 

4-dr., $155*. °50 Statesman 2-dr., $110. Special 2-dr., $450. ‘50 Super Riviera, 


$300*, $255*. 
CADILLAC—’55 (62) coupe de Ville, $4,- 
155* (ps); conv., $3,950* (ps). °54 (62) 


OLDSMOBILE—’55 (88) Holiday, $2,650*, 
$2,575*, $2,365*; 4-dr., $1,990*. '54 (98) 
Holiday, $2,205* (ps); (88) Holiday, $2,- 
020*; Super 4-dr., $1,850*, $1,655*. °53 







NEW GU 


y 


i 






All the industry advances and refinements... 


The picture above typifies the new “pattern of safety.” Guide T-3 
Safety-Aim Headlamps throw more light to the right on the lower 
beam. This reduces glare for approaching drivers, but can increase 
visibility 10% or more. 


PLUS — Guide's exclusive now VY Safety-Aiming! 


Only when headlamps are perfectly aimed do drivers get all the 
benefits built into the new improved sealed beam units. But, any 
authorized Guide T-3 dealer can aim headlamps quickly and easily, 
using only a screwdriver and the new T-3 Safety-Aimers at right. 


CALL YOUR REGULAR (Xe) 








4-dr., $3,000* (ps). '52 (62) 4-dr., $1,- | OLDSMOBILE — '55 





475*,. 'S1 (62) 4-dr., §$750*. °50 (62) 
4-dr., $900°, $580°. 

CHEVROLET—'54 Bel Air 4-dr., $1,085* 
(ps), $1,035; Two-ten 2-dr., $905, $900. 
"53 Bel Air conv., $990*, $870*; 4-dr., 
$850* (ps) (ps); Two-ten 2-dr., 

52 SL Deluxe 
Bel Air, $595*; Delivery sedan, 
$350. ‘51 SL Deluxe Bel Air, $490; 2-dr., 
$525, $395*, $385, $370, 2 at $340, $305, 
$300; conv., $400; SL Special 2-dr., 
$545, $345, $215; FL Deluxe 2-dr., $345*, 
$265. '50 SL Deluxe 4-dr., $310, $275*, 
$225. 

CHRYSLER — '53 Imperial 4-dr., $1,200* 
(ps). °52 Saratoga club coupe, $565* 
(ps); Windsor conv., $275°. 

DeSOTO—’50 Custom 4-dr., $190. °49 Cus- 
tom 4-dr., $170. 

DODGE — '53 Coronet Diplomat, $800*, 
$650; 2-dr., $675, $575*. °52 Coronet 
4-dr., $475. '51 Coronet 4-dr., $190. '50 
Wayfarer 2-dr., $105. 

FORD—’55 Fairlane (8) Crown Victoria, 
$1,960*; Victoria, $1,815*, $1,700*; 4-dr., 
$1,500*, $1,300*. ‘54 Custom (8) 4-dr., 
$1,025*, 2 at $975; Custom (6) 2-dr., 
$900. °53 Custom (8) 2-dr., $880*, $620°; 
Crest (8) Victoria, $1,150* (ps), $875. 52 
Custom (8) 2-dr., $480. '51 Custom (8) 
2-dr.. $440, $380, $335, $300*, $280, $275. 
°50 Custom (8) 2-dr., $235, $135*, $100. 
"49 Custom (8) 2-dr., $300, $165, $155*, 
$145, $135. 

HUDSON—’52 Pacemaker 2-dr., $230. 

LINCOLN — '56 Premiere 4-dr., $4,225* 
(ps). 

MERCURY—’55 Monterey coupe, $2,150*. 
’54 Monterey coupe, $1,365*; 4-dr., $1,- 
265*. '53 Monterey coupe, $1,280*; 4-dr., 
$995*, $990*. '51 2-dr., $360°, $350°. '50 
4-dr., $280, $205. 

NASH—’53 Statesman club coupe, $775*; 
4-dr., $725*, $580*. "52 Ambassador 4-dr., 


$695*. °'51 Statesman 4-dr., 2 at $200. 
'50 Statesman 2-dr., $115*. 
(98) 4-dr., $2,500° 


HEADLAMPS 


MORE LIGHT... AIMED RIGHT 
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(ps); (88) Holiday, $2,480*; Super 2-dr., 
$2,390° (ps), $2,215*. °54 (98) conv., 
$2,290* (ps). °53 (88) Super 2-dr., $1,- 
235*; Deluxe 2-dr., $1,075*, $1,050*, 
$1,025*. °52 (88) 4-dr., $840*, $725°. 
(88) 2-dr., $555*. 

PACKARD—’55 Clipper 4-dr., $2,000*. ‘53 
conv., $975*, '51 Clipper 4-dr., $240*. 
PLYMOUTH—'56 Belvedere (8) 4-dr., $2,- 
335, $2,305*. °53 Cranbrook Belvedere, 
$825*, $695*; 4-dr., $530, $490; Cam- 
bridge 4-dr., $505. '52 Cranbrook 4-dr., 
$475, $370. '49 Special Deluxe 2-dr., 

$225, $110. 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
010* (ps); Chieftain (6) 2-dr., . "52 
Chieftain (8) Catalina, $870*. ‘51 Silver 
Streak (8) 4-dr., $425. '50 Silver Streak 
(8) Catalina, $515*, $405*. ‘49 Silver 
Streak (8) 2-dr., $205, $145*. 

STUDEBAKER — '53 Commander coupe, 
$580*. °52 Champion club coupe, $350*. 
’51 Champion coupe, $155°*. 

WILLYS—’53 Aero Falcon 4-dr., $335*. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Oct. 24.) 
(Sold 305 out of 475 offerings.) 
BUICK—’55 RM coupe, $3,100* (ps); Cen- 
tury Riviera 4-dr., $2,850* (ps); Special 
Estate wagon, $2,815* (ps); Hardtop, 
$2,405*, $2,365*, $2,250° (ps), $2,225°, 
2 at $2,165° (ps), $1,965, $1.755*. °54 
RM 4-dr., $1,705* (ps); Century 4-dr., 
$1,505*. °53 Special 4-dr., $840*, $735. 
"52 Super 4-dr., $585*. °51 Super hard- 
top, $605*, $555*°, $440*. 
CADILLAC—’55 (62) Coupe de Ville, $4,- 
200* (ps), $4,100* (ps); 4-dr., ,000* 
(ps), $3,790* (ps), $3,615* (ps), $3,600*° 
(ps). °54 (62) Coupe de Ville, $3,450* 
(ps), $3,400* (ps). '52 (62) 4-dr., $1,- 
665* (ps). '50 (62) 4-dr., $760°*. 49 (62) 
4-dr., $865*. 
CHEVROLET—’55 Bel Air (8) Sport coupe, 


new approach to headlamp selling! 
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SUPPLIER 


OR YOUR AUTHORIZED Guide HEADLAMP SOURCE! 
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$2,140*, $2,125*, $2,120* $2,075*, $2,050°, 
$1,860; 4-dr., $2,100*, ,075*, $2,035*, 
2 at $1,880*%; Two-ten (8) Handyman, 


$2,185", $2,140*, $2,180*, $2,065*, $2,- 
000; 4-dr., $1,725, $1,715, $1,710, $1,655; 
One-fifty (6) 2-dr., $1,610, $1,575, $1,- 
450. '54 Bel Air Sport coupe, $1,420*, 
$1,205, $1,000; Two-ten 2-dr., $1,075, 
,060, , $860. 53 Bel Air 2-dr., 
$895*, $845; Two-ten 2-dr., $825, $705. 
‘52 SL Deluxe 4-dr., $750°, $555°*. 
SL 2-dr., $485°, $390. 
CHRYSLER — '55 Windsor Hardtop, §$2,- 
400*; Newport, $2,350*. ‘54 Imperial 
4-dr., $2,000* (ps). NY 4-dr., $1,465*. 
’51 Windsor Newport, $500*. 
DeSOTO — '56 Fire Dome 4-dr., $2,955* 
(ps). ‘50 Deluxe club coupe, $270°. 
DODGE—’56 Coronet (8) 4-dr., $2,490*. 
'55 Royal Lancer, §2,285*; Hardtop, $1,- 


815; 4-dr., 2 at $1,880*; Coronet (8) 
hardtop, $2,050*, $1,910*. ‘54 Coronet 
(6) 4-dr., $1,025°*. 


FORD—’'56 Sunliner, $2,470*; Country Se- 
dan (8) $2,505*, 2 at $2,420, $2,400, 2 at 
$2,350, $2,320; Fairlane (8) Victoria, 
$2,415*,  $2,395%, $2,390%, $2,385°, $2,- 
340°; 2-dr., $2,255* (ps), $2,225*, $2,- 
185*, 3 at $2,175; Custom (8) 2-dr., 


$2,050. °55 Thunderbird, $2,930* (ps), 
$2,815; Sunliner (8), $1,875*, $1,835; 
Fairlane (8) 4-dr., 3 at $1,650, $1,615; 


Custom (8) 2-dr., 3 at $1,565. '54 Ranch 
wagon, $1,270. '53 Country Squire, $1,- 
050, $1,030* (ps). 

HUDSON—'49 2-dr., $105. 

LINCOLN '56 Premier 4-dr., $4,650° 
(ps); Hardtop, $4,255* (ps); Capri 4-dr., 
$3,990* (ps). °53 Cosmopolitan coupe, 
$1,335* 


MERCURY—’56 Montclair sport coupe, $2,- 
860* (ps); Monterey Sport coupe, §$2,- 
660*, $2,655*; Custom (8) Station wagon, 
$2,755*, $2,700*. °55 Montclair sport 
coupe §$2,400* (ps), $2,390*%; Monterey 
sport coupe, $1,800*, $1,800. °53 Mon- 
terey 4-dr., $1,180%; Custom (8) 2-dr., 
$880, $755. 

NASH—’54 Ambassador (6) 4-dr., $1,190; 
Statesman 4-dr., $1,050. '53 Super States- 
man 2-dr., $740; Statesman 4-dr., $560. 
’51 Rambler Station wagon, $385. '50 
Statesman 2-dr., $115. 

OLDSMOBILE—’55 Super (88) 4-dr., $2,- 
750* (ps), $2,700* (ps), $2,235* (ps), 
$2,215* (ps); (98) Holiday, $2,720* (ps); 
(88) 2-dr., $2,065*, $2,000*. ‘54 Super 
(88) Holiday, $2,120* (ps). ‘53 (98) 
Holiday, $1,655* (ps), $1,575* (ps); 
4-dr., $1,360* (ps), $1,035*. ‘51 (98) 
Holiday, $555; (88) 4-dr., $415. 

PACKARD—’53 Clipper Deluxe 4-dr., $760, 
$730, $705. 

PLYMOUTH—’'55 Belvedere (8) Hardtop, 
$1,950*; 4-dr., $1,895; Savoy (8) 4-dr., 
$1,455; (6) 2-dr., $1,400. '54 Belvedere 
4-dr., $1,065. ’°53 Cranbrook 4-dr., $740; 
conv., $680; Belvedere, $620. 

PONTIAC—’56 Star Chief Catalina, $2,- 
860* (ps); Chieftain Catalina, $2,505*; 
2-dr., $2,310*. ’55 Chieftain Station 
wagon, $2,015*; Catalina (8), $2,000*, 
$1,905*. °53 Chieftain (8) 4-dr., $965* 


(ps). 
STUDEBAKER—’53 ‘%-ton pickup, $510. 
*51 4-dr., $255*. 


WILLYS—'53 Station wagon, $910. ‘50 
Jeep, $400. '49 %-ton pickup, $395. 
MISCELLANEOUS—’55 GMC %-ton pick- 


up, $1,430. °52 GMC %-ton pickup, $570. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Oct. 
26.) , 

(Prices up slightly due to cleaner mer- 
chandise. Sold 64 cars out of 102 offer- 


ings.) 

BUICK—’55 Century 2-dr., $2,300*; Spe- 
cial Riviera 2-dr., $2,150*. °54 Super 
Riviera 2-dr., $1,650* (ps); 4-dr., $1,- 


505*, $1,470*. '53. Super Riviera 2-dr., 2 
at $1,000; Special 4-dr., $870*; 2-dr., 
$825. °52 Special 2-dr., $535. '51 Super 
4-dr., $475*, $210*; RM 4-dr., $380°*. 
CHEVROLET — '55 Two-ten (8) Delray, 
$1,545*; Bel Air (6) 2-dr., $1,485. °53 
Bel Air club coupe, $850; 2-dr., $825; 
4-dr., $755*; Two-ten 2-dr., $705*; One- 
fifty 2-dr., $530. °52 SL Deluxe 4-dr., 
$515*; 2-dr., $465*. '51 SL Deluxe 4-dr., 
$325; 2-dr., $290; %-ton pickup, $340. 
DODGE—’55 Coronet (6) 2-dr., $1,700. °53 
Coronet 4-dr., $620*, $610*. 
FORD—’56 Fairlane (8) 4-dr., $2,160. '54 
Custom (8) 2-dr., $920; Custom (6) 2-dr., 
$800. °53 Custom (8) 2-dr., $775*, $710*, 
$650; Custom (6) 2-dr., $645*. ’°52 Cus- 
tom (6) 2-dr., $435. '51 Custom (8) club 


coupe, $435*; 4-dr., $265; Deluxe (8) 
4-dr., $155; 2-dr., $195*. °50 Custom 
(8) 4-dr., $140. 


MERCURY—’55 Custom club coupe, $2,160* 


(ps). "53 Monterey 4-dr., $960*; 2-dr., 
) "52 4-dr., $520*. '50 club coupe, 


NASH—’51 Statesman 4-dr., $100. 

OLDSMOBILE—’55 (88) Holiday, $2,285*. 
"54 (98) 4-dr., $1,670*. '53 (98) Holiday, 
$1,350*; (88) 2-dr., $1,005; 4-dr., $985. 
"51 (88) 4-dr., $480; (98) conv., $455. 
"49 (88) club sedan, $120. 

PLYMOUTH — '53 Cranbrook 4-dr., $600. 


*52 Cambridge 4-dr., $260. ‘51 Cran- 
brook 4-dr., $210. 
PONTIAC—’54 Chieftain (8) 2-dr., $960. 


"53 Chieftain (8) 2-dr., $785*. 
STUDEBAKER—'52 Champion 4-dr., $280. 
"50 Champion 4-dr., $140. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of Oct. 25.) 

(Sold 242 cars out of 434 offerings.) 

BUICK—’55 Special Riviera, $2,435*; 2-dr., 
$1,915*; Century Riviera, $2,385* (ps). 
"54 Super Riviera, $1,595*; RM Riviera 
4-dr., $1,580* (ps); Century 4-dr., $1,- 
525° (ps); Special 2-dr., $1,150. 53 RM 
Riviera, $1,000* (ps); Special 2-dr., 
$905*, $855. 

CADILLAC—’55 (62) coupe de Ville, $4,- 
035° (ps); (60) .Special 4-dr., $3,900* 
(ps). '54 (62) coupe, $3,225* 
080° (ps); 4-dr., $2,990* (ps). 53 (60) 
Special 4-dr., $2,085* (ps). °52 (62) 4-dr., 
$1,360*, $1,350°. 

CHEVROLET—’55 Bel Air (8) Handyman, 
$1,970*; Sport coupe, $1,845*. ‘54 Bel 
Air Sport coupe, $1,300*; Two-ten 4-dr., 
$1,095*. "53 Bel Air conv., $855; 
ten 4-dr., $720, $700. ‘52 SL Deluxe 
Bel Air, $650; 4-dr., $600, $420. 51 SL 
Deluxe 2-dr:, $480*; Bel Air, $455; 4-dr., 
$425*, $420*, $400, $365*, $285*. "50 SL 
a conv., $375*; 2-dr., $350, $325, 

45. 

CHRYSLER—'54 NY conv., $1,435* 
Windsor 2-dr., $1,425*. 
4-dr., $860*; NY 4-dr., $800* (ps). 
Imperial 4-dr., $570*. 

DeSOTO—'54 Fire Dome (8) 4-dr., $1,230* 
$1,115* (ps). '53 Fire Dome (8) 4-dr., 
$675*, $635*. ‘52 Custom 4-dr., $555°*, 

(Continued on Page 60, Col. 1) 
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OLDSMIAOBSILES! 


SUPER 88 HOLIDAY COUPE 


The Car with the Power Personality! 


OLDSMOBILE DIVISION GENERAL MOTORS 








NINETY-EIGHT DELUXE HOLIDAY SEDAN 





The Fine Line of Distinction! 


A GREAT NEW LINE-UP 
OF ROCKET ENGINE CARS 
TO SET NEW RECORDS 
FOR OLDSMOBILE DEALERS! 


Suddenly it happens! Suddenly a new car 
flashes into the scene to capture America’s 
heart! This is it! This is Oldsmobile for 

°06 . . . a daring, dazzling Oldsmobile— 

a car destined to give Oldsmobile dealers 

their greatest year! New ... with inspired 
Starfire styling — fresh, radiant beauty that is 
Oldsmobile’s alone! New ... with 
revolutionary Jetaway Hydra-Matic for liquid- 
smooth, lightning action—a new concept in 
smoothness and performance with all the 

flow of fluid, all the go of gears! New ... with 
Rocket T-350—a Rocket to top all Rockets 

in torque, compression, horsepower, action! 

No wonder Oldsmobile and Oldsmobile 

dealers are enthusiastic as never before 

... ready to rocket to still higher sales records! 
Oldsmobile is “on the go” again.. 

ahead to stay—in every way—in 1956! 
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Used-Car Auction Prices 


(Continued from Page 57) 





$335*. °50 Deluxe 4-dr., $290*; Custom| PACKARD—’53 Clipper 4-dr., $895*; 2-dr., 
4-dr., $260*, $200*. $805*. '52 Mayfair, $500*. 

DODGE—’53 ‘Coronet 4-dr., $615*; Mea-| PLYMOUTH—’'55 Belvedere (8) 4-dr., $1,- 
dowbrook 4-dr., $450*. '52 Coronet 4-dr., 740*, $1,530. '54 Savoy 4-dr., $845, $840, 
$400*; club coupe, $350*; Meadowbrook $825, $700. '53 Cranbrook station wagon, 

P 4-dr., $315*. °'51 Coronet 4-dr., $255*, $920*; 4-dr., $650*; 2-dr., $535; Cam- 

F $245*, $230*, $205*. . bridge 4-dr., $510. '52 Cranbrook 4-dr., 

% FORD—’55 Thunderbird, $2,595*; Fairlane $450; Cambridge 2-dr., $320. 

ry (8) Victoria, $1,730*%, $1,725*; 4-dr., $1,-| PONTIAC—'56 Chieftain (8) Catalina, §2,- 

H 715; Country sedan, $1,695; Custom (6) 500*, $2,345*. '55 Star Chief (8) Cata- 

4 2-dr., $1,455, $1,290*; Main (6) 2-dr., lina, $2,095*. '54 Star Chief (8) 4-dr., 
$1,245. '54 Crest (8) Victoria, $1,330*; $1,450*, $1,275*; 2-dr., $1,015. ’53 Chief- 

i Custom (6) 2-dr., $1,010*%; Main (8) tain (8) Catalina, $1,200*, $995*; 4-dr., 

4 4-dr., $915. '53 Crest (8) Victoria, $1,- $950". 

by 075*, $980, $915*; Custom (8) 2-dr.,| STUDEBAKER — ‘53 Commander 4-dr., 

5 $735". $635*. °52 Champion 4-dr., $340. 

H HUDSON—’'55 Wasp Hollywood, $1,850*.| WILLYS — ’51 station~- wagon, $370. ’50 

i 54 Wasp 2-dr., $860*. '51 Hornet 4-dr., station wagon, $325. 

5 $320*. MISCELLAN EOUS—’52 Opel 2-dr., $225. 

# KAISER—’54 4-dr., $1,105*. ‘52 conv., 

i $370. I 

i LINCOLN—’52 Capri 4-dr., $970*. '50 N. PLAINFIELD, N. J. 

? coupe, $355°*. (Lebanon Auto Auction. Sale every Wed- 

t MERCURY—’55 Montclair coupe, $2,325*;| nesday. Prices are for sale of Oct. 26.) 

i Sport coupe, $1,950*. '54 Monterey 4-dr., (Too many rough autos clouding true 

¥ $1,425*, $1,315*, $1,140*; Sport coupe, market conditions. Select, clean mer- 

} $1,235*. '53 Monterey coupe, $1,365, 2 at| chandise bringing good prices, Sold 61 

i $1,070*; 4-dr., $1,060*, $860*; Custom| cars out of 93 offerings.) 

i 4-dr., $840. BUICK — '54 Super sedan, $1,550*. ’52 

NASH—’52 Rambler club coupe, $445*. 51 Super sedan, $630*. ‘51 Super Riviera, 

j Statesman 4-dr., $235. $600*; sedan, $490. '50 Super Riviera, 
t OLDSMOBILE —*'55 (88) 4-dr., $2,305* $430*, $320*; RM Riviera, $350*; sedan, 
(ps). °54 (88) Holiday, $1,850* (ps); $285". 
4-dr., $1,785*; 2-dr., $1,565*. °53 (98) | CADILLAC—'55 (62) conv., $4,100* (ps). 
Holiday, $1,355*; (88) 4-dr., $1,205* "52 (60) Special sedan, $1,150*. '51 (62) 
(ps), $1,165*, $1,160*. sedan, $900*. ’49 (75) sedan, $200*. 
i 
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CHEVROLET-—~-'55 Bel Air (8) conv., $1,- 
455. '54 Two-ten 4-dr., $925; Bel Air 
2-dr., $880. ’'53 Bel Air 2-dr., $775; Two- 
ten sedan, $730. '52 SL Deluxe sedan, 
$565, $530. '51 SL Deluxe sedan, $400. 


CHRYSLER—’51 Windsor sedan, $480. °49 
Windsor sedan, $300. 


DeSOTO—’50 Custom sedan, $325. '49 Cus- 
tom sedan, $225. 


DODGE —'52 Coronet sedan, 
Coronet sedan, $485. 
FORD—'54 Custom (8) station wagon, $1,- 
475; Main (6) sedan, $810. '53 Custom 
(8) sedan, $750, $720. '52 Custom (8) 
sedan, $675, $610. '51 Custom (8) sedan, 
$375, $330, $300. '50 Custom (8) sedan, 
$255, $210. '49 Custom (6) sedan, $195. 
HUDSON—’53 Hornet sedan, $225. 
MERCURY—’55 Monterey Sport coupe, $2,- 


$580. "51 


100*. °54 Custom sedan, $1,215*. '53 
Monterey Sport coupe, $1,050*; sedan, 
$850*. 


NASH—’51 Rambler sedan, $290. 

OLDSMOBILE—’55 (88) Holiday, $2,225* 
(ps). °53 (98) sedan, $1,160*. ‘51 (88) 
sedan, $630. 

PLYMOUTH—’54 Belvedere Sport coupe, 
$1,140. °53 Cranbrook station wagon, 
$850. °52 Cambridge sedan, $450. ’51 
Concord sedan, $195. '49 Special Deluxe 
sedan, $280. 

PONTIAC—’54 Chieftain (8) sedan, $1,340*. 
’53 Chieftain (8) sedan, $950*. ’52 Chief- 
tain (8) sedan, $675*. '50 Silver Streak 
(8) sedan, $310. 

STUDEBAKER—’51 Champion sedan, $225; 
Commander sedan, $125. 

MISCELLANEOUS — '52 Henry J sedan, 
$135. '51 Henry J sedan, $200. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Oct. 25.) 
(Market very solid on sharp cars. 
Quite a few end of the month clean-up 
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cars proved hard to sell. Sold 100 out of 
164 offerings.) 

BUICK—’55 Century Riviera 2-dr., $2,350°; 
Special Riviera 2-dr., $2,075*; 4-dr., $2,- 
050* (ps). °’54 Century Riviera 2-dr., 
$1,755*, $1,615* (ps); 4-dr., $1,485*, 
$1,455*; Special 2-dr., $1,310. '°53 RM 
Riviera 2-dr., $1,125* (ps); Super Rivi- 
era 4-dr., $1,175*; Special 2-dr., $780. 
‘52 Special 4-dr., $615. '51 Special 4-dr., 
$515*, $370; 2-dr., $375*; Super Riviera 
4-dr., $500*; RM Riviera 4-dr., $455*. 
’50 Special 4-dr., $200; Super Riviera 
4-dr., $200. ’49 Super conv., $190. 

CADILLAC—’51 (62) 4-dr., $1,060*. 

CHEVROLET — '55 Two-ten (6) station 
wagon, $1,735; Bel Air (6) 2-dr., $1,505. 
’53 Bel Air 4-dr., $925; club coupe, $905*, 


$900*, $775; One-fifty station wagon, 
$900; 2-dr., $600; Two-ten 4-dr., $860*, 
$800*, $690; conv., $800*. ’51 Bel Air 


club coupe, $530; SL Deluxe 4-dr., $395*, 
$305, $280*; 2-dr., $330*, 2 at $330, $325, 
$315. °50 SL Deluxe 2-dr., $240; Special 
2-dr., $185, $125. 49 SL Deluxe 4-dr., 
$120; FL 2-dr., $145. °46 2-dr., $110. 

CHRYSLER—’53 Windsor (6) club coupe, 
$850* (ps). ’48 4-dr., $110. 

DODGE—’51 Diplomat, $365. 
brook 4-dr., $190. 

FORD—’56 Custom (6) 2-dr., $1,915. '55 
Custom (8) station wagon, $1,705; 2-dr., 


’50 Meadow- 


$1,495. °54 Victoria (6), $1,300*%. ’53 
Custom (8) 4-dr., $850, $770*. ’52 (8) 
Ranch Wagon, $820; Custom (8) 4-dr., 
$585*. ’51 Custom (8) 2-dr., $270*; (6) 
4-dr., $165. ’50 (6) 2-dr., $150. 

HUDSON—’' 54 Jet 4-dr., $745*. 

LINCOLN—’51 Cosmopolitan 4-dr., $405*, 
$325°. 

MERCURY—’55 Montclair 4-dr., $2,025*. 
’53 conv., $960; 4-dr., $935. °’49 4-dr., 
$180. 

NASH—’54 Ambassador 4-dr., $1,165. ’52 


Statesman 2-dr., $510. '51 Statesman 


2-dr., $200. 





NOW—IN NOVEMBER— 


G-E O-YWeather Headlamp 
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‘ JUST LOOK a all the G-E @&-Zéeete Headlamp adver- 
; tising that’s packed in this current 30 day period. Seven big- 
\ space ads in national magazines are in your customers’ hands 
now! And TV commercials on the award-winning network show, 
MEDIC! All telling drivers about this revolutionary, new night- 
driving safety! 

General Electric G&-Zéele Headlamps help your customers 
see through fog, rain and snow. They make it easier to see the 
i road against oncoming headlamps. They spread more light over 
‘ more area to show up curves, dips and obstacles. (And they give 
maximum light in clear weather because the fog shield doesn’t 
affect the upper beam.) 

You can’t afford to miss these profitable extra sales! Order 


G-E @-@Hein Headlamps from your supplier today! 
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NOW’S THE TIME to 
and sell G-E Z-GZaddor Headlamps! 


SELL THEM IN PAIRS! 


You'll sell more new G-E 
Gt. Whelin, Headlamps than ever 
before! Look at the facts on re- 
placement headlamp sales: 67% 
now being sold in pairs—50% 
represent extra sales—in the 
last 6 months alone, sales are 
up 100%!* Order G-E Gt Zikattee 
Headlamps now — the brand 
motorists are asking for! Mini- 
ature Lamp Dept., General 
Electric Co., Nela Park, Cleve- 
land 12, Ohio. 


*Based on survey of 350 dealers in 10 cities. 





Magazine and TV advertising 
is going full blast! 


display 
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$1,010*. 
4-dr., 





OLDSMOBILE — '53 (88) 2-dr., 
"52 (98) Holiday, $985*; (88) 
$735*. °50 (88) 2-dr., $275°. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,505, 
$1,385. '53 Suburban, $805; Belvedere 
coupe, $795; Cambridge 4-dr., $400. '52 
Cambridge 4-dr., $380. ’50 Deluxe 4-dr., 
$290 


PONTIAC—’54 Chieftain (8) station wag- 
on, $1,350*. 53 Chieftain (8) 4-dr., $850*. 
51 Silver Streak (8) 4-dr., $250, $205°*. 


50 Catalina (8), $370*; 4-dr., $250*, 
$185*; (6) 2-dr., $225. 
STUDEBAKER — '53 Starliner, $815*; 


Champion 4-dr., $650; Club Coupe, $535; 


Commander 4-dr., $560. ‘52 Champion 
4-dr., $350. ’51 4-dr., $200; 2-dr., $200 
(Wes Coon Auto Auction. Sale every 


Thursday. Prices are for sale of Oct. 27.) 
(Clean autos bringing a good price. 
Sold 52 cars out of 94 offerings.) 


BUICK—’54 Century 2-dr., $1,550* (ps). 


’53 Special 2-dr., $825. ’51 Super 4-dr., 
$420*. "50 RM 4-dr., $250*; Special 4-dr., 
$240. 

CADILLAC—’53 (62) coupe deVille, $1,750* 
(ps). 

CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
365*. ’54 Two-ten 2-dr., $910*. ’53 Bel 
Air conv., $850*; Two-ten 4-dr., $665; 


2-dr., $650. '50 %-ton pickup, $135. 

CHRYSLER—’53 Windsor 2-dr., $750* (ps). 

| DeSOTO—'52 Custom 4-dr., $400. 

DODGE — '54 Meadowbrook 2-dr., $710*. 
’53 Coronet 4-dr., $610; club coupe, $650. 
’52 Meadowbrook 2-dr., $315. ’51 Coronet 
Diplomat, $370; Meadowbrook 4-dr., $300, 
$260, $225. 

FORD—’55 Fairlane (8) Victoria, $1,750*; 
Custom (8) 4-dr., $1,670*. '54 Custom 
(8) 4-dr., $1,010; Main (6) 2-dr., $715. 
’53 Main (6) 4-dr., $550; station wagon, 
$530. ’52 Custom (8) club coupe, $525. 

LINCOLN—’53 4-dr., $1,100*. 

MERCURY—’'53 Monterey 4-dr., $935; Cus- 
tom 4-dr., 3$810*. '52 Monterey 2-dr., 
$800*; club coupe, $595*. ’51 Custom 
4-dr., $310, ’50 4-dr., $330*. 

NASH—’53 Ambassador 4-dr., $785*. °52 
Rambler Country club, $370. '51 Rambler 
club coupe, $325. 

OLDSMOBILE—’51 (88) 4-dr., $350*. 

PACKARD—’53 4-dr., $725* (ps). 

PLYMOUTH—’54 Savoy 2-dr., 
Cranbrook 2-dr., $300, $250. 

PONTIAC—’53 Chieftain (8) 2-dr., 
"52 Chieftain (8) 4-dr., $515*; 2-dr., 
$350. °50 Silver Streak (8) club coupe, 
$350*. ’'49 Silver Streak (8) 4-dr., $210. 

STUDEBAKER—’52 Champion 4-dr., $205. 


MINNEAPOLIS 


| (Minneapolis Auto Auction, Sale every 

Wednesday. Prices are for sale of Oct. 26.) 
(Market remains weak on ’54s; steady 

on older models. Sold 74 cars out of 120 

offerings.) 

BUICK—'54 Super 4-dr., $1,510. ’53 Super 
conv., $1,175*. ’52 Super 4-dr., $645*. 50 
Super 2-dr., $235. '49 Super 4-dr., $175*. 


$770. ’52 


$835*. 


CADILLAC—’55 (62) 4-dr., $3,710* (ps). 
"53 (62) 4-dr., $1,940" (ps). ’47 (62) 
4-dr., $180. 


CHEVROLET—’55 Bel Air (8) conv., $1,- 
830*; Two-ten 4-dr., $1,470, 2 at $1,450; 
One-fifty 2-dr., $1,290. '54 Two-ten 4-dr., 
$960, $950. '53 Two-ten 4-dr., $730, $705, 
$690; One-fifty 4-dr., $575. '52 SL Deluxe 


2-dr., $490. °51 SL Deluxe 4-dr., 2 at 
$375, $360, $350. ’50 SL Deluxe conv., 
$345; 2-dr., $260, $240. °49 SL Deluxe 


2-dr., $140, $125. 

CHRYSLER—’52 Windsor 4-dr., $625*, 
Windsor 4-dr., $180*. 

DeSOTO—’51 Custom 4-dr., $345*. 

DODGE—’53 Coronet 4-dr., $690*. 

FORD—’56 Custom (8) 4-dr., $1,840; Main 
(6) 2-dr., $1,790. °55 Custom (8) 4-dr., 
$1,610*; 2-dr., $1,590*. ’54 Custom (8) 
4-dr., $1,170*, $1,110*. ’°53 Custom (8S) 
4-dr., $910*, $900*, ’52 Custom (8) 2-dr., 
$600, $550. °51 Custom (8) 2-dr., $475*, 
$410*, $390. '50 Custom (8) 2-dr., $345, 
$305, $275*; Main (6) 2-dr., $160, °49 
Custom (8) 4-dr., $200, $150. 

KAISER—’51 Deluxe 4-dr., $210*. 


"49 


LINCOLN—’53 Capri Hardtop, $1,425*. ’51 
Cosmopolitan 4-dr., $425*. 

MERCURY—’54 Custom 4-dr., $1,280*. ’53 
Custom 2-dr., $995*. ’51 4-dr., $375*. ’50 


2-dr., $280*. 
NASH—’52 Rambler Country club, $420*. 





OLDSMOBILE "55 (98) 4-dr., $2,410* 
(ps). °54 (88) Super 4-dr., $1,660*. ’53 
(88) 2-dr., $1,210*. "48 (88) 4-dr., $135. 

PACKARD—’49 Custom 4-dr., $100. 

PLYMOUTH—’55 Savoy (6) 4-dr., $1,290. 
’54 Plaza 2-dr., $860. '53 Cambridge 2- 
dr., $500. '52 Cranbrook Belvedere, $535. 
*51 Cranbrook 4-dr., $245. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,550. 
’54 Chieftain (8) 4-dr., $1,295*. ’53 Chief- 
tain (8) 4-dr., $960*, $920*. ’52 Chieftain 
(8) 4-dr., $690*. '51 Silver Streak (8) 
4-dr., $485*. ’50 Silver Streak (8) 2-dr., 
$300*. °49 Silver Streak (8) 4-dr., 3 at 
$190*. 

STUDEBAKER—’50 Champion 4-dr., $170*. 
’°49 Champion 2-dr., $160*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Oct. 27.) 
(Clean autos moving well with late 
models very firm. Rough pieces off. Sold 
111 cars out of 132 offerings.) 
BUICK—’54 Super Riviera, $1,555* (ps). 
’53 Special 2-dr., $925*. '51 Super Rivi- 
era, $575*; 4-dr., $450*, $435*; Special 
4-dr., $500*. °50 Super Riviera, $400*; 
Special 2-dr., $305*; 4-dr., $100*. ’49 
Super 4-dr., $195*; 2-dr., $170*; RM 
conv., $140*. 
CADILLAC—’50 (62) 4-dr., $750*. 49 (61) 
4-dr., $430*. 
CHEVROLET—’54 Two-ten 4-dr., $950. ’53 
Bel Air 4-dr., $800, $730*. '52 SL Deluxe 
4-dr., $405°; SL Special 2-dr., $395. ’51 


SL Deluxe 4-dr., $480*%; 2-dr., $400, 
$380*; FL Deluxe 4-dr., $355*, $350; 
2-dr., $300. '50 FL Deluxe 4-dr., $325; 


2-dr., $240, $200; SL Deluxe 4-dr., $210*, 
$185; 2-dr., $170. °49 FL Deluxe 2-dr., 
$275; 4-dr., $250; SL Deluxe 2-dr., $245, 
$160; club coupe, $190. 
CHRYSLER—’50 Windsor 4-dr., $330*. 
DeSOTO—’'53 Fire Dome (8) 4-dr., $950*. 
*50 Custom club coupe, $270. ’49 club 
coupe, $225*. ’48 club coupe, $105*. ~ 
DODGE—’53 Coronet (8) 4-dr., $830*%; 2- 
dr., $525*; Meadowbrook 4-dr., $595*, 
$480. '52 Meadowbrook 4-dr., $405. ’51 
Coronet 4-dr., $280, $210. '50 Coronet 
4-dr., $165. '48 4-dr., $100. 
FORD — ’'56 Fairlane (8) conv., $2,425*; 
Country sedan, $2,260; Custom (8) 2-dr., 
$1,985. '54 Crest (8) Victoria, $1,320. ’52 
Crest (8) Victoria, $675*; Custom (8) 
4-dr., $675; 2-dr., $650*°. "51 Custom (8) 
4-dr., $485*; 2-dr., $460°, $435, $400*; 


(Continued on Page 61, Col. 1) 
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Deluxe (8) 2-dr., $400. '50 Custom (8) 
4-dr., $360, $220, $150; 2-dr., $120; Cus- 
tom (6) 2-dr., $175; Deluxe (8) 2-dr., 
$295. '49 Custom (8) club coupe, $265°*; 
4-dr., $150*%; Custom (6) club coupe, 
130. 

MERCURY—'51 4-dr., $380*, $305; 2-dr., 
$390. °50 4-dr., $335*. 

NASH — ’52 Statesman 2-dr., $370. '49 
(600) 4-dr., $125°. 

OLDSMOBILE—’53 (88) 2-dr., $1,010. ‘51 
(88) 4-dr., $600*. 

PLYMOUTH—’54 Savoy 2-dr., $910. °53 
Cranbrook station wagon, $750; club 
coupe, $715. '52 Cambridge 4-dr., $360, 
$345. °51 Cranbrook club coupe, $325; 
Concord 2-dr., $240; Cambridge 2-dr., 
$220. "50 Deluxe 4-dr., $310. 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
205* (ps). ’53 Chieftain (8) 4-dr., $950*. 
'52 Delivery sedan, $240. ’50 Silver Streak 


(8) 2-dr., $325; 4-dr., $300*, °49 Silver 
Streak (8) 2-dr., $220. 
STUDEBAKER — ’'53 Commander 4-dr., 


$700*; Champion 4-dr., $480*. ’52 Cham- 
pion 4-dr., $255, $125. '51 Champion 4- 
dr., $100. 50 Champion 4-dr., $150*. °49 
Champion 2-dr., $105°. 

WILLYS—’53 Ace 4-dr., $525. 

MISCELLANEOUS—’53 GMC’ %-ton pick- 
up, $545. 51 Henry J 2-dr., $115; Eng- 
lish Consul, $275. 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. (Prices are for sale of Oct. 27.) 

(Consignment high above average. Buy- 
wer good.) 

BUICK. "55° Special Riviera, $2,150*. ‘54 
Super Riviera, $1,850° (ps). "52 Super 
4-dr., $735*%, $655*; Riviera, $605*. °49 
Super 4-dr., $220°*. 

CADILLAC—’54 (62) 
48 4-dr., $590*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
935*; Two-ten (8) station wagon, $1,790; 
2-dr., $1,500; 4-dr., $1,425; Two-ten (6) 
station wagon, $1,585. 54 Bel Air Hard- 
top, $1,385*; Bel Air Sport coupe, $1,325; 
4-dr., $1,130; Two-ten 2-dr., $995°*, $900. 


4-dr., $2,920* (ps). 


53 Two-ten 2-dr., $895*; 4-dr., $765*, 
$755*, $715, $660. 52 SL Deluxe 4-dr., 
$650*, $500; 2-dr., $555. "51 SL Deluxe 


2-dr., $475, $415, $350. 

DODGE—’55 Royal Hardtop, $1,800*; Cor- 
onet Hardtop, $1,790*. ’51 Wayfarer 2- 

., $360. 

pense Fairlane (8) Victoria, $2,370*. 
’55 Fairlane (8) Crown Victoria, $2,135* 
(ps); Victoria, $1,850*; Custom (8) 4-dr., 
$1,590", $1,425; %-ton pickup, $1,235. '54 
Custom (8) 4-dr., $1,080*; 2-dr., $895. | 
’53 Custom (8) 4-dr., $860, $780, $765; 
Victoria, $740*; 2-dr., $775*. ’52 Main 
(8) Ranch Wagon, $865*; club coupe, 
$525; Custom (8) 2-dr., $495. "51 Custom 
(8) sedan, $570*, $445*, $420; Victoria, 
$385*; Custom (6) 2-dr., $350. °50 Deluxe 
(6) 2-dr., $240*; Custom (8) 2-dr., $210, 
$200*. "49 Custom (8) 2-dr., $275*, $170. 
’46 %-ton pickup, $255. 


HUDSON — ’52 Hornet 4-dr., $660*. ’51 
Commodore 4-dr., $280*. 

KAISER—’51 2-dr., $220*. 

LINCOLN—’49 4-dr., $240*. 

MERCURY—’56 Monterey sedan, $2,635*. 


’55 Monterey Hardtop, $2,470*. '53 Mon- 
terey Hardtop, $1,160*%; 4-dr., $1,125°; 
Montclair coupe, Custom 4-dr., $950. °52 
4-dr., $875*, $785*. ’51 4-dr., $580*. 
NASH—’52 Rambler 4-dr., $610*. '51 4-dr., 


$165. 
OLDSMOBILE—’52 (88) Super 2-dr., $855*. 
.’51 (88) 4-dr., $500%. °50 (88) 4-dr., 


$595*. °49 (76) 4-dr., $340. 

PLYMOUTH — '53 Cranbrook Belvedere, 
$800; 4-dr., $590. '49 Special Deluxe sta- 
tion wagon, $150. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
635* (ps). °54 Chieftain (8) conv., $1,- 
335* (ps). °53 Chieftain (8) Catalina, 
$1,015; 4-dr., $950*%. °52 Chieftain (8) 
Catalina, $830*°. °51 Silver Streak (8) 
4-dr., $520°, $495*, $455*. °50 Silver 
Streak (8) 4-dr., $180. '49 Silver Streak 
(8) 2-dr., $150*; sedanet, $145. 

STUDEBAKER—’55 Commander 2-dr., $1,- 
205*. °51 Commander 4-dr., $325*; Land 
Cruiser 4-dr., $300*. '50 Champion 4-dr., 


$255°*. 
MISCELLANEOUS — '53 Henry J 2-dr., 
$335. °48 %-ton pickup, $235. 


PHILADELPHIA 


(Harold B. Robinson Auto Auction. Sale 
every Tuesday. Prices are for sale of Oct. 
25.) 

(Very good sale—best in many months. 
Prices good; buyers very active. Sold 133 
cars out of 163 offerings.) 

BUICK—’54 Century Riviera, $1,670*; Su- 
per 4-dr., $1,460°, $1,350°. °53 Super 
Riviera, $1,000*; Special Riviera, $860. 
"52 Super 4-dr., $800*, $680*, $460; Rivi- 





era, $700*°; RM 4-dr., $680°; Special 4- 
dr., $550. 51 Super 4-dr., $540, $440, 
$380, $340. 

CADILLAC—’53 (62) coupe deVille, $1,- 
700*. °52 (62) 4-dr., $1,710*. °51 (62) 
4-dr., $1,100*. '48 (62) 4-dr., $580. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 


650; Bel Air (8) 4-dr., $1,565; Two-ten 
Handyman, $1,775; 2-dr., $1,430. ‘54 
Two-ten 2-dr., $1,000, $965, $900, $875, 
$830, $790, $770; One-fifty 2-dr., $740, 
$715, 2 at $700. 53 Bel Air 4-dr., $920, 
$880, $835, $830; Two-ten 4-dr., $720, 
$620; One-fifty Business coupe, $480; De- 
livery sedan, $425. '52 SL Deluxe station 
wagon, $600; SL Special 2-dr., $500, 
$430; FL Deluxe 2-dr., $520. 

CHRYSLER—'54 Imperial 4-dr., $1,680*. 
’53 Imperial. 4-dr., $950*. °51 Imperial 
4-dr., $520*. ‘50 Windsor 4-dr., $340*. 

DeSOTO—’54 Fire Dome (8) 4-dr., $1,110*. 
’52 Custom 4-dr., $570. 

DODGE—’53 Coronet station wagon, $675. 
’52 Coronet Diplomat, $560; Meadow- 
brook 4-dr., $490; Wayfarer 2-dr., $325; 
%-ton panel, $230. ‘49 Coronet club 
coupe, $220. 

FORD—’56 Parklane station wagon, $2,- 
550°. °55 Thunderbird, $2,350; Fairlane 
(8) Crown Victoria, $2,025*; Victoria, 
$1,720; Custom (8) 2-dr., $1,520, $1,490. 
*54 Crest (6) Victoria, $1,330; 4-dr., $1,- 


000*; Main (8) 2-dr., $780; Main (6) 
2-dr., $775. ’53 Crest (8) Victoria, 
$1,055°. 


HUDSON—’52 Hornet 2-dr., $530*. 

MERCURY—’55 Monterey Hardtop, $2,150*. 
‘54 Custom station wagon, $1,280*; 2-dr., 
2 at 1,150, $750. ‘53 Custom station 


wagon, $1,190*; Hardtop, $1,070*; 2-dr., 
$900. '51 2-dr., $575. 


NASH—’53 2-dr., $525. 


OLDSMOBILE—’55 (98) Holiday, $2,585* 
(ps); 4-dr., $2,400° (ps); (88) 4-dr., $2,- 
275°. '51 (88) 4-dr., $540*, $490*; (98) 
4-dr., $450°. '50 (98) 4-dr., $370*; (88) 
4-dr., $270*. '49 (76) 2-dr., $240°. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
860°; 2-dr., $1,725*, $1,610; Savoy (8) 
4-dr., $1,470, $1,460; Plaza (8) 2-dr., 
$1,500*, '54 Savoy Suburban, $1,030; 2- 
dr., $1,000; Plaza 2-dr., $775, $765. '53 
Cranbrook 4-dr., $605. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
140*, '52 Chieftain (8) 4-dr., $640*, $625; 
Chieftain (6) 4-dr., $510. '51 Silver 
Streak (8) 2-dr., $590*, $370. ’50 Silver 
Streak (6) 2-dr., $170. 

STUDEBAKER — '53 Commander 4-dr., 
$510*. °51 Champion 2-dr., $230. ’50 
2-dr., $120. 

WILLYS—’52 2-dr., $230. 

MISCELLANEOUS—’51 Austin 2-dr., $220. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 26.) 
(Sold 161 cars out of 234 consigned.) 
BUICK—’55 Super Riviera, $2,400* (ps); 
Century Riviera, $2,350* (ps); Special 
Riviera, $2,280*. '54 Super Riviera, $1,- 
810* (ps), $1,795* (ps). ’53 Super Rivi- 
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era, $1,015*, $995", $990°. °51 Special 
Riviera, $475. '50 Super 4-dr., $310°. 
CADILLAC—’55 (62) coupe deVille, $4,- 
120* (ps); coupe, $3,770* (ps), $3,680° 
(ps). °53 (62) coupe deVille, $2,315* 
(ps), $2,290° (ps), $2,280* (ps); coupe, 
$2,150°. '51 (62) coupe, $1,370*, $1,255*. 
*50 (61) coupe, $1,185*; (62) coupe, $1,- 
170*; (60) Special 4-dr., $1,065*. 
CHEVROLET—'55 Bel Air (8) Hardtop, 
$1,950*; 2-dr., $1,600; Two-ten (8) sta- 
tion wagon, $1,820; 4-dr., $1,800*; Two- 
ten (6) 2-dr., $1,315. ’54 Bel Air 2-dr., 
$1,040; Two-ten 4-dr., $990, $945; One- 
fifty 2-dr., $740. '53 Two-ten 4-dr., $855*. 
’52 SL Deluxe 4-dr., $585*. '51 SL De- 
luxe Bel Air, $615", $600*; 4-dr., $415. 
’50 SL Deluxe 4-dr., $430*. 
CHRYSLER—’53 Windsor 4-dr., 2 at $850*, 
$425, $415. '50 NY 4-dr., $305. 
DeSOTO—’ 54 Fire Dome (8) 4-dr., $1,290*. 
’51 Fire Dome (8) 4-dr., $290°*. 
DODGE—’53 Meadowbrook 4-dr., $565. 
FORD — '56 Fairlane (8) station wagon, 
$2,490*; Victoria, $2,310*, $2,305*, $2,- 
290°. '55 Fairlane (8) Crown Victoria, 
$2,090*; 4-dr., $1,745* (ps), $1,735*; 
Custom (8) 4-dr., $1,520*; 2-dr., $1,500°; 
Main (6) 2-dr., $1,190. '54 Crest (8) 
4-dr., $1,145°, $1,125, $1,125*; Victoria, 
$1,215; Custom (8) 2-dr., $1,170; Main 


(8) 2-dr., $875. °53 Main (8) Ranch 
Wagon, $1,270* (ps), $1,070; Crest (8) 
Victoria, $1,020*; 2-dr., $860; Custom 
(6) 2-dr., $665. °52 Main (8) Ranch 


Wagon, $930. '51 Custom (8) 2-dr., $420. 
*50 Custom (8) 2-dr., $355, $340. 
HUDSON—’54 Wasp Hardtop, $730. '53 Jet 
4-dr., $565*. 
KAISER—’53 Manhattan 4-dr., $650°*. 
LINCOLN—’50 Cosmopolitan 4-dr., $210*. 
MERCURY—’56 Monterey Hardtop, $2,500°; 
Custom 2-dr., $2,295*. '55 Monterey sta- 
tion wagon, $2,455* (ps). °'54 Custom 
4-dr., $1,290, $1,080. °53 Custom 4-dr., 
$900*. '50 2-dr., $265. 





NASH—’51 (600) 4-dr., $265; 2-dr., $215. 

OLDSMOBILE —’'55 (88) Super Holiday, 
$2,560* (ps); 4-dr., $2,365* (ps); Deluxe 
4-dr., $2,145*. '54 (88) Super 4-dr., $1,- 
695° (ps). 52 (88) 2-dr., $945*. 

PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,590*. '54 Plaza 4-dr., $790, $775. '53 
Cranbrook Belvedere, $705, $695; 4-dr., 
$605, $590. '52 Cambridge 4-dr., $365; 
2-dr., $355. °50 Deluxe station wagon, 


$390. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
360°, '55 Star Chief (8) conv., $2,375* 
(ps). °53 Chieftain (8) 4-dr., $1,160*, 
$1,055* (ps), $950*. ‘52 Chieftain (8) 
4-dr., $590°. '51 Silver Streak (8) 4-dr., 
$340, $300. 

STUDEBAKER—’52 Commander Hardtop, 
$520*. 51 Commander 4-dr., $320*. '50 
Champion 2-dr., $140. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of Oct. 25.) 

(Market continues good on clean mer- 
chandise only. Rough units are getting 
more and more difficult to sell. We could 
have sold many more clean autos. Sold 

91 cars out of 136 offerings.) 

BUICK—’55 Century conv., $1,960* (ps). 
*54 Super Riviera, $1,610*; Century Rivi- 
era, $1,560*. '53 Super Riviera, $1,100* 
(ps). '51 Special 4-dr., $475*; Super 4- 
dr., $390*; RM conv., $330*. ’50 Special 
4-dr., $410; Super Riviera, $385°*. 

CADILLAC—’50 (62) 4-dr., $805*. 

CHEVROLET—’54 Two-ten 4-dr., $915; 2- 
dr., 2 at $905, $880, $780; One-fifty 2-dr., 
$800, $750; 4-dr., $715. '53 Bel Air conv., 
$875*; Two-ten conv., $805*; 4-dr., $785*, 
$760, $750*, $715; 2-dr., $745*; One-fifty 
2-dr., $600, $570; 4-dr., $575. '50 SL De- 
luxe Bel Air, $415*; 2-dr., $280; FL De- 
luxe 4-dr., $245. 


CHRYSLER—’54 NY 4-dr., 


$1,430* (ps). 
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*51 NY 4-dr., $300*; Imperial 4-dr., $235* 
(ps). '47 NY 4-dr., $140, 


DeSOTO — ’53 Powermaster 4-dr., 
’47 Custom 4-dr., $125°. 


DODGE—'53 Meadowbrook 4-dr., $550. 

FORD — '54 Custom (6) 2-dr., $935. '53 
Crest (8) Victoria, $860; Custom (8) 4- 
dr., $690. '52 Custom (8) 2-dr., $530*; 
Main (8) 2-dr., $430. '51 Custom (8) 
4-dr., $380*, $340, $315*; 2-dr., $295°*; 
Custom (6) 2-dr., $275; 4-dr., $250. '50 
Custom (6) 2-dr., $305, $155, $135; De- 
luxe (6) 2-dr., $140. 

HUDSON—’49 2-dr., $120. 

MERCURY—’54 Monterey 2-dr., $1,410°. 
—e 2-dr., $480, $410. '50 4-dr., 
$305. 

OLDSMOBILE—’52 (88) 4-dr., $675*. '51 
(98) 4-dr., $385*. '50 (98) 4-dr., $250*. 
"49 (76) 4-dr., $230; (88) 4-dr., $205°; 
(98) conv., $150*, 

PACKARD—’53 Clipper 4-dr., $700*, ‘51 
Clipper 4-dr., $405*. '50 Clipper 4-dr., 
$150°. 

PLYMOUTH — '53 Cranbrook 4-dr., $650, 
$590; 2-dr., $575. °52 Cambridge station 
wagon, $520; 4-dr., $430. '51 Cambridge 
2-dr., $345. °50 Special Deluxe 4-dr., 
$260. 

PONTIAC — ’'54 Star Chief (8) Catalina, 





$790°. 


$1,600*, '52 Chieftain (8) 4-dr., $610*, 
$495. ‘51 Chieftain (8) 2-dr., $480°; 
Chieftain (6) 2-dr., $315. °49 Silver 


Streak (8) 4-dr., $210*. '47 Torpedo (6) 
conv., $130. 

STUDEBAKER—’53 Champion 2-dr., $725*. 
"51 Champion club coupe, $145. '48 Com- 
mander Land Cruiser, $105. . 

WILLYS—’51 (4) station wagon, $340. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Oct. 27.) 


(Continued on Page 63, Col. 1) 


A FLIP OF THE FINGER CHANGES 
DAY TO NIGHT POSITION 


Orders for Nelmor’s new Glare Control mirror are 


being received in record numbers. And no wonder, 
either—for Dealers and car owners alike recognize the 
smarter appearance, the plus quality features, the out- 
standing value at $7.95. 


No other mirror at near the price offers its large 3 x 5 


inch rectangular head—its protective hood with “‘camera 


black” inside finish—its 100 per cent die-cast parts— 
its guaranteed chrome plated finish. And no outside 
mirror at any price provides its precision-ground pris- 


matic glass for crystal-clear, daytime vision and night 


driving 


glare-control. 


Get your order in now and get in on the profits from this 


popular, fast-selling new Nelmor accessory! 
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‘Shortest? Length 
Claimed for New 
White Tractor 


WASHINGTON. — White Motor 
Co. has announced that its “9000” 
tractor model, introduced earlier 
this year as a diesel-powered unit, 
is now available in three newly- 
developed gasoline engines. 

In unveiling the new line at the 
American Trucking Assn.’s annual 
convention here, White officials 
noted the conventional hood-over- 
engine vehicle measures 90 inches 
from bumper to back of cab. It 
was claimed that this is the short- 
est dimension ever achieved in a 
conventional-type tractor. 

According to J. N. Bauman, ex- 
ecutive vice-president of the truck 
division, the short dimension was 
made possible by tilting the engine 
10 degrees to advance the position 
of the cab. 

The advanced cab position, to- 
gether with moving the fuel tank 
forward and relocating accessories, 
brought about a transfer of tractor 
weight from the rear to the front 
axle and increased the payload ca- 
pacity, Bauman said. 

He asserted, “The shortened 
length permits the use of a 35-foot 
trailer with a wide range of king- 
pin locations (24 to 36 inches) and 
still remains within the 45-foot 
combined tractor-trailer length 
limits demanded by many states.” 

The engines, under road tests 
and in actual commercial opera- 
tions, are said to have shown fuel 
savings of up to 10 percent as com- 
pared with competitive engines of 
similar horsepower. Heavy produc- 
tion of “9000” gas units is expected 
by Dec. 1. 


The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,372; 2- 
dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. 
hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,395; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 


OCADILLAC—Series 62—4-dr. sed., $4,- 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado ry hardtop and conv., $6,501. 
Sertes 60 Spectal—4-dr. wed., $4,992. Sertes 
16—8-pass. sed., $6,558 » * $6,773. 
acuta and power steering stand- 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—One-Fifty— 
4-dr. sed. $1,835; 2-dr. sed., $1,792; bus. 
cpe., $1, 760; 2-dr. stat. wag., $2,137. Two- 
Ten —4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., $2,229; 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 





Jeep Production 


Nears Million 


ST. LOUIS. — H. C. McCaslin, 
executive engineer, Willys Motors, 
Inc., told the Society of Automotive 
Engineers here last week that pro- 
duction of the four - wheel - drive 
Jeep vehicles was nearing the mil- 
lion mark. 

McCaslin said that 550,000 of 
them have been built since 1945. 
He told the engineers of the engi- 
neering problems encountered in 
developing the four - wheel - drive. 
However, McCaslin said the prin- 
ciple was not new, the first such 
unit having been built in 1908. 
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Designed for Bigger Payloads— 

White Motor Co's new “9000” series of highway tractors measure 90 inches from 
bumper to back of cab. This shortened length is said to permit the use of a 35-foot 
trailer with a wide range of kingpin locations (24 to 36 inches) and keep the com- 
bined tractor-trailer length within the 45-foot length limits demanded by many states. 


Current Prices on New Cars 


4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


. CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. hardtop, $2,859.25; 4-dr. New- 
port hardtop, $3,082.75; 2-dr., Newport 
hardtop, $2,995.75; conv., $3,290.25; 4-dr. 
stat. wag., $3,552.50. New Yorker—4-dr. 
sed., $3,727.50; 4-dr. hardtop, $4,050; 2-dr. 
Newport hardtop, $3,899.50; 2-dr. St. Regis 
hardtop, $3,943.50; conv., $4,190.75; 4-dr. 
stat. wag., $4,471.50. (PowerFlite stand- 
ard on New Yorker.) 


CONTINENTAL MARK II — 2-dr. sed., 
$9,517. (Turbo-Drive and power steering 
standard.) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr, stat. wag., $3,325.25. Fireflite—4-dr. 
sed., $3,073.50; 2-dr. hardtop, $3,300.50; 
4-dr. hardtop, $3,385.59; conv., $3,498.50. 
(PowerFlite standard on Fireflite.) 

DODGE—Ooronet 6—4-dr. sed., $2,218.- 
50; 2-dr. sed., $2,145.40. Coronet ao 
4-dr. sed., $2,326.25; 2-dr. sed., $2,253 
4-dr. hardtop, $2,502.50; 2-dr. hardtop, 
$2,388.50; conv., $2,628.50. Royal — 4-dr. 
sed., $2,463.75; 4-dr. hardtop, $2,647.75; 
2-dr. hardtop, $2,533.75. Custom Royal— 
4-dr. sed., $2,573.75; 4-dr. hardtop, $2,- 
757.75; 2-dr. hardtop, $2,643.50; conv., 
$2,863. Station Wagcon—2-dr., 2-seat six, 
$2,442.25; 2-dr., 2-seat V-8, $2,550; 2-dr. 
3-seat V-8, $2,679; 4-dr., 2-seat six §$2,- 
667.25 (V-8, $2,819); Ps 3-seat six, 
$2,772.75 (V-8, $2,924 

FORD—(Prices are ior %- cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,858.29; 2-dr. sed., $1,813.11; bus. Leste: 
$1,711.03, Customline—4-dr. sed., $1,950.75; 
2-dr. sed., $1,905.57.Fairlane—4-dr. sed., 
$2,043.54; '2-ar. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr, 2-seat)—Country Sedan—$2,246.77 





(4-dr. 3-seat)—Country Sedan, $2,378.95; 
Country Squire, $2,482.50. 
HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6— 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 


Mornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. 

IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. 


LINCOLN — Capri — 4-dr. sed., $4,157; 
2-dr. hardtop, $4,064.50. P -dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard.) 

MERCURY—Custom—4-dr. sed., $2,370; 
2-dr. sed., $2,310.50; Medalist 2-dr. sed., 
$2,214; 2-dr. hardtop, $2,445; 6-pass. stat. 
wag., $2,682. Monterey—4-dr. sed., §$2,- 
515; 4-dr. spt. sed., $2,611.50; 2-dr. hard- 
top, $2,590; 8-pass. stat. wag., $2,937. 
Montelair—+-dr. spt. sea., ee 2-ar. 
hardtop, $2,724.50; conv., ‘$2,859 

METROPOLITAN — ‘mone, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed.. 
$2,215. Statesman Oustom 6—4-dr. sed. 
$2,385; 2-ar. hardtop, $2,495. a 
Super 6—$2.480. Ambassador Custom 
4-dr. sed., $2,675; 2-dr. hardtop, 32,795. 
Ambassador Super V-8—4-ar. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr hardtop. $5.128.05 at coastal porta. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
$2,627; 2-dr. hardtop, $2,542. Super 88— 
4-dr. sed., $2,595; 2-dr. sed., $2,529; 4-dr. 
hardtop, $2,836; 2-dr. hardtop, $2,763; 


conv., $2,986. Series 98—4-dr. sed., $3,253; 
4-dr. hardtop, $3,506; 2-dr. hardtop, §$3,- 
506; conv., $3,695. (Hydra-Matic and 


power steering standard on Series 98.) 
PACKARD — Clipper Detuxe—4-adr. sed.. 


cpe., . sed. 
$1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
top, $2,095.75. Belvedere—4-dr. sed., $2,- 
075.50; 2-dr. sed., $2,032.50; 4-dr. 
$2,179.75; conv. 
(V-8 only), $2,443.50. Suburban — Deluxe 
2-dr., . -» $2,232.50; 
Custom 4-ar., $2,279. 75; Sport 4-dr., $2,- 
449.75 
PONTIAC — Chieftain 860 — 4-dr. 
$2,259; 2-dr. sed., $2,201; 4-dr. 
$2,404; 2-dr. hardtop, $2,331; 
wag., $2,529; 4-dr. stat. wag., $2,612. 
Chieftain 870—4-dr. sed., $2,374; 4-dr. 
hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
stat. wag., $2,709. Star Chief—4-dr. sed., 
$2,488; 4-dr. hardtop, $2,696; 2-dr. hard- 
top, $2626; conv., $2,818; 2-dr. Safari 
stat. wag., $3,089 
RAMBLER—Deluxe—4-ar. sed., eet 
2-ar. sed., $1,585. Super—4-dr -» $1,- 
798; 2-dr. sed., —"s 2-dr. ‘stat. wag., 
$1,869. Oustom—4-dr. sed., 1 hard- 
top, $1,995; 4-dr. stat. wag., $2,09 
STUDEBAKER—Champion a 
dr. sed., $1,783.24; 2-dr. sed., $1,741. 02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; oom. cpe., $1,874.50; 
stat. wag., Champion Regai 
— 4-dr. seda., e 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe — 4-dr. sed., "$2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
an State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic ‘Drive, $3,479.29. 
WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1.- 
ae —_— Wagon — 2-wheel-drive, $1,- 
997.32. 


sed., 
hardtop, 
2-dr. stat. 





New Commercial Car Registrations, 


40 States for September, 1955-1954 
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“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 





New Passenger Car Registrations, 42 States for September, 1955-1954 


Car registrations by states 
are released here weekly, as 
compiled by R, L. Polk rep- 
resentatives in state capitals. 
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Used-Car Auction Prices 





(Continued from Page 61) 


(Sharp autos bringing good money. Sold 
60 cars out of 124 offerings.) 


BUICK—’55 Special 4-dr., $1,860*. '53 Su- 
per 4-dr., $950*, $900*; Special 4-dr., 
$925; 2-dr., $925*. '51 Special 4-dr., $485; 
Super 4-dr., $485, $400°*. 

CHEVROLET—'54 Two-ten 4-dr., $1,070; 
2-dr., $1,045, $1,025; One-fifty 2-dr., $845. 
’53 Bel Air conv., $750; Two-ten 4-dr., 
$830*. '51 FL Deluxe 2-dr., $420. '50 
SL Deluxe Bel Air, $440. '49 SL Deluxe 
4-dr., $255. 


FORD—’55 Main (8) Ranch Wagon, §1,- 
860*. '53 Custom (8) 4-dr., $890*; 2-dr., 
$830; Main (8) 4-dr., $785. '52 Custom 
(8) 2-dr., $670, $640, $505; 4-dr., $625. 
’51 Custom (8) 2-dr., $515, $475; Coun- 
try sedan, $500; Deluxe (8) 2-dr., $465, 
$455. '50 Custom (8) 4-dr., $350; 2-dr., 
$330; Deluxe (8) 2-dr., $390. '49 Custom 
(8) 4-dr., $175. '46 Deluxe 2-dr., $105. 

KAISER—’52 Deluxe 4-dr., $275*. 

MERCURY—’55 Monterey 4-dr., $2,300*; 
Custom 2-dr., $1,480*. ’54 Custom 4-dr., 
$1,285; coupe, $1,285. '53 Monterey coupe, 
$1,175*. ’52 Monterey 4-dr., $790*. 

NASH — ’55 Rambler station wagon, $1,- 
525°. 

OLDSMOBILE—’51 (88) Holiday, $500*. 
*50 (98) Holiday, $475*; (88) 4-dr., $365. 

PACKARD — ’53 4-dr., $725*. °51 4-dr., 
$395*. 

PLYMOUTH—’54 Plaza Suburban, $1,125. 
*53 Cranbrook 4-dr., $675*. 52 Cranbrook 


4-dr., $410. ’'51 Cranbrook Belvedere, 
$445; Cambridge 4-dr., $300. '49 Deluxe 
4-dr., $125. 


PONTIAC—’ 54 Chieftain (8) 2-dr., $1,240. 


’53 Chieftain (8) Catalina, $1,175*. °52 
Chieftain (8) 4-dr., $625. ‘50 Silver 
Streak (8) coupe, $255; 4-dr., $220. °49 
Silver Streak (8) 2-dr., $200. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Oct. 26.) 

(Market eased a little in prices. Qual- 
ity of merchandise down indicating slow 
trading while waiting for new models. 

Sold 96 cars out of 138 offerings.) 

BUICK — ’51 Special Riviera, $665*. '50 
Super Riviera, $460*; RM 4-dr., $360*; 
Special 2-dr., $350*; 4-dr., $325. 

CADILLAC—’52 (62) coupe deVille, $1,- 
450*. 

CHEVROLET—’53 Two-ten station wagon, 
$930*; 4-dr., $850; Bel Air 2-dr., $815; 
One-fifty 4-dr., $755, $730. "52 SL Deluxe 
Bel Air, $700; 4-dr., $645, $575; FL De- 
luxe 2-dr., $480. °51 SL Deluxe 2-dr., 
$435*, $430*, $375; 4-dr., $380*, $325*. 
"50 SL Deluxe 4-dr., $475, $410, $310; 
2-dr., $390, $350, $305; club coupe, $295; 
FL Deluxe 2-dr., $430*, $400. '49 SL De- 
luxe 4-dr., $325, $305. 


DeSOTO—’52 Custom 2-dr., $425. ’50 De- 
luxe club coupe, $250. 

DODGE — ’'51 Meadowbrook 4-dr., $330*; 
2-dr., $370. ’49 Coronet 2-dr., $280, 
$275°*. 


FORD—’'54 Main (8) Ranch Wagon, $1,- 
265; Custom (8) 2-dr., $1,025. ’53 Custom 
(8) 2-dr., $755; Main (8) 2-dr., $705, 
$650; %-ton pickup, $430. °52 Crest (8) 
Victoria, $830; Custom (8) 4-dr., $645, 
$580°; 2-dr., $540; conv., $560. 51 Cus- 
tom (8) Victoria, $505*, $495; 4-dr., 
$425*, $300, $295; 2-dr., $445*, $400, 
$305*. ’50 Custom (8) 4-dr., $400, $305*; 
conv., $285*; 2-dr., $260, $250. '49 Cus- 
tom (8) 2-dr., $395, $350. °48 Special 
Deluxe (8) 2-dr., $120, $110. ’40 Deluxe 
2-dr., $205. 

HUDSON—'53 Wasp 4-dr., $590*. 

MERCURY — ’55 Monterey 4-dr., $2,010* 
(ps). "53 Monterey 2-dr., $850*. '52 Mon- 


terey 2-dr., $740*. ’51 4-dr., $415*. °50 
2-dr., $185. 
NASH—'49 (600) 4-dr., $130*. | 
OLDSMOBILE — '53 (88) Super 2-dr., | 
$915*; Deluxe 2-dr., $180*. '50 (88) 4-) 
dr., $350*, $255*. °49 (88) club coupe, 
$250*. 
PLYMOUTH — ’52 Cranbrook 2-dr., $500. 
’51 Cambridge Suburban, $460; 4-dr., 


$320. '46 Special Deluxe 2-dr., $155. 
PONTIAC—'52 Chieftain (8) 4-dr., $500*. 
’50 2-dr., $275, $270. 
STUDEBAKER — '54 Commander station 
wagon, $800. °52 Champion 2-dr., $455, | 


$390. | 
CHICAGO 


(Greater Chicago Auto Auction. Sale ev- 
7 Thursday. Prices are for sale of Oct. | 
) 


(Sold 132 cars out of 239 offerings.) 

BUICK—’55 Super 2-dr., $2,300* (ps). ’54 
RM 2-dr., $1,780* (ps); Special 2-dr., 
$1,375. °53 Super 2-dr., $1,075*; station 
wagon, $925*; Special 2-dr., $1,030*; RM 
4-dr., $950* (ps). ’52 Special 2-dr., $660, 
$635*. ’51 Super 2-dr., $460*, $425*. 

CADILLAC —’55 coupe deVille, $4,100* 
(ps), $4,000* (ps), 2 at $3,975* (ps). 
"51 (62) 4-dr., $1,050*. '50 (60) Special 
4-dr., $1,000*; (61) 4-dr., $690*, '46 (60) 
Special sedan, $250*. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,910*; 4-dr., $1,795*; Two-ten (8) 2- 
dr., $1,355. °54 Two-ten 4-dr., $1,080*. 
"53 Two-ten 2-dr., $830*; 4-dr., $665. °52 
SL Deluxe Bel Air, $610; 4-dr., $570*, 
$550*. '51 SL Deluxe 4-dr., $500; FL De- 
luxe 2-dr., $225. '50 SL Deluxe 4-dr., 
$380, $275; 2-dr., $300*, $210. 











CHRYSLER—’53 NY 4-dr., $1,060* 
’51 Windsor 2-dr., $410*. 
DeSOTO — '54 Powermaster 4-dr., $1,030* 


(ps). 


(ps). "52 Fire Dome (8) 4-dr., $525* 
(ps); 2-dr., $400. ‘50 Custom 4-dr., 
$250*. 


DODGE—’51 ‘Coronet 4-dr., $270*; Mead- 
Owbrook 4-dr., $240. 

FORD—'55 Fairlane (8) 2-dr., $1,550*. ’54 
Custom (6) 4-dr., $875*. '53 Crest (8) 
Victoria, $1,150*; Main (8) Ranch Wag- 


on, $885; Custom (8) 2-dr., $765*. '52 
Custom (8) 4-dr., $600, $585*; 2-dr., 
$580. ’51 Custom (8) 2-dr., $450; 4-dr., 


$255*. ’50 Deluxe (8) 2-dr., $245. 
MERCURY—’54 Monterey coupe, $1,495* 

(ps); Custom 4-dr., $1,125. 53 Monterey 

4-dr., $965*; 2-dr., $905*; Custom 4-dr., 


$825*; 2-dr., $825*. °'52 2-dr., $730*, 
$605*. 
NASH—’53 Ambassador 2-dr., $700. °52 


Rambler Country club, $440. 


OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
175*. °54 (88) 4-dr., $1,070. '53 (98) 
4-dr., $1,200* (ps). '52 (98) Holiday, 


$1,200*. °51 (98) 4-dr., $500*; (88) 4-dr., 
$425*. '50 (88) conv., $405*; 4-dr., $325*. 


PLYMOUTH—’ 54 Belvedere 4-dr., $750. '53 
Cranbrook club coupe, $500; 4-dr., $485. 
52 Cambridge Suburban, $680; Cran- 
brook 4-dr., $300. °51 Cranbrook club 
coupe, $300; Cambridge 4-dr., $280. ’50 
Special Deluxe 4-dr., $235. 

PONTIAC—’'54 Star Chief (8) Catalina, 
$1,575* (ps); Chieftain (8) 2-dr., $1,005. 
’53 Chieftain (8) 4-dr., $810*, $785*; 
Chieftain (6) 2-dr., $550. °51 Silver 
Streak (8) Catalina, $640*, $500*; 4-dr., 
$440*. 

STUDEBAKER—’53 Champion 4-dr., $455*. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of Oct. 28.) 

(Market continues extremely active but 

we need clean, heavy autos. We had a 
good sale this week, selling 165 cars out 
of 240 registered.) 

BUICK—’55 Special Riviera, $2,150*. 
Super Riviera, $1,700*; Special 4-dr., $1,- 
475*, $1,350. °53 Special Riviera, $1,065*; 
4-dr., $1,060*, $1,000*. 
$310*. '38 4-dr., $430. 


CADILLAC—’55 (62) 4-dr., $3,790* (ps). 
53 (62) 4-dr., $2,050*%; coupe, $2,000*. 
"48 (62) 4-dr., $400*. 


CHEVROLET—’55 Bel Air (8) Sport coupe, 


$1,950*; Two-ten (8) 4-dr., $1,575; 2-dr., | 


$1,445*, $1,410; One-fifty (8) 2-dr., $1,- 
260; Two-ten (6) sedan, $1,230; %-ton 
pickup, $1,260. '54 Bel Air station wagon, 


GENERAL 
MOTORS 





ANNOUNCES 
THE WORLD’S 


FINEST 
STEERING 
SYSTEM! 


<= 


STANDARD EQUIPMENT on all 1956 Cadil- 
lacs, Buick Koadmasters and Supers, and Olds- 
mobile Ninety-Eights—optional on all other 1956 
Buicks, Oldsmobiles and Pontiacs. (Linkage type 


54 | 


"50 Special 2-dr., | 


oe 





$1,350*; One-fifty Handyman, $1,215; 
Two-ten 4-dr., $1,025, $960, $940; 2-dr., 
$790. '53 Bel Air club coupe, $1,020, $900; 
4-dr., $700*; Two-ten 2-dr., $600; 4-dr., 
$545; %-ton pickup, $575. '52 SL Deluxe 
4-dr., 2 at $575*. °51 SL Deluxe coupe, 
$335. '50 FL Deluxe 2-dr., $325; SL De- 
luxe Bel Air, $300*. '49 FL Deluxe 2-dr., 
$330*. 


CHRYSLER—’53 Windsor 4-dr., $1,200*. 
‘52 Windsor 4-dr., $625*, $620*. '48 NY 
4-dr., $150. 

| DODGE—’53 Coronet 4-dr., $800; %-ton 


Pickup, $450. 
$525; Wayfarer 2-dr., 
Pickup, $190. 
FORD—’56 Country sedan, 2 at $2,400*; 
Fairlane (8) Victoria, $2,300*%; Custom 
(8) 2-dr., $2,100, $2,085*, $1,835; 4-dr., 
$1,850. ’°55 Fairlane (8) Crown Victoria, 
$2,050*, $1,950*; Victoria, $1,725; club 
sedan, $1,650; 4-dr., $1,600; Custom (8) 
4-dr., $1,560; 2-dr., $1,400. °54 Custom 
| (8) 2-dr., $990, $975*; %-ton pickup, 
| $810; Custom (6) 2-dr., $770. ’°53 Crest 
| (8) Victoria, $985*; Custom (8) 4-dr., 
| $975*, $805; 2-dr., $850*, $800. 52 Crest 
| (8) Victoria, $725*, $690*%; Main (6) 2- 
dr., $475; Custom (6) 2-dr., $305*. ’51 
Custom (8) conv., $700; 2-dr., $500, $425, 
$390, $380, $350, $290; Deluxe (8) 2-dr., 
$500. ’50 Custom (8) 2-dr., $445, $350; 
station wagon, $280. '49 Custom (6) 2- 
dr., $180, $150, $125. °48 Deluxe (8) 
4-dr., $170; Custom (8) 2-dr., $155, $120. 
°46 2-dr., $145; 4-dr., $120. 
MERCURY—’54 coupe, $1,575; 4-dr., 


°52 Meadowbrook coupe, 
$390. '51 %-ton 








$1,- 


275. °53 2-dr., $960, $875. '51 2-dr., $425. | 


’50 club coupe, $335, $325, $275. 
| NASH—’52 Statesman 2-dr., $450. 
| OLDSMOBILE—’55 (98) Holiday, $2,930* 
(ps). 54 (88) Super sedan, $1,600*, $1,- 


500*. '53 (88) Super 4-dr., $1,100*%. ’51 
(88) Super 4-dr., $550*. 
| PLYMOUTH—’55 Plaza (6) 2-dr., $1,185. 








Father-and-Son Team— 


Congratulations are offered to Charles 
Peters, right, by his son, Douglas, as the 
pair assumes ownership of Pontiac Vil- 
lage, Boston. The firm will be known as 
Peters Pontiac Village. 





’54 Plaza 2-dr., $850. °53 Cranbrook Bel- 
vedere, $750. °'50 Special Deluxe 4-dr., 
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available on all 1956 Chevrolets.) 








NEW Safety Power Steering insures more effective demonstrations—easier 
sales—happier customers—more profit per deal—more repeat business! 





MAJOR 


$250. '49 Special Deluxe station wagon, 
$200; 4-dr., $115. 

PONTIAC—’56 Chieftain (8) Catalina, §$2,- 
800* (ps); 4-dr., $2,375°. °54 Chieftain 
(8) 4-dr., $1,160; 2-dr., $950. '53 Chief- 
tain (8) Catalina, $1,000, $890°; 4-dr., 
$760. ’52 Chieftain (8) 4-dr., $450°. ’51 
Silver Streak (8) 4-dr., $550; Silver 
Streak (6) coupe, $150. ’50 Silver Streak 
(8) conv., $310, 

WILLYS—’55 jeepster, $1,100. °51 %-ton 
pickup, $225. '46 jeepster, $100. 


* * * 


> . s 
— Auctions in Brief — 
HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Oct. 27). Consignment short this 
week as clean cars brought the high dollar. 
We sold a good percentage of those regis- 
tered. 

* * * 


ACTON, MASS. 

Concord Auto Auction. Sales every Mon- 
day and Friday (Oct. 21-24). Sold 408 units 
out of 576 offerings. 

* * * 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Oct. 27). Sale exceptionally big for 
this time of the year. We sold 79 percent 
of well over 200 cars registered. 

* * * 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (Oct. 26). More rough cars than 


usual at the sale today resulting in a lower 
percentage of sales. 
they are clean. 


We can sell them if 





Fe STEERING 


IMPROVEMENTS 


system gives an even 
you keep your car s 


The steering wheel res 








9 Twice-as-EASyY PARKING! 

Thanks to a revolutionary 
maneuvering with the NEW In-line 1956 Safety Power 
Steering System requires only half as much effort as 
previous models, Parking’s just a gesture! 


new valve design, 


GREATER ROAD STABILITY! 


Safety Power Steering has always had the finest 

“road feel’ of any power steering. The NEW 1956 

eater sense of security. It helps 
ily “on course”! 


RELAXING NEW RESPONSE! 


ds more easily than ever 


before with the NEW Safety Power Steering System. 


This means less mental and 
relaxation in traffic and on the hi 


hysical fatigue, more 
hishovay! 
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B. * {Bers me AC # “Sie 
Pontiac Is First in Dallas {Ala.} County— 


Gene Miller, Miller Pontiac, Selma, Ala., right, checks his newspaper announcement 
that in the first seven months of 1955 more new Pontiacs were registered than any 
other make in Selma's Dallas County. Pontiac accounted for 18.45 percent of the new 
registrations. Malcolm Dailey, Pontiac district manager, is at left. 


Ford Appoints Yates 
Appointment of Yates Motor Co., | announced. The company had been 
Chicago, as a Ford dealer has been | 2 Dodge dealership since 1940. 














WASHINGTON. — “A market- 
within-a market” best describes 
the location of a tremendous sales 
opportunity for automotive mer- 
chandisers, according to Andrew F. 
Jackson & Associates here. 

Unlike most “foreign markets,” 
Negroes in America have no father- 
land ties, no language barriers, nor 
do they profess to any real or fan- 
cied connection with their African 
heritage. 


The 16 million Negroes in the 
U. S. earn approximately $16 bil- 
lion a year, more than the total 
income of Canada and half again 
as much as the value of U. S. 
export sales, Jackson said. 

A recent poll of car owners is the 
Washington (D. C.) market made 
by Jackson showed auto ownership 
is 51 percent of Negro families. On 
a formula depicting national own- 
ership, the survey revealed that 


Big Negro Market Open 


Overall Car Ownership Reported 14% Less 
Than National Average 
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suburban ownership was slightly 
higher than urban. In comparison 
with the overall ownership of auto- 
mobiles among families in the U. S., 
Negro ownership is approximately 
14 percent less, according to Jack- 
son. 

Negroes buy more than $10 mil- 
lion worth of new cars yearly, 
slightly higher than 6 percent of 
|the estimated gross income ex- 
pended annually in the automotive 
jindustry. Most of these sales are 
voluntary, with little or no effort 
by the dealer to induce greater sales 
lor even to stimulate repeat busi- 
ness. Most dealers consider sales to 
Negroes as ‘frosting on the cake,’ 
|since it costs nothing to get them, 
Jackson said. 

The Jackson firm also revealed 
a serious barrier to greater sales. 

“Negroes with cars hesitate to 
|take long automobile trips because 





slightly less than half the Negro|of the scarcity of accommodations 


families owned cars. Rural and 


‘along the nation’s highways in all 











Car dealer Ss Here is the one accounting machine—the 


Burroughs Sensimatic—that will mechanize 





your accounting system without changing it! 


Following your present factory-recommended system, 
the Burroughs Sensimatic will handle all your 
accounting records in a fraction of the time it takes tc 
do them by hand. Distribution Journals, for example, 
can be done three times faster! What’s more, thanks to 
Sensimatic’s exclusive interchangeable sensing panels, 
growth of your dealership, or changes in your system, 
will not make your Sensimatic obsolete. When your 
system changes, simply change panels. For the complete 
story, and a demonstration of what the time- and ° 
cost-saving Sensimatic can do for you, see your phone 
book for the branch office nearest you, or write 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs” and “‘Sensimatic” are trade-marks. 









sections of the country,” Jackson 
said. 

“In view of this, thousands of 
Negroes will not invest in automo- 
biles, they consider it a waste of 
money. Our report shows that Ne- 
gro-owned cars have 25 percent 
less mileage than white - owned 
cars, and this can be attributed to 
fear of long trips.” 

In an effort to remove the fears 
of long, taxing auto trips, the Jack- 
son firm said that in 1952 it began 
to issue a directory of accommoda- 
tions for Negroes. Since that time 
Over 125,000 of these books (titled 
“GO—Guide to Pleasant Motoring”) 
have been issued through American 
Oil Co., Phillips Petroleum Co., 
Chrysler Corp. automobile dealers, 
automobile clubs, hotels and motels 
and Ruppert Brewery. 

“GO” encourages the Negro mo- 
torist to see and enjoy America, it 
points out historic shrines and 
places of interest to him and has 
been instrumental in getting more 
and better motels and hotels estab- 
lished for Negro travelers, Jackson 
said. 

Auto dealers can increase sales 
in the Negro market, Jackson said, 
if—they take a more active interest 
in Negro community affairs, give 
the Negro buyer service and show 
him where he can get pleasure and 
enjoyment out of his car, hire more 
Negro salesmen and use Negro 
newspapers and periodicals and 
radio programs. 


Studebaker Signs 
65 New Dealers 
During Month 


SOUTH BEND. — Sixty-five new 
dealers signed the Studebaker fran- 
chise during October, according to 
William A. Keller, 
Studebaker gen- 
eral sales man- 
ager. 

The division has 
undertaken a pro- 
gram to expand 
the dealer organi- 
zation by 20 per- 
cent, Keller said. 

He attributed 
the spurt in new 
franchises to the 
favorable reaction 
to the new models. 

Large cities represented in the 
new list of dealerships included San 
Francisco, Philadelphia, New York 
and Chicago. Approximately 43 per- 
cent of the new dealers in October 
were located in cities of over 150,000 
population. 


Cadillac App 





W. A. Keller 


oints 


Smith and Fields 


DETROIT.—Appointments of C. 
H. Smith as Cadillac assistant gen- 
eral sales manager and of M. E. 
Fields as man- 
ager of Cadillac’s 
Detroit factory 
branch have been 
announced by J. 
M. Roche, general 
sales manager. 

Smith joined 
Cadillac in 1929, 
became assistant 
divisional comp- 
troller in 1945 and 
in 1949 was ap- 
pointed divisional 
comptroller. Smith was appointed 
Detroit factory branch manager 
Jan. 1, 1954. 


Fields joined Cadillac in 1943, was 
appointed supervisor of salaried 
personnel activities in 1946 and be- 
came director of salaried personnel 
and education in 1947. In 1952 he 
became merchandising manager 
and most recently Fields held the 
position of assistant general sales 
manager. 





C. H. Smith 


Stillpass Heads Ad Group 


CINCINNATI.— Joseph Stillpass, 
Lenox Motors, Inc. (Studebaker), 
has been elected president of the 
Cincinnati zone Studebaker Dealer 
Advertising Assn. Other officers are 
Carl O’Daniel, Louisville, vice-presi- 
dent, and Shelley Parkins, Charles- 
ton, W. Va., secretary-treasurer. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Doubters Have a Say 


Tapering-Off of Auto Market Foreseen Next Year 
By Investment House, Economists 


NEW YORK.—“Chances of auto|cite a figure. It does not expect a 
manufacturers duplicating their| bad slump, however. “More likely,” 
1955 production and sales perform-|it said, “1956 will be a good car 
ances in 1956 seem remote, despite| year, but sales will come harder.” 


the prognostications of industry 
spokesmen to the contrary,” de- 
clares Value Line Investment Sur- 
vey. 

Its sentiments are echoed by 
the Federal Reserve Bank of 
Philadelphia and by Dr. Marcus 
Nadler, consulting economist to 
The Hanover Bank, New York. 

Value Line believes the auto 
boom is cresting and predicts that 
1956 production will be about 6% 
million units, down some 17 percent 
from the record 7.8 million expected 
this year. Value Line is published 
by Arnold Bernhard & Co., Inc., 
New York. 

Four reasons are advanced for 
this conclusion. According to Value 
Line: 

1. Inventories, depleted at the end 
of 1954, will be at least adequate at 
the start of 1956. 

2. The tremendous initial impact 
of the strikingly redesigned 1955 
models will be considerable dimin- 
ished this year. Styling changes for 
1956, for the most part, are not so 
marked as in 1955, Value Line con- 
tends. 

3. Any further increase in con- 
sumer disposable income is likely 
to be minor, and further relaxa- 
tion of credit is unlikely. 


4. The earlier introduction of new 
models this year permitted the in- 
dustry to enjoy the peak output of 
two model years in one calendar 
year. 

The survey says this benefit will 
not recure “unless the 1956 models 
prove much more popular than 
their 1955 counterparts,” which 
Value Line does not expect, “or un- 
less radically redesigned 1957 mod- 
els are introduced at an even earlier 
date.” 

The Federal Reserve Bank of 
Philadelphia also sees a reduction 
in sales and production, but did not 


Defense Official 
Pleads for Set of 
National Standards 


WASHINGTON. — Thomas P. 
Pike, assistant secretary of defense, 
supply and logistics, pleaded last 
week with American industry to 
develop a comprehensive set of 
national standards in engineering, 
safety and related fields. This can 
only be done, he said, by close 
cooperation of government and in- 
dustry in standards work. 

Pike spoke at a three-day Na- 
tional Conference on Standards at 
the Sheraton-Park Hotel. The 
theme is “Government-Industry 
Cooperation in Standardization.” It 
Was co-sponsored by the National 
Bureau of Standards and the Amer- 
ican Standards Assn. 

Pike declared that the U.S. is 
rapidly becoming a “have-not na- 
tion” in a number of important raw 
materials, and added, “We simply 
cannot afford to continue to waste 
mountains of money and materials 
that we have been wasting through 
lack of standards. We cannot af- 
ford the old cross-purposes between 
the men who design dnd the men 
who produce. We must not continue 
production with government on one 
level and industry on another with 
an imperfect stairway between 
them.” 

Dr. A. V. Astin, director, National 
Bureau of Standards, emphasized 
that this was the first time the 
association and bureau had joined 
to sponsor a conference. As evi- 
dence of growing industry-govern- 
ment cooperation he cited the bu- 











reau’s participation in the stand- 
ards of 250 committees of the ASA. 

George F. Hussey jr., ASA man- 
aging director, said the association 


has approved the 1500th standard, }|. 


the American Standard for Nickel- 
CHromium-Iron Alloy (Monel) 
Seamless Pipe and Tubing. Chair- 
man of the committee which de- 
veloped it is E. R. Patton, Inter- 
national Nickel Co. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


The bank also says credit terms 
may tighten a little and that pos- 
sible tax relief in 1956 makes a 
slight increase in income seem 
likely. 

But the bank does not believe 





Bankruptcies Decline 
For Canadian Dealers 


OTTAWA. — There was a drop 
in the number of failures among 
Canada’s automobile dealers dur- 
ing the first half of 1955, when 24 
went bankrupt in contrast to 30 
in this period of 1954, according 
to the Canadian Government. 

Such dealers’ failures declined 
to 13 in first quarter against 17 a 
year ago and fell to 11 against 13 
in second quarter. 






















1708 CAFAYETTE AVENUE 






that the income rise will bring 
many new spending units into the 
car-owning group. It believes, 
rather, that the increase will per- 
mit upgrading within the car popu- 
lation. 

In an aside on consumer purchas- 
ing, the bank points out how other 
advertisers are gearing their pre- 
sentations to the car owner. 

“Backyard swimming pools al- 
ready are advertised as costing no 
more than a new automobile,” it 
says, adding that appliance sellers 
contend that a room air-conditioner 
or dishwasher can be purchased “if 
the family keeps the car a year or 
two after they have it paid off.” 

Dr. Nadler, in his report to the 

Hanover Bank, sees an output 

and sales dip in the next nine 

months compared to the first 

three quarters of 1955. 

“The extent of the decline,” he 
said, “will depend upon a number 
of factors that cannot be analyzed 
at this time. But the mere fact that 
automobile paper outstanding has 
increased considerably leads to the 
conclusion that sales of the 1956 
| models in the first few months 
| after introduction may not be as 


e wo. 


New Mechanical Jack— 


A new jack, similar to those used in 
garages, is offered with the 1956 Buick. 
Foot-operated, it is said to make tire 
changing easier and safer. Jacking points 
are designated on the frame of the 1956 


—| large as early sales of 1955 models.” | Buicks. 





Chicago Dealers, 
Police Agree 


On Use of Plates 


CHICAGO. — Following several 
months of misunderstanding and 


©’ | misinterpretation, the Chicago Au- 


tomobile Trade Assn. reports that 


)|it has arrived at an understanding 


with the Chicago Police Depart- 
ment that police will no longer 


'|harass dealers who are lawfully 
s|using dealer plates on company 


cars. 


An association spokesman said 
many dealers and salesmen com- 
plained that they were stopped by 
police and told that dealers’ plates 
could be used only during demon- 
strations. : 

Illinois statutes and City ordi- 
nances both provide that dealer 
plates may be used for all business 
Purposes except rental or trans- 
porting persons or property for 
hire. 

The CATA, however, warned 
dealers not to abuse the privilege 
by loaning dealer plates to custom- 
ers or permitting them to be used 
on other than company owned cars. 





(G.V.W. 40,000 Ibs.) 


Write, wire or phone for basic data. 


Model 19-51 EXB—mounts on 
1Y%2-2Y2 Ton chassis. Capacity: 
Up to 19,500 Ibs. G.V.W. Exten- 





Ashton. 


camerice’s finest 
power wrecker 
equipment 


Ashton Wreckers represent more than 
40 years of specialized wrecker 
engineering, design and manufacture. 


All Ashton Wreckers, (both 
conventional and extension boom 
models) combine high working 
efficiency with remarkable safety 
and ease of operation. Specially- 
trained operators not necessary. 


Ashton Wreckers (7 models) are 
mounted on your choice of any truck 
chassis. Capacities from %4-1 Ton 
(G.V.W. 6,900-9,500 Ibs.) to 5 Tons 






sion boom height—14 ft. 
ASHTON POWER WRECKER EQUIPMENT CO., INC. 


3-37996 @ DETROIT 16, 


MICHIGAN 
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Prepare for Hawaiian Trip— 

Preview of the reception they will receive in Hawaii is given a group of Southern 
California Buick dealers, winners in a national sales contest. Winners will assemble in 
Los Angeles Dec. 5, and leave for an eight-day visit in the Islands. From left are Bob 
O'Leary, Downey; Marshall A. Wooster, Paso Robles; Bill Morris, El Monte; Cleve Wis- 
chan, Banning; Ed James, Los Angeles; George Peck, San Diego, and Kealoha, Ho- 
waiian dancer. 


On the Legislative Front... 


Police, Dealers Urge 
Kentucky Title Law 


LOUISVILLE.—A Kentucky auto 
title law has been urged by State 
Police Capt. O. H. Cornwell to cor- 
rect what he called one of the worst 
records in the nation both as a 
source of stolen cars and as a 
dumping spot for autos brought in 
by outstate thieves. 

Cornwell’s views were given at 


New Tax Plan for Autos 


Advocated in Kentucky 


The County Tax Commissioners 
Assn. of Kentucky, meeting in 
Louisville, advocated state legisla- 
tion requiring collection of taxes 
on all motor vehicles when they are 
licensed. 

A study made by the group indi- 
cated that 15 percent of the cars 
licensed in the state pay no taxes, 
although they are on the rolls and 
are assessed. 


The first 





@ panel discussion on title legis- 
lation during the convention of 
the Kentucky Bankers Assn. 

W. H. MacLean, representative 
of the Kentucky Auto Dealers 
Assn.’s legislative committee, also 
endorsed enactment of title legis- 
lation. 

“We safeguard titles to real es- 
tate in Kentucky,” he said, “why 
not safeguard titles to automobiles, 
lack of a title law is causing an 
economic loss to dealers and 
lenders.” 


A representative of the state’s 
revenue department noted that, 
from the standpoint of money, the 
present Kentucky system of bills 
of sale was satisfactory. 

August Eilerman, executive 
vice-president, American National 
Bank, Newport, Ky., said some 
system is needed to record mort- 
gages on the bills of sale to pre- 


new...all-new 
Ww ; ” 
| at standard prices 


An outstanding example of the ‘Kawneer 
Touch” . . . the new all-welded aluminum 
door can be “‘customized’”’ to your needs. 
Now you can specify a door that is 10% 
stronger than similar doors, provides a clean, 
seamless, eye-appealing appearance, and 
features interchangeable hardware . . . yet 
the cost compares with other standard doors, 
Here is the only stock door that can be 
styled to any type of store. Learn all about 
it now. See your Kawneer dealer or 

write Kawneer, Niles, Michigan. 


Now! —identification hardware 
‘individually designed’’ 


Style “M”: Cosmopolitan hard- 
ware for double-acting doors. 


\ 
Style “B”: Coronet “Pull Han- 


dle” ideal for symbol. 
J. L. JONES, PROP. 


Style “B’: Coronet ‘Push Bar’ provides length for full name. 


Kawneer offers a choice of four different styles of 
hardware. The two styles shown have inter- 
changeable face plates. If you wish a 

face plate to identify any type of 

business or name, all you do is have artwork 
prepared. Kawneer will laminate it in plastic, 
etch it on aluminum, or produce it on any 
material you desire and in any color. The 
cross-hatch plate is then merely replaced right 
on the job with the new design. 


Completely welded construction 
for greater strength—lower cost 


© 10% stronger than most doors 


® New “d 


leep-weld” penetrates metal 100% 


® Hairline joints and unblemished finish for 


attractive appearance 


©@ No exposed, unsightly screws 
@ Seamless tubular frame construction 
® Long lasting beautiful alumilite finish 


Kawneer 


| increase 
| private cars will go into effect next 





vent selling encumbered cars to 
innocent purchasers unaware of 
liens on the cars. 

In the meantime, it was learned 
that Lincoln Bank & Trust Co., 
Louisville, has taken out a “title 
insurance” policy with Lloyd’s of 
London to protect itself and its 
dealers from loss through faulty 
titles or hidden liens on cars bought 


or financed. 
* * * 


New Hampshire Weight Law 


Faces Test in Court 


New Hampshire’s new truck- 
weight law may be tested in court 
as the result of certain apparent 
inconsistencies in the statute, ac- 
cording to Frederick N. Clarke, 
state motor vehicle commissioner. 


Clarke said the apparent incon- 
sistencies pertain to sections con- 
cerning axle weights and gross 
weights. The law, enacted this year 
by the Legislature, authorizes an 
increase in maximum truck weights 
from 50,000 to 66,400 pounds. 


* * * 


State Withholding Plan 


Hits Snag in New Mexico 


A New Mexico bill proposing a 
withholding plan for collection of 
the State’s 1 percent income tax 
appears doomed because of opposi- 
tion by State Controller D. M. 
Smith jr. Smith claims the plan 
would be too expensive and diffi- 
cult to administrate. 

Gov. John F. Simms jr. said he 
was for the plan in principle but 
cited the cost of administration 
and the burden on the small busi- 
nessman. 

Meanwhile, a Colorado tax offi- 
cial credited the withholding plan 
with hiking his State’s income tax 
collections More than $4 million a 


year. 
*~ Oo * 


Insurance Boost 
Causes Battle 


In Massachusetts 


BOSTON. — An increase in 1956 
insurance rates in Massachusetts 
has produced a running battle: be- 
tween Gov. Christian A. Herter and 
Republican legislators on one side, 
and Democratic party leaders on 
the other. 

The battle began after an 
announcement that a 5.1 percent 
in compulsory rates on 


year. Insurance rates on car own- 
ers guilty of driving infractions 
also were raised. 

Democratic legislators have 
called for a special session to act 
on the boosted rates. House Speaker 
Michael F. Skerry said that if Her- 
ter refuses to call a special session, 
he will secure signatures of the 
legislators and call a session over 
the governor’s head. 

Several legislators have claimed 
that the powerful insurance lobby 
on Beacon Hill was responsible for 
the increases. However, the insur- 
ance firms claim that a hike of 11.4 
percent was needed for them to 
break even because of rising claim 
costs and the greater accident fre- 
quency. 


Replant Old Areas, 


Firestone Advises 


MONROVIA, Liberia. — Pointing 
to the advances made in synthetic 
rubber, Harvey S. Firestone jr. told 
the International Rubber Study 
group that if the price of rubber 
remains abnormally high, it may 
ultimately price itself out of the 
market. 

The chairman of Firestone Tire 
& Rubber Co. advised producers of 
natural rubber to replant worn-out, 
low-producing areas with young 
high-yielding stock and to adopt 
every other measure that will in- 
crease yield and reduce costs. 

Statistics given at the conference 
showed that since Firestone began 
rubber production in Liberia about 
20 years ago, the country has 
climbed to sixth place among the 
world’s rubber-producing countries. 


Payroll Analyzed 


OTTAWA.—Canada’s motor vehi- 
cle parts and accessories industry 
employed 22,514 persons as of July 
1, at an average weekly wage of 
$70.40, according to a Canadian 
Government report. 
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News to Note... 


AUTOMOTIVE NEWS, NOVEMBER 7, 1955 


Auto World in Brief 





OTTAWA. — Canadian car and 
truck dealers needn't worry about 
restrictive curbs on credit buying 
in the coming months, economists 
here believe. 

Although credit purchases in all 
fields have increased, economists 
feel that they have not risen un- 
duly in relation to the increase in 
business activity. 

Car prices may be higher, but the 
boost is expected to be less than in 
the U. S. (Prices of 1956 U. S. 
makes announced to date have been 
about 3 to 7 percent higher than 
comparable 1955 models.) 

Latest figures indicate that Cana- 
dians are buying more new cars 
and trucks than at this time last 


year. 


Buick Reveals Winners 
In San Francisco Zone 


SAN FRANCISCO.—San Fran- 
cisco zone winners in Buick’s 
“Sky Raider” national sales con- 
test for dealers were Berkeley 
Buick Co., Berkeley, first division; 
Craigie Motors, Napa, second 
division; Haughton Buick Co., 
Davis, third division, and V. and 
P. Buick Sales Co., Manteca, 
fourth division. 

Dealers will receive a ten-day 
expense-paid vacation trip to 
Hawaii for themselves and their 
wives. P 

* * 


Blind Boy’s Mother Sues 


Dealer for $1%4 Million 

CLEVELAND.—The mother of a 
seven-year-old boy, blinded in an 
auto accident, has filed a $1% mil- 
lion damage suit against DeWitt 
Motor Co., Inc. (Dodge-Plymouth), 
Akron. 

Mrs. Helen Berry, Valley View, 
O., charged that Gene Dengg, a 
DeWitt employe, was driving the 
ear that hit her son, Carl. She 
alleged that Dengg was racing a 
car driven by another DeWitt sales- 
man. She brought the suit under 
laws holding employers responsible 
for employes’ acts in the scope of 
their work. 

* * ~ 


Mansfield Rubber Launches 


Production in Canada 


BARRIE, Ont.—The first new 
tire manufacturing company to 
be established in Canada in 27 
years has begun operations here. 

Mansfield Rubber (Canada) 
Ltd. has just started operations 
at a 75,000-square-foot plant on 
a 30-acre site outside Barrie, mak- 
ing tires under special brand 
labels for national distributors. 
Full production will be reached 
next March. 

* = * 


Canada Tariff Fight 


OTTAWA.—The first public hear- 
ing on the application of five Cana- 
dian steel companies for a revision 
of primary steel tariffs will be held 
here by the Tariff Board of Canada, 
Nov. 7. It is expected that the steel 
companies will present reasons for 
the application and the nature and 
effect of the proposals. Steel users 
tre expected to protest higher 
Prices through a revision of the 
— which has not changed since 

7. 


- ~ * 


Jones & Laughlin Adds 
Detroit Warehouse 


DETROIT.—A new warehouse 
has been acquired here by Jones & 
Laughlin Steel Corp. at 12301 Hub- 
bell Ave. 

Several thousand tons of general 
steel products will be available from 
the warehouse, said L. S. Roehm, 
manager. 

a a - 


Couture Car Rental Buys 


Fleet of British Fords 


MIAMI BEACH.—A fleet of 1956 
British-made Fords has been pur- 
chased by Couture National Car 
Rental System, Inc., according to 
H. Earl Smalley jr., Couture presi- 
dent. The cars, four-door models, 
are expected to be ready for service 
by Dec. 15. 

Smalley said the cars would be 


used as the company’s lowest- 
priced rental unit, a spot occupied 
by the Henry J until that line was 


discontinued. 
+ a > 


Yeggs Get $460 

HAMBURG, N. Y.—Safe-crackers 
escaped with $460 from Korst Chev- 
rolet Co., Inc., here. 

> * . 
New Mill Strip Office 

DETROIT. — Mill Strip Products 
Co. has opened a new office in 
Detroit at the Officenter Bldg., 15800 
W. MceNichols Rd. 


. * * 
Interstate Finance 


Purchases Kendall 

DUBUQUE, Ia. — Interstate Fi- 
nance Corp. has purchased Kendall 
Finance Corp., Waukegan, IIl., and 
will operate it as a_ subsidiary, 


David B. Cassat, Interstate presi- 
dent, announced. 

Harry Schwartz, Kendall owner, 
will become an Interstate director 
and will continue to operate Ken- 
dall. Combined assets of the com- 
panies are more than $21% million. 

* = + 


Car Buyer Asks $10,000 
For $10 ‘Humiliation’ 

LOUISVILLE. — Service Finance 
Co. here has been sued for $10,000 
damages by Roy Tilford who claims 
the firm sold him an improperly 
licensed car and that he was 
later arrested and fined $10 for the 
violation. 

Tilford asked $5,000 for attorney’s 
and bond fees and “humiliation” 
caused to him as well as $5,000 
punitive damages. 

. . . 


Stolen Car and Bum Check 


Lead to Loss of Cadillac 


SAN ANTONIO. — A prospect, 
who showed the identification card 
of an Air Force officer, traded in 
a 1954 Mercury on a ’56 model and 
gave Odous Tindall, used-car dealer, 
a $400 check to bind the deal. 

Given a ’51 Cadillac to drive until 





SKC 
FOR 
BORK 


“Tll take three dozen. My wives 
decided they should have a car of 
their own.” 





to be forged and the Mercury left 
on the lot was found to have been 
stolen. 

ae * ” 


Chrysler Marine Office 
HOUSTON.—A new regional office 


the ’56 could be delivered, the pros-| has been established here by the 
pect disappeared. The check proved| marine and industrial division of| ray Smith, Masters president. 


67 


Chrysler Corp. This is the fourth 
such office to be opened, others 
being in New York, Chicago, and 
Los Angeles. D. D. Chene has been 
named regional manager. The office 
is located at 1110 Holcomb in the 
Prudential Building. 


+ * * 
Kaiser Given Contract 


To Build Test R-&tior 


WASHINGTON.—The Kaiser En- 
gineers division of Henry J. Kaiser 
Co., Oakland, Calif., has been 
awarded a contract to build an 
engineering test reactor for the 
Atomic Energy Commission. 

The reactor is to be built at the 
National Reactor Testing Station, 
Idaho Falls, Id. Completion of the 
reactor is scheduled for the spring 
of 1957. 


® * * 


S:K.D., Canadien Virm, 


Sold to Masters Smith 


MONTREAL. — S.K.D. Mfg. Co., 
Amherstburg, Ont., maker of auto, 
truck and farm equipment, has been 
sold to a group headed by Masters 
Smith Co. 

S.K.D. officers will continue active 
management, according to H. Mur- 





Saves up to 50% hand motion 


—and effort! 


Never before have so many time-and- 
effort saving features been placed on an 


adding machine. 


Every key operates the motor — so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 


to motor bar. 


And keys are instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 
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Luxe” 


Series of ADDING MACHINES! 


touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal . . . 
Subtractions in red . . . Automatic Credit 
Balance, in red . 
of tape when total prints . . . Large An- 
swer Dials ... Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
. - Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Ciphers . 


977 OFFICES IN 94 COUNTRIES 


do their work faster —and with up to 
50% less effort. 
tages! New quietness! New beauty! 
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' 
“Live” Keyboard with Adjustable Key- 
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New operating advan- 


. - Automatic space-up 


A National “De Luxe” Adding Machine 
is an investment that quickly pays 
for itself with the time-and-effort it 
saves, and then continues savings 
as added yearly profit. 

One hour a day saved with this 
remarkable new National will, in 
the average office, repay 100% a 
year on the investment. See a dem- 
onstration, today, on your own work. 
Call the nearest National branch 
office or National dealer. 
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WITH KIM HOTSTART installed on your trucks you 
don’t need heated terminals. These inexpensive elec- 
tric pre-heaters circulate hot water through engines 
when they aren’t in use. Engines remain warmed-up 
and ready with full power at the touch of the starter. 


KIM Hotstart saves money in other ways: 
Reduces engine wear and depreciation. 
Prolongs life of batteries. 
Increases mileage from fuel. 


There's a KIM Hotstart for every gasoline and 
diesel engine. To get the details of how you 
can save the construction and maintenance 
costs of heated terminals and improve the out- 
put of your equipment, see your 
leading automotive supplier. 
Or write for literature. 










KIM HOTSTART 
MFG. COMPANY 
West 917 Broadway 

Spokane 1, Washington 


Four models — 
Easily installed 


Your Name is eerie 


DISPLAY IT WELL WITH DOUGLAS EMBLEMS 


Chrome-Craft Die Cast License Frames 


Aristocrat Rear Deck Plates 
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Chrome-Craft Die Cast Name Emblems 


Scotchlite Day-Nite and Krome-Kal Ads 
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Sales are accelerating in Oklahoma City. 
After ranking among the top ten cities in the 
nation for business gains during 1954, Okla- 
homa City still is gaining in 1955, ranking 
fourth in the nation during the first eight 
months of 1955! 

Located in the nation’s heartland . . . Okla- 
homa has arteries of traffic going in all direc- 
tions—a natural center for automotive products 
sales. Accelerate your sales in Oklahoma by 
advertising in Oklahoma’s biggest newspapers 
—The Daily Oklahoman and Oklahoma City 
Times. 











New Drive on False Ads 


BBB to Work with NADA in Wiping Out 
Major Retailing Problem 


NEW YORK.—The Assn. of Bet- | 


ter Business Bureaus has accepted 
an invitation to work with NADA 
and its members in a nationwide 
program to combat false and mis- 
leading advertising of new cars. 


The ABBB has appointed an 
automobile committee to work 
with a special NADA committee 
on the problem. The two groups 
met in Washington last month. 


Frank H. Yarnall, NADA presi- 
dent, invited the participation of 
the ABBB following an NADA ex- 
ecutive committee meeting at which 
misleading and deceptive advertis- 
ing was vigorously attacked. 

Calling such advertising practices 
“one of the most serious problems 
facing modern business,” the ex- 
ecutive committee drafted a pro- 
orem comgued to ae up some 


Coleen 


(Continued from Page 10) 


General 


frigeration Exposition, Atlantic City Au- 
ditorium, Atlantic City, N. J. 

Dec. 45 — Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ml, 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 


Jan. 1-10—Mexican International Automo- 
bile Show, National Auditorium, Mexico 
City, Mex. 


Jan. 9-13—Society of Automotive Engi- 
neers Annual Meeting, Sheraton-Cadil- 
lac and Statler Hotels, Detroit, Mich. 

Jan. 11-14—American Road Builders Assns. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan, 15-17—Second Annual Auto Trim Show, 
Hotel Statler, New York, N. Y. 

Jan. 16-21—Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 23-25 — |5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9 — Automotive Accessories Manu- 
facturers of aoe Exposition, Navy 
Pier, Chicago 

Feb. 21 2 EMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
- Meeting, Hotel Statier, Detroit, 


ich, 

March 19-21—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, ae Had. 
don Hall, Atlantic City, 
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of the confusion and to protect the 
public from false and misleading 
statements in advertising.” 


In a telegram to the president 
of each auto manufacturer, Yar- 
nall expressed the executive com- 
mitee’s concern with the preva- 
lence of the misleading, unethical 
and false advertising now being 
used. 


Yarnall told the manufacturers 
that a special committee had been 
appointed to work on the situation, 
pledged NADA cooperation with 
the manufacturers and urged their 
cooperation. 

Yarnall singled out for criticism 
huge discounts, high tradein allow- 
ances, blitz sales and crazy give- 
aways which “are in many in- 
stances, simply ‘comeons’ and have 
no place in automobile advertising.” 


The ABBB, which has 108 bu- 
reaus in the U. S. and Canada, 
reports that it has long felt the 
need for a genuine, concerted 
effort to remove many advertis- 
ing and selling abuses in both 
the new and used-car fields. 


In 1954, the bureaus handled 
more than 25,000 inquiries and com- 
plaints about new-car advertising 
and selling. Used-car practices 
brought twice this number. 


Members of the ABBB automo- 
bile committee are Kenneth Bar- 
nard of the Chicago BBB, Marshall 
A. Mott of the Cleveland BBB and 
Verner S. Gaggin of the Philadel- 
phia BBB. Birkett L. Williams is 
chairman of NADA’s committee. 


Letterbox 
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can usually be restored mechan- 
ically for $75, repainted and placed 
in the showroom at a total cost of 
$167. 

Customers in metropolitan areas 
will pay from $300 to $450 for such 
a car, depending upon year model 
and the body style. The Crosley 
station wagon, hotshot and super 
sports roadsters are most in de- 
mand. 

Although Crosley Motors, Inc., 
has long been dissolved, hundreds 
of new owners of used Crosley cars 
write to the old Cincinnati address, 
seeking service and maintenance 
information, as well as replacement 
parts. These requests are then for- 
warded on to Service Motors in 
Elmont, N. Y., a former Crosley 
distributor. 

This company purchased the en- 
tire chassis inventory from the 
Cincinnati plant and are supplying 
all items to dealers and owners 
alike. Their stock of Crosley parts 
is valued at half a million dollars. 

One of the reasons the 26% 
horsepower, 80-inch wheelbase car 
is in demand can be attributed to 
a nationwide organization called 
the Crosley Car Owners Club. Its 
1,600 members all own one (or 
more) Crosleys and keep the 
midgets in showroom condition, 
creating interest anew among 
those who have considered buying 
such a car and those who have 
not. A few of the club members 
have owned as many as 15 of the 
“orphaned” small car. An annual 
club meeting is held by this or- 
ganization, attracting members 
and Crosley owners from a dozen 
or more states. 

When Crosley production was 
halted, it was counted out as the 
last midget automobile to be man- 
ufactured within the United States, 
proof that there is no real demand 
for such transportation. However, 
present day Crosley dealers take 
an optimistic viewpoint and con- 
tinue to market used Crosley cars 
—used, restored and like-new. 

Bootlegging, giveaways, distress 
sales, gigantic discounts, over- 
stocked showrooms? The Crosley 
dealer of today hasn’t heard of 
such tactics. — Greorce W. Drum, 


Service Motors, 581 Hempstead | 


Turnpike, Elmont, L. I., N. Y. 
Fire Codes Compiled 


BOSTON. — National Fire Codes, | 


a six-volume compilation of 172 fire- 
safety standards, has been pub- 
lished by the National Fire Pro- 
tection Assn., 60 Batterymarch St., 











Boston 10, Mass. Price is $6. 





Shuler Buys Plant Site 

LOUISVILLE. — Shuler Axle Co, 
has purchased for $83,000 a 30-acre 
site once intended for a produce 
market. Frank E. O'Callaghan, 
Shuler president, said tentative 
plans have been drawn for a new 
building on the site, but that final 
decision will not come before spring. 


ADVERTISEMENT 








End Company Xmas 
Gift Problems the 
"Select-A-Gift" Way 


- - » Customers and Employees Select 
The Gift They Want. 


- +» You Pick The Price Range—Five 
Groups .. . $6.62 to $47.25. 


Stop worrying if they have one... 
if they want one . .. what size or 
color. Pick your price range and we 
mail, or you give, a beautiful com- 
bination Christmas Card - Gift 
Folder to each person on your list. 
Folder is personalized with your 
name, and/or your company’s, and 
illustrates as many as 24 of Amer- 
ica’s most-wanted, nationally-adver- 
tised gifts. Recipient tells us the 
gift he wants FROM YOU; we ship 
it to his home. 


Cost of Gift Covers Everything 


We handle mailing, packing, ship- 
ping, all details. You give more be- 
cause your COMPLETE COSTS 
average 25% less than regular retail 
prices of the gifts alone. “Select-A- 
Gift” is used and endorsed by hun- 
dreds of leading companies. Write 
to Dept. AN for free folders .. . 
complete details. 


SELECT-A-GIFT 


Division of 
Maritz Sales Builders 


4200 Forest Park Bovlevard 
St. Lovis 8, Missouri 





SHORTSTOP = 
IGNITION SPRAY  Yexre 


Takes but a few sprays LY 
to start moisture soaked \ 
motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 


Comes in handy spray can with easy push 
button valve 4 Oz size for glove com- 
partments — 12 Oz Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


ZACO LABS ({f 


BOO8P 
OS Sees 


Systems Aids Promotions 
Write for free catalog 


BARRY AUTOMOTIVE CO. 
1362 W. 65th St. Cleveland 2, Ohie 
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Romney Offers Plan .. . 


Industry UrgedtoPool | 
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Research on Safety 


2 auto industry was urged last 
week to pool its resources for 
an allout fight on traffic-accident 
hazards. 

The appeal was voiced by 
George Romney, president of 
American Motors, at a San Fran- 
cisco meeting with dealers from 
all Western states. 

Romney took cognizance of the 
fact that car makers, working com- 
petitively, were placing increased 
emphasis on building passenger 
safety features into new models. 
But he asserted that the time had 
come to intensify cooperative ef- 
forts as well. 

* * co 
 ipemeioghed proposed the establish- 
ment of an Automotive Safety 
Research Institute to direct studies 
in the field of passenger safety and 
vehicle design. 

Recalling Ford Motor Co.’s of- 
fer to share its safety knowledge 
with other concerns, Romney said 
that AMC stood ready to do the 
same. 

Ford declared at its recent na- 
tional safety forum that it would 
release the designs and specifica- 
tions of its protective devices to 
any auto company that wanted 
them. 

At the same time, Ford turned 
over $200,000° to Cornell University 
for research on crash injuries. 

* * * 
_— gift to Cornell has been 
matched by Chrysler Corp. Gen- 
eral Motors was solicited but did 
not aid in the program, according 
to Cornell officials. 

Romney noted that some private 
organizations were tackling some 
aspects of the safety problem, but 
he said that these were not ade- 
quate and did not have the indus- 
trywide support that would make 
their efforts most productive and 
useful. 

The projected automotive safety 
institute should not replace such 
efforts but should support them 
and make sure of their adequacy, 
he said. 

Romney said that soaring high- 
way fatalities confronted the nation 
with a problem of such magnitude 
and importance that passenger-car 
safety must be removed from the 
“competitive and publicity area” 
into which it had drifted. 

a * * 
ee proposed institute, he said, 
would aid all companies by ob- 


taining accurate data on two basic | 


points: 

1. Accident statistics showing 
what happened to passengers and 
vehicles when collisions occurred. 

2..Controlled tests of available 
vehicle design and possible future 
design. 


Another purpose, Romney said, | 


would be to educate the public in 
the proper use of safety devices 
while avoiding excessive claims or 
expectations from the use of such 
devices. 


He suggested that the “fog of 
competitive claims” had tended to 
obscure some of the fundamental 
contributions to passenger safety 
made available through advanced 
engineering techniques. 

* # ed 


O COMPILE information on the 

different types of car construc- 
tion and design, said Romney, hun- 
dreds of motor vehicles must be put 
through destructive tests. 

“A basic task of safety engi- 
neering,” he said, “is to provide 
cars with adequate impact ab- 
sorption—that is, the ability of 
the car structure to soak up the 
forces of collision. The car should 
take the beating, instead of the 
passenger.” 

In the past, Romney said, men of 
the industry have freely joined to- 
gether to lick common problems. 
He cited as examples the programs 
of the Society of Automotive Engi- 
neers, the Automotive Council for 
War Production and the Automo- 
tive Safety Foundation (an agency 
working to reduce traffic accidents 

but not active on vehicle safety), 
plus recent activities relating to 
headlight development, smog re- 


search and emergency brakes for 
trucks. 

Romney admonished: 

“The piecemeal activities of auto- 
motive companies fall short of what 
the public has a right to expect. A 
cooperative mechanism such as an 
Automotive Safety Research Insti- 
tute can make a significant public 
contribution at this critical stage 
of America’s highway transporta- 


tion development.” 
Of n * 


Romney Outlines Plans 


To Sell 157,000 Cars 

KANSAS CITY. — An aggressive 
campaign to sell 157,000 Nash and 
Hudson cars in 1956 was outlined 
to 900 dealers from a dozen states 
by George Romney, president of 
American Motors Corp. The dealers 
were here for a look at the ’56 
lines. 

Romney said today’s car buyer is 
ready to buy a more compact and 
economical car, but he does not 
want a cheap car. He opined that 
the public is ready for a car that 
would fit into the two-car family 
idea, adding that AMC is sticking | 
with a luxury car that is still a} 
compact car. 

Commenting that AMC is in an 
improved position for the competi- 
tive fight, Romney said AMC’s man- 
ufacturing was consolidated in 1955, 
making it impossible to bring out 
the new ’55s until March. He said 
that overall, it was a very costly 
year. 

Romney said AMC is now reor- 
ganized, with its appliance, plas- 
tics, industrial controls and finance 
operations forming a widely diversi- 
fied operation which makes it the 





76th largest U. S. company. 


By Charles G. Sampas 
Staff Correspondent 


LOWELL, Mass. — Salesman 


| turnover remains a major problem 
| as New England new and used-car 





DeSoto Launches 
Big Sales Drive; 


Names Key Men 


DETROIT. — DeSoto last week 
launched what it termed the “great- 
est advertising-promotion undertak- 








R. L. Goodwin 


R. G. Mahler 


ing” in its history and named two 
men to help carry it out. 

James L. Wichert, advertising) 
and sales promotion director, said | 
Robert G. Mahler will be sales) 
promotion manager and Richard L. 
Goodwin will be advertising man-| 
ager. 

“These men will help gear DeSoto 
for another anticipated record} 
year,” said Wichert. Robert G.| 
O’Hara was named assistant on) 
sales promotion and merchandising 
and will coordinate DeSoto’s 19| 
regional merchandising managers. 

Mahler will supervise the follow- 
ing departments, Wichert said: 
Publicity, Joseph Evancho; field 
sales training, Stanley F. Blount; | 
shows, exhibits and special events, | 
Allen A. Appleton and Richard K. 
Ament, and _ publications, David) 
Webber. 

Goodwin will, in addition to other) 
ad duties, supervise the advertising | 
production staff and cooperative) 
advertising, headed by Anthony C. 
Lieata, who is assisted by Thomas | 
J. Gilmore and John Marschner. | 
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Copp Addresses Engineers— 





Harley F. Copp, director, Lincoln car engineering office, third from left, spoke on 
the development of the Continental Mark II at the annual passenger car meeting of 
the Southern California chapter, Society of Automotive Engineers. From left are L. A. 
Lesovsky, SAE vice-chairman; John A. C. Warner, national general manager; Copp, 


and Jack Hamilton, chapter chairman. 


Wyoming Dealers Oppose 
U.S. Control of Credit 


SHERIDAN, Wyo.— The Wyom- 
ing Automobile Dealers Assn. pub- 
licly opposed any further control by 
the government of installment buy- 
ing, at the organization’s annual 
convention here. 

The action was taken following 
receipt of a query by U.S. Senator 
Joseph O’Mahoney, regarding the 
dealers’ thinking on current in- 
stallment credit. 

In a resolution passed at the con- 
vention, the dealers replied, “After 
considerable study, the Association 
strongly opposes any government 
intervention. The Association being 
of the unanimous opinion that the 
Federal Reserve Board can and will 





Turnover Troubles in East .. . 





‘Salesmen Are Kings’ 


dealers swing into the 1956 sales 
derby. 

Two years ago dealers had to 
turn away prospective salesmen, 
but today “salesmen are kings,” 
says a Lawrence dealer. 

Average earnings of New Eng- 
land auto salesmen are estimated 
at about $8,500 which, in this area, 
puts them in a class with bank 
officials, mill managers and other 
executives. And many salesmen are 
earning $12,000 to $15,000 or more. 

The turnover has been largely 
intracity—salesmen leaving a deal- 
ership to join another in the same 
city. Dealers receive them with 
open arms and often feature their 
pictures in newspaper advertise- 
ments. 

“They’ve become touchy as 
prima donnas,” declares a dealer 
in a nearby city. “Many of them 
have personal followings and 
their followers are really loyal.” 

This dealer suggests making the 
salesmen anonymous by halting the 
extra publicity and toning down 
the “VIP” treatment. 

But he realizes the perils of such 
a course. “Many of the salesmen 
have come to expect the extra at- 
tention,” he says, “and dealers need 

these men now that the big selling 
season is here.” 

Another dealer suggests empha- 
sizing teamwork. 

This dealer gives his men fre- 
quent talks on teamwork. He en- 
courages them to compete aggres- 
sively against each other but does 
not tolerate prima-donna atti- 
tudes. 

“When you have a bunch of 
prima donnas on one team,” he 
says, “you can expect cutthroat 
competition which can break all 
sales records. But you're liable to 
lose two or three men because of 
the slam-bang campaign.” 

Still another dealer believes in 
picking his salesmen from the 
ranks of high school graduates and 
training them himself. He says this 
method pays off in the long run. 
Commenting on salesmen turnover, 
he said that dealers must expect it 
“because of the very nature of the 
auto business.” 





continue to furnish sufficient pro- 
tection for the motor car dealer.” 

In a report to the membership, 
Harry Evans, out-going president, 
commented on the year’s accomp- 
lishments, including a licensing law, 
15-day permits and a group insur- 
ance plan. 

One speaker, Otis Melton called 
attention to the fact that many 

dealers were paying state sales 
tax on demonstrators, even though 
they are exempt from such taxes. 

Frederick J. Bell, NADA execu- 
tive vice-president, urged the Wyo- 
ming dealers to give NADA their 
100 percent support and asked them 
to aid NADA by replying in a forth- 
right manner to the Monroney sub- 
committee questionnaires. 

Frank Schulte discussed the new 
Colorado Dealer Law, pointing out 
that all Colorado dealers are now 
operating without a franchise. The 
manufacturers are expected to 
bring this law into court for a test 
shortly. 

Elected at the WADA conven- 
tion were Clint Core, president; 
Carl Halliday, first vice-president, 
and Rex Wirthlin, second vice- 
president. 

Directors chosen were Bill Hal- 
lam, Jay Westbrook, George Stur- 
holm, George Gillis and Ray Pizzoli. 


Minn. Convention Set 


MINNEAPOLIS. — The 37th an- 
nual convention of the Minnesota 
Automobile Dealers Assn. will be 
held Sept. 17-18, 1956, at the St. 
Paul Hotel, St. Paul, according to 
C. Herbert Anderson, president. 





S-P Gets TV Award— 


Studebaker-Packard received the New 
Jersey State Fair blue ribbon award for 
its contribution to television entertainment. 
The award cited the “TV Reader's Digest" 
Program as “the outstanding show of its 
type and division on television.” Arthur 
H. Ross, Packard representative, left, ac- 
cepted the award for S-P from George A. 
Hamid, State Fair president. 
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October Sales 
Set Records 


Factory Reports 
Reflect High Volume 


(Continued from Page 6) 
cars, 4,048,814, or 130.70 percent of 
the corresponding 1954 figure. 


Oldsmobile 


Oldsmobile’s retail sales have 
passed the half million mark dur- 
ing a calendar year for the first 
time in its 58-year history. Delivery 
of 10,210 new cars in the second 10 
days of October brought retail sales 
for the year to 505,612, it has been 
announced by J. F. Wolfram, gen- 
eral manager. 

The total of 505,612 new cars sold 
at retail in the Jan. 1-Oct. 20 period 
is 151 percent of the 335,791 new 
cars delivered in the same period 
of 1954. The 1955 total sales to date 
Surpass any previous full year’s 
domestic sales. Record year prior 
to 1955 was 1954, when 412,431 new 
Oldsmobiles were delivered. 


Lincoln 


Lincoln sales for the first 20 days 
of October were 86 percent ahead 
of the same period a year ago, 
according to Henry B. Daniels, gen- 
eral sales manager. Sales totaled 
2,526 compared with 1,354 in 1954, 
Lincoln said. 

Daniels said that orders are 
running more than three months 
ahead of production and that deal- 
ers have an average of only 1.4 
cars per dealership. The backlog of 
orders is the greatest in Lincoln 
history, he added. 


Mercury 


More new Mercury cars were sold 


during October than in any previ- 
ous first month following introduc- 
tion of a new model, and sales 
exceeded all previous October totals, 
Joseph E. Bayne, general sales 
manager, reports. 

With a total of 36,921 Mercury. 
delivered at retail during the month, 
October sales showed an increase of 
83 percent over October last year, 
Bayne said. The previous October 
record was 1953, when 31,256 Mer- 
curys were sold. 

Sale of 15,949 Mercurys from Oct. 
21-31 set a new alltime 10-day rec- 
ord for Mercury, breaking the pre- 
vious 10-day high of 15,654 set Sept. 
21-31 in 1953. 


GMC 


More GMC trucks were sold in 
the first 9% months of this year 
than during all of 1954, according 
to R. C. Woodhouse, general truck 
sales manager for GMC. He said 
GMC’s domestic sales from January 
to mid-October reached 69,276 units, 
compared with 67,626 for the entire 
12-month period last year. 


Mack Appoints 
Minkel, Jones to 
Key Sales Posts 


NEW YORK.—Two new execu- 
tive sales appointments were 
announced last week by Elliott G. 





L. E. Minkel G,. F. Jones 


Ewell, Mack Truck sales vice- 
president, as part of what was 
termed an expansion of the admin- 
istrative staff to “keep pace with 
the company’s growth.” 

Lewis E. Minkel was named vice- 
president and sales manager and 
Gerald F. Jones was appointed vice- 
president and executive adminis- 
trator. 

Minkel will direct all field sales 
of trucks, buses and fire apparatus. 
Jones will supervise branch opera- 
tions, service, parts, sales engineer- 
ing and plant liaison activities, said 
Ewell. 
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‘Now taking orders for Bumpa-Tel Signs to fit all 1956 model 
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effect on the company’s dealings 
with its suppliers, 


relations analysis department. 


Pierce, a member of the com- 
pany team which negotiated the 
current contract, said Ford’s de- 
cision whether to make or to buy 
a particular item on a regular 
basis would not be influenced by 
the wage support “any more than 
by any other five-cent-an-hour 
raise” for its employes. 


Pierce listed several factors 
which would deter Ford from mak- 
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General Cites Kimball— 


Dan Kimball, president, Aerojet-General 
Corp., left, gets a pat on the back and 35- 
year pin from his boss, William O'Neil, 
president, General Tire & Rubber Co. 


More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





© Mounted or Dismounted in Seconds* 
© Polished Aluminum Frames a Sheet Stee! Face 
© Sign Telescope into Non-Visible Brackets Mounted 


Bumper 
® Does Not interfere with Operation of Trunk Lid 
* After original installation. State Make and Mode! When Ordering 


$16.50 Lettered — $12.50 Uniettered 
F.0.8., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundie via Parcel Post. Postage to Be Added. 


cars. Orders will be filled in the order in which they are. 
received. Immediate shipments on Fords, Mercury, Dodge 
and DeSoto. 


We will accept telephone calls collect on orders for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 


For customer 
satisfaction - 





Sold only thru New Car Dealers coast-to-coast . . . write 
for details on our entire line, 


Coacheragt Sales Corp. 


9015 Santa Monica Bivd. * Hollywood 46, California 





Ford Assures Vendors 


‘No Parts Output Absorption Planned in Slumps; 
‘Integration’ Policy Defined 
CHICAGO. — Ford Motor Co.’s; ing components temporarily to keep 


supplemental unemployment bene-|from laying off workers in the 
fit plan will have no significant|event of a business slump. 


Among them he cited the high 


according to|costs of buying and maintaining 
Karlton W. Pierce, Ford industrial | standby equipment and changing 


over to production of the fill-in 
item, as well as the expense of 
training Management and workers 
for more than one kind of job. 


“Suppliers probably would de- | 


mand a higher price for the parts 
which they sold us during normal 
times if they knew that they were 
subject to sudden and unpredict- 
able discontinuance of orders due 
to our switching from buying to 
making when times got bad,” he 
said. 

This problem of further integra- 
tion of parts manufacturing also 
was touched on in a national press 
conference at Dearborn. The ques- 
tioner was Leo Donovan, Detroit 
Free Press, with answers given by 
Henry Ford. II, Ford president; 
Ernest R. Breech, board chairman; 
James O. Wright, purchasing direc- 
tor, and Del S. Harder, executive 
vice-president, replying. 

The questions and answers fol- 
low: 

Donovan: What are the prospects 


Cooled Off 
Moore’s Early Ice Trial 


Just a Forerunner 


DETROIT.—One of the first auto 
air-conditioning units was person- 
ally tested back in 1932 by Meade 
Moore, American Motors engineer- 
ing vice-president. 

The story of Moore’s pioneering 
was described before the American 
Society of Body Engineers by Sven 
O. Wahamaki, AMC project engi- 
neer. 

Moore’s unit was a trunk box 
filled with ice, taking in fresh air 
through openings in the side of the 
car and transmitting it to the car 
interior through ducts and blowers 
in the rear seat deck. 

Pitfalls, Wahamaki said, pre- 
sented themselves to Moore in the 
following sequence: 

“First—He had to buy 
least once a day. 

“Second—Every time he turned 
a corner, there would be a terrific 
crash as the ice would move from 
one side to the other. 

“Third—For some time, all this 
went on unbeknowns to Mrs. Moore. 
However, one day she investigated 
a strange noise and discovered the 
big metal box filled with ice. In 
spite of a lack of supporting evi- 
dence, she immediately concluded 
that her husband had installed a 
built-in bar in the car.” 

Wahamaki went on: “A few days 
later, the box was removed after a 
spirited family discussion, but 
Moore proved his point that car 
cooling was possible and desirable.” 


DeSoto Boosts 
Regional Aides 


DETROIT. — Four DeSoto re- 
gional used-car managers have 
been promoted, the company an- 
nounced. 

James J. Kolts, who joined De- 
Soto in 1953, is the new merchan- 
dising manager in the Detroit sales 
region, and Calvin J. Murphy takes 
over as Cincinnati regional new- 
car manager. 

Seattle new-car operations now 
are headed by Clair O. Ogle, and 
John L. Gerry has been named to 
a similar post in Charlotte, N. C. 

In the San Francisco region, 
Frank C. Fisher was named bus- 
iness management manager. Fisher 
first joined DeSoto in July, 1953, as 
a district manager in the Los 
Angeles region, later becoming dis- 
trict manager and city manager in 
this region. Before joining the fac- 
tory Fisher had been a wholesale 
representative for James F. Waters, 
California DeSoto dealer. 


Dealers Elect Silcott 

MONROVIA, Calif. — Dean Sil- 
cott, Silcott Hudson Sales, Mon- 
rovia, has been elected president 
of the Foothills Automobile Dealers 
Assn. Robert Longpre, Bob Longpre 
Pontiac’Co., Monrovia, was named 
secretary. 
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for Ford’s further integration of| dustry toward further integration 


its manufacturing facilities? Do 
you contemplate adding any more 
manufacturing facilities on prod- 
ucts that you now buy from the 
outside? 

Forp: We are studying that prob- 
lem all the time, and we have inte- 
grated since the war considerably 
more than that amount of integra- 
tion that existed prior to the war. 
We haven’t any specific plans to 
build everything ourselves, and as 
each item comes up, it is studied 
as to whether it should be a make 
or a buy, and we have a committee 
that studies it. 


We haven’t any specific plans 
to go out and take parts away 
from suppliers and build them 
ourselves. Certain items we do, 
from time to time. 

Would you like to amplify that, 
Mr. Harder? 

Harper: I think you stated it very 
well. As Mr. Ford says, if we can 
make it, and make it better and 
make money off of it, we are cer- 
| tainly going to consider it. 


Donovan: Is the trend in the in- 
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Custom Built for All Makes of Cars! 


DEALER INQUIRIES INVITED 





5 Only “(he Sall Shows 


by the Big Three? 


Forp: Did you say you think 
there is? 

Donovan: No, I asked if that 
were so. 


Forp: I believe it is so, yes. Leo, 
I would like to ask Jim Wright, 
the director of purchasing to an- 
swer that in more detail for you. 

WricuTt: I think you should be 
interested in knowing, in spite of 
the expansion program you have 
heard about, and in spite of the 
so-called integration that has taken 
place, that in 1946, as I recall the 
figures, Ford Motor Co. bought 


| about $1 billion worth of goods and 


services on the outside. 

This year, we will buy some $3.2 

billion worth. 

Breecu: Leo, I would like to add 
something in answer to your ques- 
tion. I think you might be misled 
a little bit on our integration, too, 
because in most of the cases where 
we have integrated, we have not 
integrated that product a 100 per- 
cent. In other words, we still buy 
from 40 percent to a third, or a 
half from outside sources. That is, 
other sources. 


Hook Safety 
Chain Here 






Drill and Bolt 
to Cross Member 


Bolt to Stud 
Already In 
Bumper Bracket 
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Dealers across the country have 
found the Draw-Tite Trailer Hitch 
a profitable accessory. Over 
500,000 satisfied car owners 
testify to the preference for this 
hitch. You will find it sells easily 
and helps other accessories. Fac- 
tory shipments within 24 hours 
reduce your inventory. Remem- 
ber, Draw-Tite hitches—and coup- 
lers—are priced to help you make 
money. 


@ Solid bar cold rolled steel 

@ Hauls up to 2000 Ibs. G.W. 

@ Cadmium or polished chrome 
plated 
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Factory: Belleville, Mich. Phone 
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PORTABLE, SLIDE-IN, 


ALL-STEEL TRUCK BED FOR STATION WAGONS 


Over a half-million station wagons sold last year alone. Reason: Utility, 
which includes light trucking in addition to passenger-carrying. 

Here is a new accessory which multiplies this popular utility—the 
Suburban Tote-All, a portable, slide-in, all-steel truck bed. 

Allows carrying of light loads of sand, farming supplies, loose materials 
of all kinds which would otherwise mar the vehicle. Weighs 76 pounds. No 
bolting down required, simply slides into position. Made of 16-gauge steel; 
51” long, 42” wide, bed overall; 9” deep, inside. Finished in smooth, blue- 
green enamel, rounded inside corners and seams. 


WRITE DIRECT FOR FULL DETAILS 


HOFFMAN IRON AND STEEL CO. 


P.O. BOX 248-N11 


VIENNA, OHIO 
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Somerville Reveals: 
—_—__—— 


Separate Plymouth 
Dealerships at Hand 


(Continued from Page 2) 


eases the franchises, he wants and 
js suited for. 

2. There are no deadlines or hard- 
and-fast rules for the program. It 
will be a gradual evolvement, in 
which great effort will be expended 
so that no one—dealer, division or 
corporation—will be hurt. 

OK + * 
E’RE just feeling our way 
along,” said Somerville. “There’s 
no deadline, but we’re moving as 
fast as we can.” 

3. Within the next few years, 
Chrysler Corp. expects to boost the 
output of all four divisions, but 
especially Plymouth. 

4. It is not expected that there 
will be an increase in the total 
number of Chrysler Corp. dealer- 
ships, as a result of this program. 
“We want the new Plymouth 
dealers to come from our own 
organization, whenever possible,” 
he asserted. 

In each of the four “sample” 
areas, Somerville’s operation com- 
menced with a breakfast meeting 
of all division personnel in the 
metropolitan marketing area. 

* * * 

OMERVILLE said: “We wanted 

to make our presence known to 
the various regional managers and 
to outline and amplify our plan to 
these people.” 

Then Somerville and his aides— 
Ray McGovern, Bill Wilson, Drew 
Smith and Lyall Brown—began vis- 
iting all the dealers in each area. 
Somerville visited about 50 dealers 
himself. 

In these informal conversations, 
the Chrysler officials attempted 
te appraise the dealer and his 
operation, and to figure out what 
franchise he would be best suited 
for. 

Information was sought on these 
points: Number of Plymouths, 
Dodges, DeSotos or Chryslers he 
marketed this year; number of 
salesmen; the dealer’s merchandis- 
ing ability; his facilities; his finan- 
cial situation; whether he had a 
son in business; his age and experi- 
ence with Chrysler Corp., and wha 
his objectives are. ; 

Somerville, who reportedly has 
become acquainted with more 
Chrysler Corp. dealers than any 
other man in his 24 years at the 
company, said: “When you walk 
in a place, you can almost smell 
whether it is alive or not.” 

Of a * 


E DECLARED: 


this matter. Every dealer doesn’t 
want Plymouth. 

“In these Plymouth dealerships, 
we're looking for a man who will 
go for the ‘volume-profit’ concept. 


We want volume in every line, but! 


especially Plymouth. Some very 
good dealers may not want to go 
quite as fast.” 

After visiting the dealers, Som- 
erville’s team sat down with the 
regional managers and compared 
notes on each dealer. 

He said a surprising thing was 
that there was very little variance 
in the dealership appraisals made 
by his team in their brief visit and 
the long-range appraisals of the 
regional officials. 

Then, Somerville asked each re- 
gional manager to write out a pro- 
jection of what kind of a sales 
organization he would like to see 
for his division in his area. This 
report would consist largely of how 
Many dealers he would like to see 
and where he would like to have 
them located. 

oe ” cd 

E SAID that this definition of 

“our ultimate objective” is an 
effort by the factory to keep up 
with the growth of cities which are 
Spreading out in different direc- 
tions. 

These reports by Somerville’s 
team and the field men were then 
Studied carefully by top division 
executives in Detroit. Several con- 
ferences were held with the vice- 
Presidents of each division. 

Somerville emphasized that an 
important factor in the appraisal 
of each dealer is his “merchan- 


“We find out} 
what the dealer’s desires are on| 





dising ability” or his “sales exe- 
cutive ability.” 

He said that this ability is meas- 
ured by the dealer’s volume, the 
size of his staff, how the sales staff 
is organized, what directions are 
given to salesmen, what sales fol- 
lowups are used, the frequency of 
sales meetings and other matters. 

Declaring that “timing” was an 
important element in the whole 
operation, Somerville made it clear 
that each division would have sales 
coverage in all areas at all times. 

ok oe ok 


HE ILLUSTRATED this point by 
citing a possible situation where 
one dealer would be willing to take 
over an exclusive Dodge franchise, 
but there would be no Plymouth 
outlet, so the separation would be 
held up temporarily. 

The situation was described in 
another community in which the 
DeSoto dealer wanted to “go De- 
Soto,” the Chrysler dealer wanted 
Plymouth and the Dodge dealer 
wanted to hang on to both Dodge 
and Plymouth. 


Somerville said the factory 


would go along with the wishes | 


of the dealers in this situation 
if the Dodge dealer was willing 
to set up a separate facility for 
one of the franchises. He added 
that the only problem left would 
be which division would get the 
old outlet and which would get 
the new facility. 

“Of course,” he explained, “the 
dealer in this situation must show 
that he has adequate management 
for both places.” 

Somerville continued: “Occasion- 
ally, one dealership might get 


Chrysler and Dodge, but I doubt! 
that there will be much dualing in} 


metropolitan areas. However, many 
combinations are possible.” 


When the time for the changes 


approach, he said, dealers will be 
adequately warned of the “break,” 
so that a minimum of hardships 
will result. 


“Plymouth will have a lot fewer 
dealers than now (10,000),” he said, 
“but these dealers will be expected 
to absorb the sales in their market. 
By concentrating on their remain- 
ing lines, we expect the dealers in 
the other lines to make a lot more 
money.” 


+ * + 
OMERVILLE also commented on 
these points: 


1. Because of the increasing com- 
petitiveness of the industry, Chrys- 
ler Corp. is trying to build up its 
dealers by being a “better service 
to them.” 

2. The situation, in which a son 
is coming into the business, is wel- 
comed by the factory. 

3. The number of salesmen in 
Chrysler Corp. dealerships is 
“very low, generally.” 

4. The question as to whether a 
large or small sales force is desir- 
able varies with the situation. How- 
ever, generally the factory favors 
a large force. 

Taking stock of the separation 
program to date, Somerville said: 
“We're starting to move where we 
can move. It’s an individual situa- 
tion in each town. We may be able 
to move in certain sections and 
unable to move in others.” 

a * * 


Veteran Dodge Dealer 


| Shifts to Olds on Coast 
PORTLAND, Ore. — Joe Fisher, 
a Dodge-Plymouth dealer here 
| Since 1939, has given up those fran- 
| chises and signed with Oldsmobile. 
For years, Fisher has been con- 
sidered the largest Dodge dealer in 
the Northwest, selling up to 3,000 
vehicles a year. He also has Port- 
land’s largest used-car operation. 
| Fisher succeeds Barnard Motors, 
which relinquished its Oldsmobile 
franchise in August. 
| Fisher began his auto career as a 
Chevrolet salesman here in 1919. He 
became a Dodge dealer in 1925, 
later moving to Everett, Wash., and 
Peoria, Ill. He returned to Portland 
}as a Dodge-Plymouth dealer in 
! 1939. 





°56 Thunderbird Offers 


Three Engine 


DETROIT.—Three engine choices 
are available on Thunderbird 56— 
the new model of Ford’s “personal 
car” unveiled last week. 

Most powerful engine is the 
312-cubic-inch unit with a 9.0-1 
compression ratio, for use with 
Fordomatic. It is rated at 225 
horsepower. 

With overdrive transmission, 
Thunderbird 56 offers the same-size 


(See Photo, Page 2) 





block, but cuts the compression 
ratio to 8.4-1 to produce 215 h.p. A 
smaller, 292-cubic-inch engine utili- 
zes the same compression ratio to 


deliver 202 h.p. with standard trans- | 


mission. 

Four-barrel carburetor and dual 
exhausts are standard with each 
engine. 

According to R. S. McNamara, 








More Luggage Space— 

By moving the spare tire outside in a 
Continental-type carrier, Ford has provided 
more usable space in the luggage com- 
partment of the Thunderbird 56. three 
suitcases and two sets of golf clubs can be 
carried in the new model. 


Choices 


Ford division general manager, 
Ford expects to sell 20,000 Thunder- 
bird 56s. Demand for the ’55 model 
—of which 16,155 were sold—was 
greater than anticipated, McNamara 
said. 

The ’56 model has been given a 
moderate restyling, the most notice- 
able features being a Continental- 
type spare wheel and an optional 
hardtop with a “porthole” in each 
side. Cowl vents above the floor on 
each side and “flipper” wind wings 
on side windows also have been 
added to the ’56. 


Dual exhaust ports have been 
incorporated in the rear bumper 
and the rear window of the con- 
vertible top has been enlarged. 


Hold-down clamps for the top 
have been redesigned. So has the 
front seat, which has new springs 
and thicker foam rubber. Twelve- 
volt ignition is standard. 


Seven colors are offered—black, 
red, tan, white, blue, green and 
gray. 

Standard safety equipment in- 
cludes a concave steering wheel, 
safety door latches and shatter- 
resistant mirror. Optional are seat 
belts and padded panel and visors. 


Anan Peake Topic 
Of Illinois Group 


SPRINGFIELD, Ill. — Congres- 
sional investigation of the auto in- 
dustry was a major topic here last 
week at a meeting of the Illinois 
Automotive Trade Assn. 

Also discussed were the associa- 
tion’s membership drive, Safe-Driv- 
ing Day,’ employe relations and 
factory-dealer relations. 

Membership chairmen from 
throughout the state attended the 
meeting and were presented en- 
graved wall plaques. 
































SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid = . + « @liminate non-productive and unapplied time . . . and increase 
your profits. 


For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of donig 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .. . and get away from single-item repair orders. 


If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Control 


1112 S. Wabash Ave., Dept. 


NO ONE 


ur wtebreo 


GIVES YOU 3 TOP QUALITY LINES 
IN SAFETY BELTS 


*Prices Include Federal 
Excise Tax 


And...NO ONE BUT Steteco GIVES YOU POWERFUL, 
4-WAY ADVERTISING AND MERCHANDISING SUPPORT! 


© Powerhouse Promotion in SATURDAY EVENING POST 

© Eye-Catching, Self-Selling DISPLAY PACKAGING 

© Hard-Hitting, Nationwide PUBLICITY IN MAGAZINES and NEWSPAPERS 
© Advertising Support with FREE Window Banners and Ad Mats 


STEBCO Seat Belts are truly the class of the field! The only 
belts you can install yourself in minutes from inside the car, 
they fit every make and model, front seat or back. Also for use 
in trucks, boats and airplanes. Adjustable in seconds to fit any 
person, comfortably. Made of 100% genuine DuPont Nylon 
webbing and equipped with metal-to-metal Saf-T-Lock buckles, 
STEBCO Belts EXCEED U. S. GOVERNMENT AERONAU- 
TICAL STANDARDS for strength and safety! 


Sensational Introductory Offer! 


Prove it to yourself, without obligation, the Stebco Belts are the 
finest you can offer. Send today for a sample of each belt. Com- 
pare their design, their packaging, their superior saleability. If 
you don’t agree that these are the Seat Belts for you to sell hard 
and profit with, return them within 30 days |... ..- 

and you won’t owe us a cent. But we're con- 2/7 
fident that once you see them you'll want to 
stock and display STEBCO .. . the only line *s%.* 
of top quality Seat Safety Belts that covers “is 
the price market completely! wap 


Stetco Manufacturing Co., Chicago 7, Ill. 
(Established 1918 ) (Safety Equipment Div. Stein Bros. Mfg. Co.) 
SALES REPRESENTATIVES: Inquiries Invited On Territories Still Available. 


poses 


STEBCO, Dept. 301 









1401 West Jackson Boulevard, Chicago 7, Illinois 1 


Please send me on memo invoice one (1) sample each of the | 
three STEBCO Seat Sofety Belts. 
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Hearings Open Tuesday . . 


GM Faces Inquiry 
By Senate Group 


(Continued from Page 2) 


comment on the Senate study, ex- 
plaining, “It is so easy to say the 
wrong thing.” 


Senator O’Mahoney said some of 
the things»the group wants to learn 
are: 


Whether GM’s size is the “result 
primarily of superior efficiency and 
competitive skill; whether GM’s 
“great power” gives it the oppor- 
tunity for abuse, and whether the 
very size of the corporation makes 
competition almost impossible. 


He said many factors in our 
business system make bigness “in- 
evitable.” He said the subcom- 


23-Year Dealer 
Quits, Blames 
GM ‘Restraint’ 


BALTIMORE. — “Continued re- 
straint” applied against him by 
General Motors was cited last week 
by C. Markland Kelly when he an- 
nounced he was relinquishing his 
Buick franchise after 23 years. 

In a 29-page document sent to 
Alfred P. Sloan jr., chairman of 
GM, and to other corporation ex- 
ecutives, Kelly complained that he 
had been “prevented from growing 
and expanding as normally as any 
other independent business in the 
U.S.” 

Kelly traced his automotive his- 
tory from 1916, when he started in 
Baltimore as a Ford salesman, 
through his years as a Buick sales 
manager and as a Buick dealer in 
Highlandtown, to his current deal- 
ership, which he acquired in 1932. 

Until 1949, Kelly noted, there had 
been only two Buick dealerships in 
the city. When a third dealership 
Was opened that year, he said, he 
made an effort to get the franchise 
but another dealer was appointed. 

Kelly said he had done a gross 
volume of business in Baltimore 
over the years of $61,620,661 and 
had spent in the same period $1,- 
475,294 for goodwill—including pol- 
icy adjustments and advertising. 

He listed the net worth of his 
dealership at the end of last year 
at $1,399,779. 

‘ His building is owned by Mark- 
Kel, Inc., a realty firm of which he 
is sole owner. The building, valued 
for insurance purposes in 1946 at 
$716,850, may be converted to office 
use, he said. 


ree 
a 








mittee wants to understand how 
these factors operate in the case 
of specific companies so that Con- 
gress may deal intelligently with 
the fundamental purpose of the 
antitrust laws. 


“That purpose,” he said, “is to 
assure a healthy climate in which 
business may grow and prosper in 
the interest of the people.” 


“GM is appearing now,” O’Maho- 
ney said, “because the study of the 
automotive industry would not be 
complete without the presentation 
of the testimony of its manage- 
ment.” 

* * * 

. charges against GM and 

other auto makers also will be 
examined by the subcommittee, the 
Wyoming senator added. The sub- 
committee staff has studied a num- 
ber of complaints that manufac- 
turers “are forcing dealers to pur- 
chase unwanted cars, parts and 
accessories, and exercise dictatorial 
control over the type and size of 
their establishments, accounting 
methods, advertising and other bus- 
iness practices.” 

Technically, he pointed out, 
these dealers are independent 
business enterprises. 

But in fact, O’Mahoney said, it 
has been charged that “they fre- 
quently are little more than eco- 
nomic vassals who exist at the 
pleasure of the manufacturers and 
have little or no independent choice 
of important business decisions.” 


It also has been charged, he said, 
that the relative bargaining power 
of GM and other producers in deal- 
ing with suppliers places the latter 
at an unfair disadvantage. 


During the month’s hearings, wit- 
nesses will trace the history of 
GM’s growth to show how the 
world’s largest manufacturer has 
reached its present size. Mergers 
and acquisitions, vertical integra- 
tion, banking affiliations and other 
factors contributing to bigness will 
be studied. 

~ + *~ 

7 study, said O’Mahoney, will 

go to the very heart of the pres- 
ervation of the free competitive en- 
terprise. Public authority, he said, 
must learn to regulate the indus- 
trial society without destroying eco- 
nomic freedom. But the U. S. also 
must reconcile the ‘benefits of mass 
production, he added, with the de- 
sire to maintain opportunities for 
individual initiative. 


Sai 


Walker Breaks Ground for New Building— 


Marking start of new service building to add 18,000 square feet to facilities of 
Walker Bros. (Nash), Los Angeles, Clarence R. Walker, right, lifts layer of blacktop at 
ground breaking ceremony. From left are Nancy Secora, “Queen of Nashtown;"’ Elton 
K. Walker, Gib Brubaker and Roy D. Bolt, Nash zone manager. 


New Truck Lease Officers— 


Shown above are newly elected officers of the National Truck Leasing System. Front 
row, from left, are: R. H. Brundige, St. Louis, vice-president; John Black jr., Birming- 
ham, Ala., president; Frank Max jr., Baltimore, treasurer; back row, left to right: Moe 
Koffman, Ottawa; Fred P. Baker, Denver; William C. Warren Ill, Rochester, N. Y., and 
Howard Willett jr., Chicago, all executive committeemen. Not shown are P. D. Sidel, 
Miami, secretary; Martha Dunlap, Chicago, secretary-manager, ond Max Lyon, Spring- 


field, Mass., executive committeeman. 





GM F ights Dealer Law 
In Denver U.S. Court 


(Continued from Page 2) 


will be unable to maintain an 
aggressive dealers’ organization 
. . » to compete effectively in the 
Colorado market. 

It is charged in the suit that the 
State Legislature invaded the his- 
toric separation-of-powers principle 
by specifying that state and federal 
courts must issue injunctions 
against GM if it attempts to cancel 
or fails to renew dealer contracts. 
The act “is not necessary, reason- 
able, or appropriate for the protec- 
tion of the public,” the suit charges. 

The GM action was brought by 
Joseph G. Hodges and Martin J. 
Harrington, Denver attorneys, who 
ask that a special three-judge court 
hear the case. Judges will be 
assigned by Chief Judge Orie L. 
Phillips of the 10th Judical Circuit. 

* 


* * 


How St. Louis Dealers 


Put Squeeze on Travis 


By L. H. Houck 
Staff Correspondent 

ST. CHARLES, Mo.— Stepped-up 
price cutting by the “big-city” deal- 
ers in St. Louis may have resulted 
in J. E. Travis’ becoming a cancel- 
lation cause celebre. 

Travis was parted from his Buick- 
Pontiac-GMC franchises last week 
after 35 years of selling Buicks 
here. His nonrenewal was vigorous- 
ly protested by the directors of the 
Missouri Automobile Dealers Assn. 

Travis was interviewed a year 

ago by Automotive News and dur- 
ing the interview this correspond- 
ent was shown the papers on a 
deal made by an old-time cus- 
tomer of Travis, who had bought 
from a Buick dealer in St. Louis 


White Reports 
Income Up 28%, 
Sales Rise 16% 


CLEVELAND. — Sales of White 
Motor Co. rose 16 percent and in- 
come climbed 28 percent in the 
first nine months of 1955 compared 
to the same period of 1954, Presi- 
dent Robert Black reported. 

Black also said the business out- 
look for the fourth quarter is good. 
“Orders are being received in very 
satisfactory volume and are run- 
ning at about the same rate as pro- 
duction which is at the highest 
level in recent years,” he said. 

Sales for the nine-month period 
totaled $129,602,854 compared to 
$111,427,026 a year ago, and income 
was $4,319,904 against $3,380,895. 
Net income was equal to $4.81 a 
common share compared to $3.69 at 
the three-quarter mark in 1954. 








and given the papers to Travis 
to study. 

When his old-time customer had 
told him what he could buy a new 
Buick in St. Louis for, Travis said 
he couldn’t meet that kind of com- 
petition but would appreciate it if 
he would show him the papers. 

Travis told Automotive News at 
that time that if the St. Louis 
dealer paid the same price for 
Buicks that he paid, and he did not 
doubt but that he did, that he made 
a $3,800 sale for a gross profit of 
$90, from which the St. Louis dealer 
had to pay his sales commission 
and overhead. 

St. Louis dealers operating on a 
basis of selling at from $1 to $100 
above invoice, were known to 
have taken deals from such near- 
by towns as St. Charles and 
Pacific for a profit of $1. 

A Chevrolet dealer in the same 
general distance from St. Louis, on 
the pan for not selling enough 
trucks when visited by this corre- 
spondent, called the zone manager 
and told him that his nearby dealer 
was selling Chevrolet trucks at in- 
voice and asked him what he 
should do about it. 

He was told he would have to sell 
at invoice, too, if he met the com- 
petition. No factory relief was 
offered. 


fect fpliia Welcomes 
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Deringer Greets Actress— 


Len Deringer, president, West Side bin- 
coln-Mercury, ushers Betty Garrett, star of 
Columbia Pictures’ “‘My Sister Eileen,” into 
a new Continental Mark I! at Philadel- 
phia'’s International Airport. Deringer 
drove the car to the airport from the Penn 
Sherwood Hotel where he unveiled the 
new model in an out-of-showroom promo- 
tion. 





Curtice Warned 
By Lawmaker 


Travis Cancellation 
Irks Rep. Cannon 


(Continued from Page 2) 


nuity” for his years of service. 
The board of directors of the 
Missouri Automobile Dealers 
Assn. has denounced the cancella- 
tion as “disgracefully shabby 
treatment.” Travis is a director 
and former president of MADA., 


He lost his Buick, Pontiac and 
GMC franchises last June. Buick 
charged Travis with “failure to de- 
velop. satisfactorily the sale of 
Buick automobiles “in 1952-53, ac- 
cording to the MADA board, but 
just 90 days before the cancellation, 
“both Pontiac and GMC had indi- 
cated their satisfaction with the 
selling efforts of Travis.” 


Travis did business as Travis 
Service Co. 
* ae * 
ee is the text of Rep. 
Cannon's letter to GM President 
Curtice: 
“Dear Mr. President: 


“While in attendance at a meet- 
ing of the Board of Directors of the 
Missouri Automobile Dealers As- 
sociation at Bagnell Dam, Mo., yes- 
terday (Oct. 25), I was distressed to 
learn of the unexpected and arbi- 
trary dismissal of my friend, Mr. J. 
Ed Travis of St. Charles, Missouri, 
who has served as agent for Buick 
for something like a third of a cen- 
tury and who is one of the most 
highly regarded and respected men 
in our section of the State. 

“All the more inexplicable is fail- 
ure to provide any settlement with 
him for tools, specialized equipment 
and other assets for which there 
can be no market except to an au- 
thorized dealer in your cars. 

“Mr. Travis has given the best 
years of his life to building up 
and servicing a demand for your 
cars in that territory. In any other 
business he would have in that 
time acquired a substantial equity 
or annuity. To summarily dismiss 
him at what should be the prime 
years of his career without com- 

pensation even for his invest- 
ments in the agency indicates 
an industrial ruthlessness which 
warrants protective legislation 
and adequate supervision either 
by the State or the Federal gov- 
ernment. 

“My first knowledge of this in- 
stance was the introduction and 
unanimous passage of a resolution 
on the subject by the Board of the 
ADA (sic). I sincerely trust it is an 
isolated case and hope that the 
situation is such as to permit com- 
pensation of Mr. Travis’ specialized 
investments and holdings. 

“I might add, incidentally, that I 
have driven a Buick car for many 
years. 


“With best wishes, 
“Very truly yours.” 


Dates Moved Up 
For Auto-Electric 
Parley in Chicago 


CHICAGO.—The meetings of the 
Automotive Electric Assn. and the 
Manufacturers-Central Distributors 
Conference, originally set for Feb- 
ruary, have been changed to Dec. 
4-8, 1955, according to the AEA in 
Detroit. 

G. Z. Spencer, AEA president, said 
the new dates will enable manufac- 
turers to cover their programs for 
the coming year and will give dis- 
tributors the advantage of putting, 
them into effect in the field earlier. 


The following manufacturers will 
take part in the conference: Ameri- 
can Bosch, Auto-Lite Battery Corp. 
Bendix Products, Briggs & Stratton 
Corp., Carter Carburetor Corp, 
Eclipse Machine, Electric Auto-Lite 
Co., Fairbanks, Morse & Co., Hol- 
ley Carburetor Co., Houdaille- 
Hershey Corp., King-Seeley Corp. 
Leece-Neville Co., Marvel-Schebler 
Products, Monroe Auto Equipment 
Co., Norma-Hoffman Bearings 
Corp., Purolator Products, Inc, 
Scintilla division; Stewart-Warner 
Corp., Trico Products Corp., United 
Motors Service, Weatherhead Co., 
Wico Electric Co., and Zenith Car- 
buretor. 
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Eigh t-Million Year Now a Possibility si 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS. 
(U. S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 

Ended Same Ended Total To To 

Nov. 5, Week, Oct. 29, Output, Nov. 6, Nov. 5, 

1955 1954 1965* Oct. 1954* 1955 
AMERICAN MOTORS 2,175 1,324 671 2,166 85,618 136,849 
UREOOUL, . cccinecnicscepiiaphashies EK 5 Westend 295 1,305 28,126 43,923 
Wasps, Hornet ........ Te 179 992 27,431 21,783 
TE  siiiiccersccnsicvese et — “waco 116 313 695 22,140 
es ee 1,700 1,324 376 861 57,492 92,926 
Amb., Statesman... 1,400 499 259 525 28,920 42,446 
PR * 300 825 117 336 28,572 50,480 
CHRYSLER CORP. .... 29,200 17,677 33,411 114,574 506,127 1,130,550 
SEE dtcstcecessswsctovennee 3,400 2,454 4,234 14,890 173,875 146,909 
Se 3,100 1,753 2,929 11,334 50,669 108,530 
BROIL, . sicsitscvessqeecemsesvesvsrese 6,700 5,263 7,080 28,283 98,884 262,525 
Plymouth ...................... 16,000 8,207 19,168 60,067 282,699 612,586 
FORD MOTOR. ............... 50,440 17,593 50,356 209,704 1,401,308 1,882,880 
Continental .................. me - seins 52 THe... enisnios 667 
NED! “cuit: ssctiiabhtilisnonniiieee 40,100 16,168 39,681 162,597 1,147,738 1,480,904 
UMONDONED siceintnovssscosssoversese 800 580 844 3,846 31,610 31,884 
SEEING | cxssttenseccevsosevesess 9,500 845 9,779 42,996 221,960 369,425 
GENERAL MOTORS .. 88,640 52,820 72,398 186,345 2,351,088 3,349,093 
SIIEL nai sesiievincenssscesoosinine 13,400 7,012 7,336 18,976 439,690 660,184 
IE i sisiinsibsevecscevaepe 3,250 2,109 3,339 9,991 99,364 125,890 
Chevrolet. .............:........ 43,300 27,851 35,052 85,170 1,156,168 1,526,627 
Oldsmobile _.................. 15,190 6,574 12,995 24,757 360,831 540,601 
ND | snitsiveixeniscsinsepsinse 13,500 9,274 13,676 47,451 295,035 495,791 
KAISER MOTORS ........ .......... ae 15,448 6,680 
IIE csidactclediadscestiiedaleve:-/ Gsbatebies” ~~ iedverithota 4.» <cighaceael.” » Sekormane 5,803 1,021 
SEED - eicssstevscusescsseeesesedeh. sickssteen ee ee 9,645 5,659 
ENS, siesisonivsscocssscvun 2,827 3,333 1,735 4,928 94,831 150,785 
UND --cacteicibsksisasdietsons © Siecereds 1,290 4,426 25,265 59,134 
Studebaker .................. 1,427 3,333 445 502 69,566 91,651 
Total Cars, U. S........... 173,282 92,771 158,571 517,717 4,454,420 6,656,337 








COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan. 1 dan. 1 
Ended Same Ended Total To To 

Nov. 5, Week, Oct. 29, Output, Nov. 6, Nov. 5, 

1955 1954 1955* Oct. 1954* 1955 
CHEVROLET ................ 8,700 5,005 9,535 28,936 281,413 339,033 
DIAMOND T ...............- 100 88 70 377 2,899 4,557 
I cncdcksnckétvesndcliceipsuiions <oertaoeey:! ~Shnksgutobe 12 312 2,539 3,145 
EID: neniivdsnsecegsiniiden ences 1,600 1,977 1,515 6,750 79,033 85,350 
I vei scipg tuntinbensiiaracessees 8,310 6,720 8,449 33,910 242,397 312,765 
I icactinse Nigaaicanchspenaacnorst 1,420 1,116 1,782 7,139 65,937 85,822 
INTERNATIONAL ...... 2,945 1,550 70 6,866 79,999 105,756 
I |p ssoksiscnabastsoresiangnseds 375 163 379 1,425 5,854 12,677 
ci dslsciceupasedncnasinsoctiagnieene 100 99 96 425 6,535 4,620 
STUDEBAKER .............. 445 642 172 452 12,476 14,990 
IIE ici clsaascesevaceouspsine 370 225 358 1,514 9,077 12,505 
EEL, -schretaostcanlapianssseonds 1,650 2,024 1,532 7,320 62,289 64,623 
MISCELLANEOUS ....... 100 101 100 560 5,016 4,275 
Total Trucks, U. S..... 26,115 19,710 24,130 95,986 855,464 1,050,118 


nee SD 


Total Cars, Trucks, 


199,397 112,481 182,701 613,703 5,309,884 7,706,955 


aa EE Inn 


Total Cars, Trucks, 
Canada 


3,519 


5,701 22,569 310,641 398,911 





Grand Total, 
Cars and Trucks, 


U. S. and Canada....205,772 116,000 188,402 
Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


*Revised. 
Drive, Sterling, Federal, etc. 


636,272 5,620,525 8,105,366 


N.B.: All U. S. totals include cars and trucks for military orders. 


Factories Get 





Ultimatum 


From Conn. Dealers 


(Continued from Page 6) 


sonally invite customers to your 
department every 30 days if you 
want to do business with them.” 

Coincident with these new and 
accelerated standards in service 
departments, Reese recommended 
that the overhead responsibility 
be transferred or shared with the 
sales department. 

“It’s hard to find a sales manager 
suffering from ulcers,” Reese com- 
mented. “However, there are many 
Service managers walking around 
with physical ailments acquired 
while trying to meet the overhead. 
By transferring the overhead to the 
Sales department, your increased 
Service facilities would represent 
net profit.” 


* * * 


PEAKING on “Solid Selling,” W. 
Heartsill Wilson, national sales 
consultant for Chrysler Corp., de- 
clared that the industry had a great 


need for professional, polished ag- 
gressive salesmen. At present, he 
reported, there is a shortage of 
8,000 automobile salesmen in the 
country. 

Wilson advised dealers to 
sharpen and hone their salesmen 
to peak performance in the face 
of present competition. “And if 
you’re not getting results,” he 
added, “get out of the business or 
make changes in a hurry.” 

Regarding recent floods, it was 
reported that approximately 37 
Connecticut automotive firms had 
suffered property-damage losses ex- 
ceeding $2 million. On the basis of 
this report, a resolution was 
adopted urging action to assure 
adequate flood-control measures. 
Presiding at the convention was 

Albert C. Hine, of Hartford, this 
year’s president. He was elected to 
serve on the association’s executive 
board for a period of three years. 
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Car Output Continues Upsurge 


(Continued from Page 1) 


ing a six-day period, breaking 
the former high of 39,681 set the 
previous week. 

4. Production of 33,920 cars dur- 
ing a five-day period, erasing the 
old high of 33,725 during the first 
five days of the previous week. 

5. Production of 41,330 cars and 
trucks during a five-day week, 
breaking the former high of 41,242 
the previous week. 

6. Production of 48,410 cars and 
trucks during a six-day period, 
erasing the old high of 48,130 
cars and trucks built during the 
previous week. 

New monthly marks established 
by Ford division were: 

1. Production of 162,597 cars dur- 
ing October, breaking the former 
high of 157,672 cars during March. 

* * * 


PRODUCTION of 196,507 cars 
* and trucks in October, erasing 
the former high of 193,105 cars and 
trucks in March. 

New marks established by Ford 
Motor were: 

1. A new high of 209,704 cars 
during October, breaking its 
former high of 201,907 cars in 
March. 

2. A new high of 243,614 cars and 
trucks in October, breaking the 
former high of 237,140 built in 
March. 

3. A new high of 51,270 cars 
and trucks for five days, erasing 

the former high of 50,915 during 
the previous week. 

4. A new daily high of 10,461 cars 
and trucks on Oct. 26, breaking the 
old high of 10,370 on June 16. 

Ford Motor’s production for the 
first 10 months of this year totaled 
2,147,770 units—including 630 Con- 
tinentals — to exceed the previous 
high of 2,019,000 established in 1923. 
This year’s total compares with 
1,618,975 units for the first 10 
months of 1954, and is above the 
highest level for any full 12 months 


7 Millionth Hyra-Matic 
Built by GM Division 

YPSILANTI, Mich. — General 
Motors Corp.’s Detroit transmis- 
sion division produced its seven- 
millionth Hydra-Matic transmis- 
sion last Friday (Nov. 4), 
according to E. A. Kaegi, general 
manager. 

He said that 2,379,200 of these 
were built since the division’s 
plant was destroyed by fire two 
year’s ago. The milestone Hyra- 
Matic was one of the new trans- 
missions being used in Pontiacs, 
Oldsmobiles and Cadillacs. 








in Ford’s 52-year history, the com- 
pany said. 
* * * 
_=s Ford division was setting 
records, the other Ford Motor 
divisions were cutting production 
slightly — mostly due to five-day 
operations at Lincoln and Conti- 
nental and only one Mercury plant 
scheduled for Saturday work. Mer- 
cury scheduled 9,500 cars last week, 
while Lincoln and Continental 
scheduled 800 and 40, respectively. 
Chevrolet moved back into the 
top spot among car manufacturers 
last week and was the big factor in 
jumping GM’s output to 88,640 units 
for the week. 

Chevrolet scheduled 43,300 com- 
pletions last week, while Olds- 
mobile, Pontiac and Cadillac re- 
mained steady in the 15,000, 13,000 
and 3,200 brackets respectively. 
Only Buick, with 13,400 units 
scheduled last week, was produc- 
ing below its normal rate. 

Chrysler Corp., with Plymouth 


Former Used-Car Dealer 


Convicted on 12 Counts 

CAMDEN, N. J.— Arthur Lang, 
former used-car dealer, has been 
found guilty of selling six stolen 
Cadillacs by a district court jury. 
Judge Thomas Madden agreed to 
continue Lang’s $10,000 bail until 
sentence is passed. 

Lang was convicted on six counts 
of receiving and concealing stolen 
cars moving in interstate commerce 
and on six counts of bartering, sell- 
ing and disposing of stolen cars. He 
faces a maximum sentence of five 
years and $5,000 fine on each of the 
12 counts. 





dropping to 16,000 units last week 
after having produced 19,168 cars 
the previous week, built 29,200 cars 
last week. Dodge, the only division 
scheduling Saturday operations, 
produced 6,700 cars; Chrysler divi- 
sion, 3,400, and DeSoto, 3,100. 
*~ * * 
TUDEBAKER finally got back 
into normal production last 
week and helped Studebaker-Pack- 
ard produce 2,827 units for the 
week, while American Motors, still 
not producing at full scale, turned 
out 2,175 units. 


Truck production last week 
jumped to 26,115 units, a 1,985- 
unit improvement over the pre- 
vious week. Truck output for 
October totaled 95,986 units, an 
8,640-unit jump over September. 


Canadian output, still hampered 
by the GM of Canada strike, totaled 
6,375 cars and trucks last week and 
only 22,569 units for the entire 
month of October. 


Mercury Awards 


Plant Contract 

DETROIT. — Contracts for the 
design and construction of a 300,000- 
square-foot building at the Wayne 
plant site of Mercury division have 
been awarded to Cunningham-Limp 
Co., Detroit, according to F. C. 


| Reith, general manager. 


Ground was broken last week for 
the new building, which will house 


FOR RATES, ETC., 


HELP WANTED 


WANTED 


GENERAL 
MANAGER 


FOR VERY ACTIVE DUAL, 

INDEPENDENT DEALER- 

SHIP IN SOUTHEAST 
REGION 


Adequate salary and percent- 
age agreement available. 
Please forward complete re- 
sume of background. 


Box 5485, c/o Automotive 
News, Detroit 26 





SALES MANAGER 


With ability to develop and maintain a sales 
force capable of delivering 2,000 new units 
annually for a large Philadelphia Ford dealer- 
ship with an excellent reputation. This is an 
exceptional opportunity for a high grade man 
who operates in an ethical, business-like man- 
ner in today's high volume market. The man 
who qualifies will receive one of the most 
liberal salary and bonus arrangements in the 
industry. Please do not apply unless you hon- 
estly feel that you can measure up to the 
requirements, have a proven record of past 
accomplishments and can stand rigid investi- 
gation. Send full resume and a recent photo- 
raph. Contact will be held in strictest con- 
idence. 


Box 5509, c/o Automotive News, Detroit 26. 


——— 

SALES MANAGER — Preferred line GM 
cars, One of southern California's best 
territories — Los Angeles metropolitan 
area but no smog. Dealership expanding 
rapidly, half million spent on improved 
facilities within year. Wide awake, young, 
ambitious management, well financed 
with solid experience. Small but active 
sales force. Need sales manager with 
volume operation background; ability to 
train men, plan sales and coordinate ad- 
vertising program. All the backing you 
need. Write your own ticket on salary. 
To sober, hard-working, honest man with 
dynamic yet pleasant personality this 
should be opportunity of lifetime. Re- 
quest recent picture, experience record 
and references. All replies confidential. 
Write, wire or phone. Sylvester Advertis- 
ing Agency, Agents for the Principals, 
1120 N. Hill Ave., Pasadena 7, Calif. 
Phone SYcamore 4-1179. 


SERVICE MANAGER, Excellent opportu- 
nity for the right person. Live, young, 
growing organization. Salary, bonus, etc. 
Give full particulars in first letter. Gus 
Dorais Chevrolet, Inc., 458 8. Miami, 
Wabash, Ind. 





additional production facilities. The 
addition will increase the plant 
area by 20 percent and will be com- 
pleted within year, Reith said. 


Canada Factories Ship 


4,969 U.S. Vehicles 

OTTAWA. — Canandian factories 
shipped 4,969 vehicles imported 
from the U. S. in August, compared 
with 1,103 vehicles shipped in 
August, 1954, according to the 
Canadian Government. 

In the first eight months of 1954, 
Canadian factories shipped a total 
of 23,379 vehicles imported. from the 
U. S., compared to 17,604 such 
vehicles in the first eight months 
of 1954. 


Chevrolet Buys 
Toledo Plant 


TOLEDO. — Chevrolet has pur- 
chased the Martin-Parry Corp. 
plant here and will put it into pro- 
duction as a second source of auto- 
matic transmissions, it was an- 
nounced last week by T. H. Keating, 
Chevrolet general manager. 

Chevrolet now makes automatic 
transmissions at its plant in Cleve- 
land. 

Erected in 1942 as a pilot defense 
plant, the Martin-Parry factory 
contains about half million square 
feet of space. It once housed a pro- 
peller company. 


RT CL Le 


SEE NEXT PAGE 


HELP WANTED 


GOLDEN OPPORTUNITY FOR new and 
used car salesmen for popular ‘‘Big 3’ 
line in western Colorado. Work in the 
heart of the uranium country. Live in the 
land of the world’s best hunting and 
fishing. Salary and commission. Write, 
giving complete background, age, mari- 


tal status, etc. Enclose recent photo. 
Write Box 5491, c/o Automotive News, 
Detroit 26. 


SALES MANAGER WANTED. A _ sober 
man who has been successful in volume 
operation in new cars as well as used 
cars. Capable of supervising and directing 
12 salesmen in a dual Cadillac and Chev- 
rolet dealership handling approximately 
500 new units per year in a southern 
city of 45,000. In reply, state age, pres- 
ent connections, present income, past ex- 
perience and size of family—a snapshot 
if available. Replies strictly confidential. 
Address Box 5476, c/o Automotive News, 
Detroit 26. 


PARTS AND SERVICE supervisor with 
proven ability and satisfactory references 
to take complete charge of service and 
parts department. Must be married, under 
50. Opportunity in a volume Chevrolet 
dealership in Virginia coast town of 
over 100,000. Enclose photograph and 
telephone number, answer in own hand- 
writing to Box 5511, c/o Automotive 
News, Detroit 26. 


SALES MANAGER—DEALERSHIP estab- 
lished over 35 years, one of ‘‘Big Three,’’ 
240,000 population—eastern United States, 
needs an experienced, aggressive man to 
take charge of new car sales. Salary and 
bonus to right man who wants permanent 
employment. Give complete: history over 
past ten years—age, family status, phone 
number and recent picture. All replies 
strictly confidential. Box 5489, c/o Auto- 
motive News, Detroit 26. 


TRUCK MANAGER. Excellent opportunity 
for young man that knows Chevrolet 
trucks and can develop a successful truck 
department for one of the south’s largest 
Chevrolet dealers. We are selling approxi- 
mately 30 trucks a month at the present 
time and want to increase this te 50. Do 
not apply unless you are willing to work. 
Write Central Chevrolet, 2930 Peachtree 
Rd., Atlanta, Ga. 


USED CAR MANAGER for volume ‘Big 
¥’ operation. Exceptional opportunity in 
western Colorado. Work in the heart of 
the uranium country. Live in the land 
of the world’s best hunting and fishing. 
Substantial salary plus liberal bonus to 
qualified applicant. Write, giving com- 
plete background, age, marital status, 
etc. Enclose recent photo. Write Box 
5490, c/o Automotive News, Detroit 26. 


NEW CAR SALES manager to operate 
large Lincoln-Mercury sales force in 
clean, ethical, business like manner. Must 
be exceptional individual who can hire, 
train and direct others to operate profit- 
ably in today’s market. We are not look- 
ing for an alibi artist but a man who 
can hit established quotas which are not 
out of proportion to existing potentials. 
Our dealership is located in the center 
of an area of New Jersey that has had 
an amazing increase of 139% in popula- 

’ tion during the past year. Physical lay- 
out excellent. Cash position one of the 
best. Income is made up of substantial 
salary plus bonus arrangement on car 
department net—no operating expense to 
saddle you. All replies handled in strict 
confidence. Address Box 5493, c/o Auto- 
motive News, Detroit 26. 
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HELP WANTED 





SALES MANAGER OF proven ability 
wanted by northern Michigan dealership. 
We have modern building—latest in equip. 

is in 

good resort area with ever growing sales 

We have everything in good 
“Big 

News, 


ment and facilities. Opportunity 


potential. 
hunting and fishing. Dealer is in 
3." Box 5492, c/o Automotive 
Detroit 26. 


USED CAR MANAGER 


We need a thoroughly experienced 
used car manager, tough and aggres- 
sive. An $.0.8., but not ‘'slick."’ Must 
know costs of operation, understand 
good management and be able to 
merchandise. Our volume operation 
requires handling a thousand late 
model cars at retail yearly, with a 
stock turn-over every 30 days. Phila- 
delphia area. Must be able to furnish 
the highest of references. 


Box 5522, c/o Automotive News, 
Detroit 26. 


Several Openings for 
Factory District 
Sales Managers 


An opportunity and a chal- 
lenge — if you have ability 
and can get the job done— 
this is for you. 

You need factory, wholesale 
or retail dealership experi- 
ence in sales management. 
Willingness to travel essen- 
tial. 

Openings in several parts of 
the U. S. 

Plymouth is going places — 
why not come along? 

Write today to the Director 
of Management Develop- 
ment, Plymouth Division, 
Chrysler Corporation, P. O. 
Box 1518, Detroit, Michigan. 


SERVICE MANAGER — 15 years’ 


AUTOMOTIVE NEWS, NOVEMBER 7, 1955 


[ 


| Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 
rates 


and address at regular 


Box Number ads are forwarded to advertiser 
IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26 


TEN DAYS 
WANT AD DEPT., 


POSITION WANTED 


To encourage this classification for the 
benefit of those secking employment, 
Position Wanted Ads ore accepted at 
holf regular rates namely mer: Pld 
word for each $1.00 per in- 
sertion for use of a box Cash 
CTT Abd 


insertion 
number 
in advance (Half-rate does not 


to display ads in this section.) 





GENERAL OR SALES manager available 


January first. Now employed as general 
sales manager of volume Chrysler Cor- 
poration dealership handling in excess of 
one thousand new and fifteen hundred 
used cars per annum, Age thirty-seven, 
married, one son. Hard worker, neat and 
aggressive. Excellent knowledge of serv- 
ice and parts as well as new and used 
car sales management. Valuable experi- 
ence in organization, auto sales, adver- 
tising, public relations and sales training 
and management, Have good ability to 
hire and train hard hitting sales staff 
for volume performance. Past experience 
with General Motors. Looking for more 
scope and more responsibility with large 
aggressive organization willing to pay 
good money for hard work and results. 
This ad for Canada only but will travel 
anywhere in Canada. Accustomed to 
making at least ten thousand per year 
plus car and expenses. Address replies to 
Box 5469, c/o Automotive News, Detroit 





dealer 


produce 
for service minded dealer, West Chicago 
or suburban area preferred. Box 5512, 
c/o Automotive News, Detroit 26. 








GENERAL OR SALES manager—Prefer 


General Motors in southern Florida. 20 
years’ experience in all phases of dealer- 
ship management. Thoroughly familiar 
with large volume operation on profitable 
basis. Have ability to train and maintain 
a quality organization. 39 years old. Box 
5496, c/o Automotive News, Detroit 26. 


iad 
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Tle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads 
Add One Dollar 
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($1) per insertion fo 


unopened. Display ads 


Contract rates 


POSITION WANTED 


COMPTROLLER — TEN years’ experience 
General Motors system. Present advance- 
ment curtailed. Familiar all phases auto- 
motive operation, Will relocate. Box 5468, 
c/o Automotive News, Detroit 26. 


SALES OR GENERAL manager. Young, 
aggressive, capable building and directing 
hard hitting organization. Ability proven 
by results! Ford-GM line—southeast only. 
Rigid investigation invited. Box 5479, c/o 
Automotive News, Detroit 26. 








SALES MANAGER, presently employed— 
know trucks and trucker’s problems. 
Can boost your sales, one of best sales 
records and references, Seven years as 
sales manager, previously a truck line 
operator. Prefer Ford or Chevrolet in 
midwest with right to purchase in. Box 
5487, c/o Automotive News, Detroit 24. 


+ 


SALES MANAGER—YEARS of experience. 
Proven ability to take complete charge 
of new car sales operation. Thirty years 
old and married, Available immediately. 
Would consider buying interest in agency. 

Box 5513, c/o Automotive News, Detroit 

26. : 








GENERAL MANAGER. If you delegate 
authority and then withdraw it; if 
can’t let anyone run the place, don’t 
write to me. But if you genuinely want 
a fully competent man conversant with 
modern methods, completely loyal and 
conscientious, I'm your man. Box 5494, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER - SALES manager. 
Successful, aggressive manager with 
plenty of know-how, and excellent record 
for building volume and profits in today’s 
competitive market. Total experience 20 
years. Ten years as manager. Ford and 
General Motors volume dealers. Charac- 
ter and ability will bear rigid investiga- 
tion. Prefer eastern United States. Box 
5470, c/o Automotive News, Detroit 26. 





LEADING USED-CAR AUCTIONS 
IN THE NATION , 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 





NEW YORK CiTY's 
SKYLINE 





MIIDDLE ATLANTIC 








New Jersey's 
Only Original Auction 


AUTO AUCTION LEBANON AUTO AUCTION, INC. 






EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


B. Spleimen 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


Albeny tebenoch feed 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY ... 12 NOON 
Member 








MANHEIM AUTO 
AUCTION 
MANHEIM, PA. 

On Rovte No. 72—4 Miles Off 

Pa. Turnpike 


10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 
Sale every Friday 1000 A.M. sharp 
Medern Bidg. & Restaurant 
Member of N.U.C.D.A. & NAAA. 
Phone Manheim 5-2401 





i 


On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunetien 2-9849 








EAST NORTH CENTRAL 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Deaiers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sele Every Monday, 12:30 P.M. 
“WE NEVER miss" 


of N.U.C.D.A. and N.A.A.A., Inc. || All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Wili—Our Most Valuable Asset 
Gn U. $. Rewte 20A 


Phone 9009 








DEALERS SAY 


Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 
E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
Checks 


We Guarantee 


Dealers Only 








EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


Auctioneers: Col. W. E. “Bill” Nagy and 
W. T. “Tom” Nagy—The Great Father and 
Son Combination. 
THURSDAY at 12:30 
U. S. 24 and U. S. 16 
On the Outskirts of Detroit, Mich. 











EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
insured Checks and Titles 








MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 





own check through 


our 
National Bank of Englewood. 








+ « « Where they meet... buyers and 
sellers ... new and used-car dealers, They 
meet at the dealer auctions of the nation 
>» and on the pages of Automotive News. 
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POSITION WANTED 


SERVICE MANAGER. Thoroughly experi- 
enced all modern service procedures, cus- 
tomer relations, follow-up systems, esti- 
mating. Best references, General Motors 
and Chrysler. Prefer Chicago or vicinity. 
= 5495, c/o Automotive News, Detroit 
6. 


MR. FORD OR LINCOLN dealer. If your 
service absorption is down and your parts 
and service sales are lagging and you 
want to devote your time to the other 

‘ phases of your operation, contact me. 
References on request. Completely cap- 
able with proven ability. Reference by 
factory and present and former employ- 
ers. Box 5497, c/o Automotive News, 
Detroit 26. 


TRUCK AND FLEET sales manager. Top 
man with long experience as truck and 
fleet sales manager desires connection 
with aggressive dealer. Presently em- 
ployed by volume dealer in same capacity. 





Young, married, well educated with 
proven record of accomplishment. Write 
Box 5498, c/o Automotive News, De- 
troit 26. 


GENERAL SALES MANAGER. Experi- 
enced in all phases of management. Well 
equipped to hire, train and direct sales 
force. Able to handle volume operation. 
Write Box 5499, c/o Automotive News, 
Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. 
Young, married man, thoroughly experi- 
enced in Ford dealer accounting, busi- 
ness management, taxes, financing and 
sales. Seeks connection with Florida 
dealer. For further details, write to Box 
5500, c/o Automotive News, Detroit 26. 


GENERAL MANAGER OR used car man- 
ager. I have seven years’ experience. De- 
sire to locate in Texas near Corpus 
Christi, Texas or California. Will furnish 
the best references. Box 5501, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER or sales manager 
available. Prefer New York metropolitan 
area. Healthy, aggressive with several 
years’ experience in volume operation. 
“Big 3’’—New York City. Write Apt. 
- oo Manor North, Scarsdale, 


DEALERSHIPS AVAILABLE 


FOR SALE — AGENCY handling Dodge- 
Plymouth, Green Cove Springs, Florida. 
Beautiful location between two Navy 
bases. Sell at low inventory or $6,500. A 
steal. Investment returned in three months 
or you're loafing. Don’t write, come. 
= 5474, c/o Automotive News, Detroit 


DEALERSHIP HANDLING BUICK avail- 
able in small Wisconsin community with 
large trading area. Lease available. Low 
overhead—up to minute equipment. Box 
5475, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHEVROLET. 
Single dealer city in Ohio. County seat. 
60,000 in trading area. Diversified manu- 
facturing. Prosperous agricultural com- 
munity. Excellent, adequate, brick build- 
ing, machinery, tools and equipment. 
Large paved parking area and used car 
lot adjoining building. Planning potential 
—276. No used cars or accounts receiv- 
able to buy. Well manned. A profitable, 
going concern. Have never shown a loss. 
You must meet Chevrolet qualifications. 
Kindly advise briefly as to your ability to 
handle. Owner retiring after 22 years in 
Chevrolet retail. Principals only. Owners 
ad. Box 5523, c/o Automotive News, 
Detroit 26. 


TEXAS DEALERSHIP HANDLING Ford. 
Will sell parts and equipment, also build- 
ing or lease building. 400 new unit plan- 
ning potential. Excellent facilities. A 
money maker but health forces me to 
sell. Must have factory approval. Replies 
kept confidential. Box 5516, c/o Automo- 
tive News, Detroit 26. 


FLORIDA DEALERSHIP AVAILABLE 
handling Pontiac. Medium size town. Low 
rent. Box 5506, c/o Automotive News, 
Detroit 26. 


DUE TO ILL HEALTH, will sell my agency 
handling Dodge-Plymouth, Mutti Motor 
Sales, Bremen, Ind. 


SALE — SALE — SALE! Dealership han- 
dling General Motors dual plus high parts 
business. Sell book value. Lease building. 
Handling Lincoln-Mercury — city of 10,- 
000. A real opportunity. Sales going up, 
economical operation. Confidential. Con- 
tact W. A. Batey, LaNoble Realty, 1516 
= ae Phone IV 2-1637, Lansing, 

ch. 


DEALERSHIP AVAILABLE in southern 
Wisconsin. Selling first and third place 
cars. Factory approval. 150 car potential 
in city of 6,000, good farming com- 
munity. Between 2 army camps on U. 8. 
Highway 12. Reason for selling, poor 
health. Box 5504, c/o Automotive News, 
Detroit 26. 


























ATTENTION, 
MANUFACTURERS REPS. 

DO YOU NEED NEW LINES? 
Automotive News can help you by 
bringing your wants to the atten- 
tion of manufacturers. 
An advertisement in this section 
will do the trick at a nominal 
cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Departmest 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DeSoto-Plym. 
outh—established ten years. Ultra-modern 
sales and service plant less than four 
years old, Frontage of 243 feet on main 
U. 8. highway in prosperous western In. 
diana. Considered best planned and finest 
equipped in middie west. Yearly potential] 
100-125 new cars, 225-275 used. More 
than 70,000 square feet of land, build. 
ings including separate three-bay body 
shop, all equipment, parts and special 
tools priced at $125,000. Terms arranged 
for buyeF with factory approval. All 
replies in strictest confidence. Box 5505, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Ford in north- 
ern Wisconsin. Retailed 77 new, 200 
used last year. Average net over last § 
years—$15,800 per year. $30,000. Reply 
to Box 5517, c/o Automotive News, De- 
troit 26. 


AGENCY HANDLING DODGE-Plymouth. 
1954 sales—$488,489, downtown, N. E, 
Ohio, drawing from 50-mile radius, well 
organized; showroom, office, parts-body- 
paint service departments; $125,000 for 
controlling interest. Apple Co., Brokers, 
Cleveland 15, Ohio. 


AGENCY HANDLING Lincoln-Mercury, 
Showroom and garage _ completely 
equipped. Used car lot same location— 
100-125 units per year. Small central 
Ohio town of 15,000. No real estate— 
$18,000. Box 5507, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE in Virginia— 
Mercury and Ford tractor franchises. Lo- 
cated in fast growing industrial and 
farming area of state. Best location on 
main north-south highway, in city of 
7,500. Building and equipment—2 years 
old. Showing good net on over half mil- 
lion sales volume. Owner's other inter- 
ests and health, cause of sale. Offered 
for considerably less than actual net 
worth. Parker and Parker, Sales Agents, 
Travelers Building, Richmond 19, Va. 


FOR SALE OLD ESTABLISHED dealer- 
ship handling Dodge-Plymouth, 2 coun- 
ties in one of Indiana’s richest manufac- 
turing and farming sections, 250 potential, 
good service absorption, 16,000 square 
feet of space, also large adjoining lot. 
Will sell for low inventory cost, also 
‘ building on favorable lease. Established 
30 years, owner retiring. Factory will 
advance 75% of capital to responsible 
party if necessary. This is a real oppor- 
tunity. Box 5444, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chrysler- 
Plymouth in New Jersey south section. 
Industrial, poultry and farming section, 
growing community. New car sales 200. 
Large used car lot, large showroom and 
building 8 years old. Fully equipped. 
Want to retire. Factory approval neces- 
sary. Cash required, $30,000 balance as 
rental. Telephone number and time re- 
quested. Box 5486, c/o Automotive News, 
Detroit 26. 


AGENCY NOW HANDLING DeSOTO- 
PLYMOUTH, 2 acres, lovely 4-bedroom 
gentlemen’s modern home, landscaped, 
flowers, shade, chain-fenced. On highway 
in Maryland, 30 miles from D. C. 180 foot 
showroom. 60-30 body shop. 11 stall 
garage, 5 safes, office accessories, tools. 
John Burdoft, 13318 Colesville Rd., Silver 
Spring, Md. Call Evergreen 4-3846. 


DEALERSHIP HANDLING Lincoln - Mer- 
cury in metropolitan Chicago. Excellent 
location and facilities with attractive 
lease. Modern equipment and clean parts 
inventory. Potential 500 to 750 units. 
Factory approval required. Principals 
only. Box 5482, c/o Automotive News, 
Detroit 26. 

















DEALERSHIP AVAILABLE—Due to death 


of owner. Well established agency han- 
dling Packard in northern Ohio com- 
munity, population 33,500 plus surround- 
ing communities. Parts, equipment; fire- 
proof, brick building with adjacent used 
car lot. Oldest agency in town. Reply 
Cloyd W. Wagner, Inc., 144 N. Erie &t., 
Massillon, Ohio. 


DEALERSHIPS WANTED 


CHEVROLET - FORD — 100 - 200 car deal 
desired in Tennessee-Georgia area. Lease 
building. Ready to act. Replies confiden- 
tial. Box 5484, c/o Automotive News, 
Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable’ dealership. Factory approval 
already assured. Box 5418, c/o Auto 
motive News, Detroit 26. 


CADILLAC, OLDSMOBILE, Buick or dual 
dealership, Cash available for immediate 
transaction. Factory approved. Lease oF 
buy building. Replies strictly confidential. 
Box 5514, c/o Automotive News, Detroit 
26. 


DESIRE CHEVROLET, FORD, Buick oF 
Pontiac agency in Ohio—city from 25,000 
to 150,000. Have necessary cash and can 
get factory approval. Replies confidential. 
Box 5515, c/o Automotive News, Detroit 
26. 


AGGRESSIVE HIGHER type used car 
dealer just sold a large volume used car 
business, Will buy in as a partner or buy 
outright one of the ‘‘Big Three’’ dealer- 
ships—also buy Cadillac or Cadillac dual. 
Ample cash for immediate deal. Contact 
at once— Paul Freeman, 5244 North 
Ninth St., Philadelphia, Pa. 


WILL PURCHASE GENERAL Motors, 
Ford or Chrysler product deal in mid- 
west or California. Especially interested 
in Chicago suburb. Box 5502, c/o Auto 
motive News, Detroit 26. 


WILL PURCHASE “BIG 3’’ deal—New 
York city and suburbs. Have factory 
approval for several deals. Capital avail- 
able. Replies confidential. Box 5503, ¢/0 
Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


EXCLUSIVE STATE distributorships avail- 
able in Kentucky and West Virginia from 
outstanding school bus body manufac- 
turer. Write fully in confidence to Box 
5508, c/o Automotive News, Detroit 26. 


CALL ON CAR DEALERS? Cash in now 
with one of the hottest, essential acces- 
sory items you've ever seen! Ready-to- 
use, no installation or tools of any kind. 
Thousands now in use by satisfied motor- 
ists. Popular price for fast sell-on-sight 
_and highest commissions. Not sold through 
jobbers or chains. Write today for litera- 
ture and big profit deal. Box 5462, c/0 
Automotive News, Detroit 26. 
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BUSINESS OPPORTUNITIES DEALER SERVICES DEALER SERVICES 


BUSINESS GIFT and advertising specialty 
catalog sent free. Ideal, AN, 1133 Broad- 
way, New York 10, N. Y. 








ites, know no seasons. Free tied-up cap- 
ital including profits. Turn otherwise slow 


INVENTORY SERVICE 








See BUYING OR SELLING A accounts into buying, paying customers. 
DEALER SERVICES DEALERSHIP? _— =“ plan, pa a ot to = 
o lions pinementats , low cost. } - 
e Buy Right © Sell Right San Antonio i, Texas. 
HAVE YOU MET Parts—Accessories—Equipment 
MR. AUTO INTEGRITY? °° 6a sa aa ° INVENTORY SERVICE 


* 
Complete parts and accessories inventories 
4or all dealers by qualified, bonded employes. 
Reconciled to book figures. Obsolescence 
established. Operating in southeastern states. 


3-6445 Geo. E. Kinney Inventory Service Co. 
se 727 Ponce de Leon Place Atlanta, Ga. 


Inventory will 

DON'T GUESS—SE SURE 
Call or write for service details. 
mts obiination mail your letterhead to | AUTOMOTIVE INVENTORY 


MERITSEAL, INC. SERVICE CO. 
2 Depot Plaza White Plains, N. Y. | 10040 Freeland, Detroit 27, Mich., 


symbolizes a superior public relations 
= = secure exclusively 
proarem Seer area, For details 








BUSINESS OPPORTUNITIES 
MANUFACTURERS’ REPRESENTATIVE 


MFG. REP.—Contacting dealers, parts job- 
bers in southern Ohio, Indiana and Ky. 
desires additional lines including tools 
and equipment. Box 5518, c/o Automotive 
News, Detroit 26. 


NEW LINES WANTED 


WELL KNOWN MANUFACTURERS rep- 
resentative, with three salesmen, cover- 
ing the southeastern states desires one 
good line. We call on all jobbers, dealers, 
and fleets. Box 5519, c/o Automotive 
News, Detroit 26. 

PARTS FOR SALE 

FOR SALE—LARGE quantity B-W T92 
transmissions. Same as used on Crosley 
car. Will ship one or one hundred, C, D. 
Gill, 
8. C. 

NOW WRECKING—Cadillac 1952 4-door 
seven passenger. Mercury 1954 Sun Val- 
ley. Both have good bodies. Weller Auto 
Parts, 2525 Chicago Drive, S. W., Grand 
Rapids, Mich. 

PARTS WANTED 


WE’LL BUY YOUR Nash parts. Send in- 
ventory. Best price delivered Baltimore. 
Parts shipped anywhere. Landay Nash, 
812 Paca St., Baltimore, Md. 


CARS FOR SALE 


FOR LEASE 
CLEVELAND—WEST SIDE 


AUTOMOBILE AGENCY PREMISES—203 ft. frontage on Main Thoroughfare in 
heart of Cleveland's West Side. Occupied continuously as an automobile agency 
since 1920, last 24 years as a Dodge-Plymouth dealership, 39,154 sq. ft. total, 
Y_ under roof and 1 in improved parking lot adjacent to building. Showroom 
frontage 84 feet. Building contains ADT Protective System, Body Shop with 
DeVilbiss Spray Booth, Lube Dept. has 3 Twin Post Weaver Lifts. Overhead 
Suspended Gas Heating System. This building is in good condition, available 
immediately for long term lease to responsible tenant. These premises ideal 
for a straight PLYMOUTH or exclusive truck franchise—GMC or International. 
Box 5467, c/o Automotive News, Detroit 26. 








Stark Industrial Park, Charleston, 











HELP WANTED 


WANTED 


VOLUME AUTO USED CAR MANAGER 
FOR CHRYSLER PRODUCTS DEALER 


This is a volume operation and the man we are looking for must be able to 
handle men and put on own promotions. We expect to pay for the right man 
but he must come highly recommended and be a consistent profit maker. Excel- 
lent facilities in the Boston area. One of Boston's better set-ups. A wonderful 
deal to the man who can qualify. A complete knowledge of the used car busi- 
ness, both wholesale and retail, is absolutely necessary. Must be of good 
habits. Give all information in first letter including age, references, salary 
expected, etc. 






















ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, oe. Wash- 
ington, D. C., Pittsburgh, Al Cleveland, 
Detroit, Flint ——. Milwaukee a 
nati, Louisville, St. is, — or 
coln, 8 Sieaes o City, Fort Dal- 
las, New Ori jeans, Atianta. 


ROBINSON AUTO RENTAL 


Box 5510, c/o Automotive News, Detroit 26. 


VOLUME AUTO SALES MANAGER 


DIVISION 
229 S. Hanson St. Philadelphia, Pa. 
MIAMI GM DEALERSHIP 1. E. Spatig, Used Car Mgr. Sherwood 8-1500 


SALARY and BONUS 


The man we want must be able to operate a volume dealership in a 
clean, ethical business-like manner profitably in today's market. He 
must be an exceptional individual who can develop new business, 
hire, train and direct our sales personnel, help close deals, be ex- 
perienced in sales promotion, and have proof of accomplishment. 
Must be familiar with the competitive methods of selling, that is, 
the so-called "System and Pencil" plan. 


ATTENTION 
NEW and USED 
CAR DEALERS 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 
have a steady stock of about 200 


beautifully re-conditioned cars. Delivery 


service all over the nation in our car- 
riers or driveaway service. 


Write or Call 
Jimmy DeRose, Used Car Mgr. 
JEFFERSON CHEVROLET | 
LOrain 7-5750 Detroit, Mich. 


This is an exceptional opportunity for an automobile sales mana- 
ger of unsurpassed ability. Please do not apply unless you have a 
proven record of accomplishments and character that can stand 
rigid investigation. 


Send full resume, which will be held in strict confidence, to Box 
5449, c/o Automotive News, Detroit 26. 





USED CAR BUYERS | 
ATTENTION 


Why waste your time shopping when we are} 
| offering 200 late model popular used cars. All 
our cars are completely reconditioned and 
| winterized. We specialize in Pontiacs, Chev- | 
rolets, Fords and Plymouths. 


Write or Call 
Bill Morgan, Used Car Manager 
LAUREL C. WORMAN, INC. 
Ohio's Largest Pontiac Dealer 


| Cherry 1-2267 P.O. Box 837 
Toledo, Ohio 


America’s Best 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 
have operated profitably. 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Motors - Heaters 


The man we want must be able to operate a volume Upholstery New 
dealership in a clean, ethical business-like manner BUY NOW — LOWEST PRICES EVER | 
profitably and successfully in today’s market. He must 1951-1952 


be an exceptional individual, who can develop new Plymouths — Fords — Chevrolets 
aoe, hire, train and direct our sales personnel, 1 to 500 

elp close deals, be experienced in sales promotion. 
and have present proof of accomplishment. . MO RRIS FREEDMAN 


PHILADELPHIA 43, PA. 


This is a rare opportunity for an automobile sales SARATOGA 9.2000 


manager of unsurpassed ability. 


Please do not apply unless you have a proven sane 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5520, 
c/o Automotive News, Detroit 26. 








CARS WANTED 
SPORTS CARS — M.G., Jaguar XK-120, | 
Volkswagen, Porsche. What have you? 
Coppus Motors, 145 Madison St., Tiffin, 
Ohio, 





BUSES WANTED | 
Saeuies “Sad oF teen teas cline 


passengers. One or twenty, also 
ters. Dealer. 5419, c/o Meanie 
News, Detroit 26. 





WANTED 4-DOOR 7- 





75 


ANTIQUE CARS FOR SALE MISCELLANEOUS 


DELINQUENT ACCOUNTS play no favor- on DODGE TOURING. Excellent condi- 


tion. Picture on request. McCathren 
Motor Co., Breckenridge, Texas. 
ANTIQUE CARS WANTED 

passenger touring car 

older than 1930. Also Model T 1914 with 

express body and 1916 or 1917 with tour- 

ing body. Send complete details, price. 

Pictures will be returned if no deal. i 

Sordoni, 45 Owen Street, Forty Fort, 


MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic BraKinG 


Is the Cheapest 
INSURANCE 


You Can Buy 


OUR NEW MODEL 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW e GUIDE 


and 
BRAKE-MOBILE 


WITH BRAKE HOOK-UP 


ONLY... °51% sus 


Meets 1.C.C. Strength Requirements 
—-SPECIAL— 


TOW PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


-"Leaders In The Industry" 
Since 1939 


ce enacts, $13.95 
(Add Sc for Padlock with 2 Keys) 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton S$t., Chicago 6, Ill. 


DEALERSHIPS AVAILABLE 


ONE OF TOP 


BIG 3 DEALERSHIPS 
FOR SALE 


(CITY OF 150,000) 
Over 70% of net worth in cash—other assets— 
excellent shape—NO real estate or used cars! 


Attractive leases — background of many profitable 
years. Must sell for reasons beyond control. Location 
great southwest. : 


This is owner's ad—no agents. All replies confidential. 
Factory approval most exacting for this dealership. 
Box 5521, c/o Automotive News, 
Detroit 26. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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_ Here’s another BIG Money opportunity 
| for the INTERNATIONAL Dealer! 


on 
at 
a 
4, 
aw 
j 
i | 
mi 


New INTERNATIONALS! 


A great new line of light, medium and heavy-duty trucks! 


SETS PTE I ON ENT TM SN TS a arr nas - 
aa x eve . 


o 


The INTERNATIONAL dealer has the greatest selling opportunity of any 
truck dealer, because he sells the world’s most complete truck line. 
Every truck owner is a prospect for him! 





5 And now with the introduction of the great new “S-Line” INTERNATIONALS, 
| he has a greater opportunity than ever. 


For these new INTERNATIONALS, from 4,200 to 33,000 Ibs. GVW, have the 
right kind of truck power—usable horsepower that gives top performance 
at wear-reducing, money-saving rpm. New smart, functional styling for 
easy, economical maintenance, even on the toughest jobs. Many outstanding 
Ki features in the fine Comfo-Vision cabs. And they’re all-truck built, for 

BIG money savings, all along the line. 


i It’s the steady flow of money-making opportunities like this that,make it 
4 profitable to be an INTERNATIONAL Truck Dealer. A few choice franchises 





are available. For full information, write in strict confidence to: Sales-making cab comfort! Driver-designed to give owners the 
Manager of Sales, Motor Truck Division comfort they want! Comfort-angled steering. Low hood for closeup | 
INTERNATIONAL HARVESTER COMPANY view ahead. “Quiet-ride” acoustic roof lining. Draft-free door seals. 


Wide choice of solid and two-tone exteriors. New deluxe cab has 
color-keyed interior, deluxe appointments throughout. 


180 N. Michigan Ave., Chicago 1, Ill. 


INTERNATIONAL 
TRUCKS 


Observe SAFE DRIVING DAY, Thursday, December 1. . . Drive Carefully Always 


Motor Trucks * Crawler Tractors « Industrial Power 
McCormick® Farm Equipment and Farmall® Tractors 








